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SAVINGS BANKING, TRUST CEPARTMENT, 
| INVESTMENT DEPARTMENT, FOREIGN EXCHANGE,| 
Fi AGENCY DEPARTMENT 


CAPITAL & SURPLUS $4,700,000.00 


CHICAGO 


May 23, 1922. 


Mr. William Padget, President, 
Parlet t ’ 


122 South Michigan Aveme, 
Chicago, Illinois. 


My dear Mr. Padget: 


Permit me to congratulate you on the 
excellence of your new edition of Parlette General 
Thrift Stories. The first folder was mailed only 
last week to several thousand savings depositors, 
and the many warm compliments and expressions of 
approval since received have been very gratifying. 

‘ 


These stories appeal to me strongly be- 
cause they are full of originality and human inter- 
otSt. To my way of thinking, they show the simple, 
practical philosophy of Mr. Parlette at its best, 
and the attractive mamer in which they are produc- 
ed leaves little to be desired. 


OYTO LU Let ees 


Undoubtedly, this series represents a 
long step forward in publishing effective thrift 
literature, and I predict that it will be entimsi- 
astically received by the more progressive banks of 
the country. 


Vexy sincere}x yours, 


E RALPH P ARLETTE has to 4,000,000 people, and his books have sold a 600,000. Sills weeales are the 


kind that entertain and convince the reader that he must save. Shall we send you samples? 
PARLETTE-PADGET COMPANY, 122 South Michigan Avenue, CHICAGO 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers 
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DOUBLE 
Your Savings 
It CAN be 


_ Are You Doubling Your Savings? 























AST June the Harvey Blodgett 
Company proposed the idea 
that almost any bank could double 
its savings in from three to five years, 
instead of a generation which is the 
present rate of growth of the na- 
tion’s savings. 

Since that time many banks have 
seized upon the idea and have adopt- 
ed the slogan which we coined, 
“Double Your Savings; It CAN Be 


Done.” 


More than that, they have put in- 
to operation practical plans for ac- 
complishing this laudable object. 
Reports we are receiving indicate 
that they are making rapid headway. 


We believe more than ever that 
it CAN be done. 


Bankers tell us they have “turned 
over” their advertising appropria- 
tions by using this method to in- 
crease their savings deposits. Their 
profits from new loanable funds have 
paid for the outlay, and are being 
used again while they double their 
savings. 

Yes, it CAN be done. It is being 
done with PROFIT. 


Here is ‘the way you can double 
your savings with profit: 


First, get a copy of “Double Your 
Savings; It CAN Be Done” by Harvey 
Blodgett. This book tells just how 
to proceed. - It will be your inspira- 
tion and guide in doubling your sav- 
ings. Copies soldat one dollar each, 
or sent on approval. Saturate your- 
self with the ideas and plans in this 
dynamic book. 


Second, adopt the slogan and en- 
courage your depositors to do so. 
Put our decalcomania of the above 
design on your window. It is thir- 
teen inches square and in rich 
colors. We will furnish as many as 
desired at one dollar each. Sent on 
approval. 


Procure electrotypes of the slogan 
design. We have them in four sizes 
at a dollar apiece. Any bank is wel- 
come to use the‘slogan, decalcoma- 
niasand cuts without obligation tous. 

Then carry on the idea with our 
literature. Put the plans at work in 
your bank. Ask our representative 
to demonstrate how. Or write this 
office for the book and further de- 


tails. 


“Double Your Savings; It CAN Be Done.” 


Harvey Blodgett Company 


Bank Business Builders 
Executive and Sales Offices: 
University and Wheeler Avenues 
St. Paul, Minnesota 


District Offices: NEW YORK 


CHICAGO 


BOSTON LOS ANGELES 








Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers 





BANKERS MONTHLY for JUNE, 19» 


S72 


SZ — -. SOOO —, SYS USA 
XY) = SS NSEESEXE I et oe SoS—S —SA LS 
| \ 


ol 


To the Advertising Men 
of America 


Welfare Loan Societies 
and 
Companies in Operation 


at the Present Time 


INDIANA 
WELFARE LOAN SOCIETY 
OF ANDERSON 
WELFARE LOAN SOCIETY 
OF ELKHART 
WELFARE LOAN SOCIETY 
OF FORT WAYNE 

FARE LOAN SOCIETY 
OF INDIANAPOLIS 
WELFARE LOAN SOCIETY 
OF KOKOMO 
WELFARE LOAN SOCIETY 
OF LAFAYETTE 
WELFARE LOAN SOCIETY 
OF LOGANSPORT 
WELFARE LOAN SOCIETY 
OF MARION 
WELFARE LOAN SOCIETY 
OF MICHIGAN CITY 
WELFARE LOAN SOCIETY 
OF MUNCIE 


WELFARE LOAN SOCIETY 
OF NEW ALBANY 
WELFARE LOAN SOCIETY 
OF RICHMOND 
WELFARE LOAN SOCIETY 
OF SOUTH BEND 
WELFARE LOAN SOCIETY 
OF TERRE HAUTE 
WELFARE LOAN SOCIETY 
OF VINCENNES 
LOUISIANA 
WELFARE LOAN SOCIETY 
OF NEW ORLEANS 
MICHIGAN 
WELFARE LOAN SOCIETY 
OF LANSING 


H1O 
WELFARE LOAN SOCIETY 
OF ALLIANCE 


THE WELFARE LOAN CO. 


OF CINCINNATI 


THE WELFARE LOAN CO. 


OF COLUMBUS 


THE WELFARE LOAN CO. 


OF HAMILTON 
WELFARE LOAN SOCIETY 
OF LANCASTER 
WELFARE LOAN SOCIETY 
OF YOUNGSTOWN 
ILLINOIS 


WELFARE LOAN SOCIETY 
OF CENTRALIA 


FLORIDA 
WELFARE LOAN SOCIETY 
OF MIAMI 
WELFARE LOAN SOCIETY 
OF TAMPA 
PENNSYLVANIA 


WELFARE LOAN SOCIETY 
OF LANCASTER 


HE development of the small loan 
business along sound and conserv- 
ative lines represents one of the 

impressive contributions to America’s 
economic progress during the last few 
years. 


Thousands of dollars in small loans 
are now being made to worthy borrowers 
who, because of their lack of usual bank- 
able credit, could not obtain the money 
at the average commercial bank. And 
these loans are being made at low rates 
so that the little fellow escapes the hard- 
ship of excessive interest fees. 


The Welfare Loan Societies, operated 
by the Hawkins Mortgage Company, 
have enjoyed phenomenal growth be- 
cause of the demonstrated effectiveness 
and value of the policies under which 
they operate. They are not permitted to 
borrow money on demand or from banks; 
therefore they have no money obliga- 
tions to meet, which makes their business 
safe and sound at all times. 


Every dollar invested is guaranteed 
by cash on hand, well-secured mortgage 
bond notes and other valuable collateral. 


(Send for our latest catalog on Welfare Loan Societies) 


HAWKINS MORTGAGE CO. 


PORTLAND 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers 
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UNION TRUST AND SAVINGS BANK 
DUBUQUE, IOWA 


ROUND has been broken for the 
monumental home of this progressive 
Eastern Iowa bank. The building will be 
of fireproof construction, faced with stone, 


and equipped to handle a rapidly growing 
business with the utmost economy and 


dispatch. 


May we send you a copy of our portfolio, 


“The Work of Weary and Alford Company’? 


WEARY AND ALFORD COMPANY 
Bank and Office Buildings 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers 
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READ HIS SPECIAL ARTICLES 
EVERY DAY 


R. GLENN GRISWOLD 

financial editor of the 
Chicago Journal of 
Commerce, is one of the 
outstanding financial 
writers of America. His 
intimate knowledge of 
developments in the 
banking world and his 
kien analyses of finan- 
cial and commercial con- 
ditions- have won him 
recognition as a business 
diagnostician. 


GLENN GRISWOLD 


By Carrier or Mail $1.00 per month. 


Chicago Journal of Commerce 


AND DAILY FINANCIAL TIMES 
12 EAST GRAND AVENUE CHICAGO 


SIMPLY FILL OUT AND MAIL THIS COUPON OR WRITE DEPT. P. 


The Chicago Journal of Commerce 


AND DAILY FINANCIAL TIMES 
12 E. Grand Ave., Chicago 


Date 


Please enter my name for____————S months’ subscription to The Chicago Journal of Commerce at your regular 
subscription rate at $1.00 monthly. 


Name____ 


Address _ 





Business 
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i THE HOME OF CRADDICK SERVIC B 


7/6 Fourth Avenue South 





A hearty wel- 
‘come awaits 
you here when- 
ever you are in 
Minneapolis 


At the Service of 
Bankers Since 1906 


© CRADDICK SERVICE. 
MA. SPADDICK SERV 
MINNEAPOLIS 
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EOWARD C PLame 
ASST CARMEN 
VAMES 2 NOLAN 
ASST CASHIER 
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we S KUNE 
CHAIRMAN OF THE BOARD 


— 
UNDER CLEARING HOUSE SUPERVISION 


WEST TOWN STATE BANK 


Capita, $250000.00 SuRPLUS $50.00000 


CHICAGO 
April 6 - 1922 


Thomas Cuseck Company, 
Chicego, 
Illinois. 


Gent lemen: Attn: Mr. Robertson 


In connection.with the use of Outdoor 
Advertising by this bank, an angle has arisen 
which I think will be interesting to you. 

You kmow a banker functions in capacities 
besides the mere lending of money. Rather 
frequently we are asked by our customers about 
methods which will help to increase their 
business. 


We tried Outdoor Advertising and found 
it so effective for our use that frequently we 
recommend it to our customers, and in so doing 
feel we are giving wise counsel. 


Our customers’ interests and or own 
are identical, their success is our success, 
and we feel that this form of advertising, 
when properly cerried out, affords us a better 
margin of security and credit risk. 


Our recommendation: in at least two 
instences have resulted in substantial accounts 
with the Thomas Cusack Company. Please be 


assured of our best wishes for your continued 
success. 


Yours truly, 


Hames fy Ragin 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers 
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The Banker’s Responsibility [ 
| HE responsibility of the bank to the 4 
community it serves cannot be cs 
. : ee 
measured in terms of assets available. e 
The banker is more and more the business ee 
counselor of his clients—a position he readily ae 
accepts from thecreative standpoint of develop- be 
ing business and from the protective stand- = 
point of strengthening the margin of security 8 
on the loans he has out. ie 
On the accompanying page, Mr.: Thomas J. Ee 


Harper, President of the West Town State Bank 
of Chicago, points out how the use of Outdoor 
Advertising and the recommendation of Out- 
door Advertising have both proved profitable. 


od 


SS 






We'll be glad to have the opportunity 
of submitting an Outdoor Advertising ~ 
plan to any banker. 






Phone our office in your city or write 
our General Offices in Chicago. 


a 





- CHICAGO NEW YORK 
Harrison, Loomis _ Broadway & 5th Ave. 
& Congress Sts. at 25th St. 


BRANCHES IN 45 OF THE PRINCIPAL CITIES 
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Do your safe deposit 
records protect? 


OUR safe deposit department rightly 
organized will pay a profit; it will bring 
new business to the bank. 
Proper records are essential to good organiza- 
tion. Safe deposit records must do two things: 





Protect the bank and the customer 
Be simple and easy to keep 


Baker-Vawter record systems are that kind. 
They save in routine—give dependable 
information all the time. 


We are helping many banks cut costs— 
reduce waste motion—give and get adequate 
protection. We'd like to serve you. 


BAKER-VAWTER COMPANY 


General offices, Benton Harbor, Michigan 
We serve and sell direct. Our own offices in 52 cities 


“rn Canada — Copeland Chatterson Ltd, Brampton, Ontario 
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ORIGINATORS AND MANUFACTURERS LOOSE LEAF AND FILING EQUIPMENT 
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FROZEN CREDITS 


HOUSANDS of banks in the rural communi- 
ties of Illinois and lowa are practically 
dormant. Their note cases are full of farmers’ 
notes that are perfectly good but can be paid 
only from the profits of years of operation. 


The First Joint Stock Land Bank of Chicago 
is daily converting tens of thousands of dol- 
lars of these frozen credits into cash through 
thirty-three year amortization loans made on 
the Government plan, enabling these banks to 
immediately function normally and give the 
needed services to their communities. Not only 
is no commission charged, but areasonablecom- 
mission is paid to bankers for all loans closed. 


Write or call at our nearest loan office 


FIRST JOINT STOCK LAND BANK 
OF CHICAGO 


Capital and Reserves more than $3,000,000 
Resources more than $33,000,000 


Continental and Commercial Bank Building 


CHICAGO 
Valley National Bank Building 


Perpetual Building 
Des Moines, Iowa 


Cedar Rapids, Iowa 


GUY HUSTON - - - President RAY E. PICKREL - Vice-President 
O. F. SCHEE - - Vice-President J.E.HUSTON - - - Secretary 


NOT AFFILIATED WITH ANY COMMERCIAL BANK 
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UNION TRUST 
COMPANY 
Cleveland 


Se 


One of the country’s 
mightiest banking inst1- 
tutions and the center 
of commercial banking 
activity in the great, 
wealthy industrial sec- 
tion midway between 
Chicagoand NewYork 
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Capital and Surplus 
$33,375,000 
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Twelve Story Bank and Office Build- 
ing in Nine and One-half Months 


Werk was begun on the twelve story 
building for the Citizens Trust Com- 


pany, Terre, Haute, Indiana, on February 1, 
1921. On November 21st, nine and one- 
half months later, the owner occupied the 
premises. Our contract included architectural 
drawings, building construction, mechanical 
equipment and interior furnishings and dec- 
orations. 


Individual Bank Building in Less 
Than Five Months 


Nn September 6, 1921, the First National 

Bank, Lake Geneva, Wisconsin, au- 
thorized the demolition of the buildings on the 
site and the beginning of construction for 
their new limestone building. On February 4, 
1922, four months and three weeks later, 
the bank held their formal opening, with 
every detail of the building and banking room 
complete and ready for business. 
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SPEED in bank construction 


HESE two operations can be fairly 

cited as examples of unusual speed 
without added expense. Each project in- 
cluded all necessary interior decoration, 
equipment and furnishings in addition to 
the actual construction and a substantial 
saving effected during the progress of con- 
struction was credited to the owners. 


We believe these achievements were 
made possible by having in one organiza- 
tion, an architectural division which pre- 
pares all designs, working drawings and 
specifications; a purchasing division which 
makes all purchases and insures prompt 
deliveries; and a construction division 


_ which operates in close co-ordination. 


For Those Who Plan to Build 


WE offer a preliminary service which includes exterior design and 
floor plans with accurate information as to cost, without incurring 
the expense of working drawings and specifications. Further details 

will be gladly furnished without obligation. ° 


SPECIALISTS IN BANK DESIGN t# CONSTRUCTION—NEW YORK - CHICAGO 


HOGGSON BROTHERS 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers 
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RIPPING “THE LID” OFF 


SECRECY IN 


BANKING 


Wherein we see that the attitude of the American 
public is not altogether the public’s fault, as long 
as the spirit of aloofness is permitted to prevail 


EVEN people were sitting round a 
dinner table at Southampton last 
summer. 

The ladies were the hostess and her 
daughters. The men were three. There 
was the host, Chairman of the Board 
of a dominating industrial organization, 
and there were two guests, a young 
broker with evidence of a future and a 
banker from the middle west. 

“Times like these,” said the host (re- 
member it was August, ’21) “ I imag- 
ine you bankers are busy straightening 
out more trouble than you ever imagined 
could arise in the business world.” 

The broker replied, but his remarks 
were evidently designed to ricochet 
from his host to his fellow-guest. 
“Straightening out!” he objected, “It 
seems to me the bankers ought to be 
straightening this trouble out. They 
made it.” 

The host scented possible trouble and 
his blue eyes twinkled expectantly. 
“What about that, Mr. Banker?” he 
asked. 

The banker showed that suffrance is 
the badge of all his tribe. 

“Oh, we get used to that,’ he an- 
swered and tried to shift the conversa- 
tion. 

But the broker’s gearshift was work- 
ing grittily that day. 

“It sometimes makes me smile,” he 
said, “to hear you bankers talk about 
helping your customers. The only time 
you help a man is when he doesn’t need 
it Two years ago, every banker in 
New York was soliciting borrowing ac- 
counts and to-day they’re in a hard and 
fast Klan with an oath to ruin the 
country.” 

Silence fell. The banker made a swift 
mental review of the half dozen retorts 


By G. PRATHER KNAPP 


Vice-president, Banker’s Service Corporation 


that .had oceurred to him while the 
broker was speaking and decided to re- 
ject them all. 


“Yes,” he said, “We get used to that: 


too. We get so used to it that on week- 
ends in the country, we like to talk 
about golf. Do you think the English- 
men were better players? Or, has pro- 
hibition put the Americans off their 
game?” 

The conversation grew general at this 
point and its tone less strained, but the 
banker did not forget. 

All the way back to New York in his 
host’s ear, next morning, he thought. 
He boarded his train for home—and 
still he thought. All the way across 
coal mining Pennsylvania, all the way 
across industrial Ohio, all the way 
across the Corn Belt, he thought, and 
thought and thought. 

He thought of scenes in his own office 
and in his own committee room. His 
mind was a moving picture of a city’s 
business, during June, July and August 
last, and some parts of the film were 
moving pictures indeed. 

Bankers are not good at expressing 
themselves, but let us try to imagine 
what he thought about. For instance: 

He was holding his desk telephone 
and listening to a “woman’s voice—a 
voice in which the tears were only too 
apparent. (“Wonderful thing, a 
*phoné,” he was thinking, “I can almost 
see her face.”) The voice said: “He 
wanted to come and see you but he felt 
so badly—seemed so nervous that I— 
that he—Finally I said—” 

“Tt’s all right Mrs. Traynor,” he had 
replied, “tell your husband to get down 
as soon as he feels well enough but not 
to worry. It’s all right.” . 
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And then he sent for the A. B. Q. 
Company’s loan card, wondering if 
there were any possible chance that it 
could be “all right”— 

“Loan $102,000,” he read, “Past due 
since last month. Balance $680,000— 
Credit Department note: Extension 
not recommended. Inventory shows 
stock $180,000 still carried at 1919 in- 
voice. Sales December 1st to February 
1st—$11,000.00.” . 

Then his own note of a week back: 
“T says will call 6/21” 

“Good Lord,” he was thinking, “Why 
didn’t he come? Why didn’t he come 
and see me about this in January? His 
Christmas business must have warned 
him. Jane tells me those bargain sales 
of his weren’t really bargain offerings 
at all. Just a few prices reduced and 
everything else higher than a cat’s back. 
Why didn’t he tell me he was’nt really 
moving the stuff?” 

And then, that afternoon, the Board 
Meeting and the Chairman’s bland 
“Well, I suppose Traynor and you 
cleared up that A. B. Q. matter this 
morning?” 

The banker did not consciously hear 
the engine’s hollow whistle, sounding 
from far ahead, but so strange a thing 
is the human mind that the sound 
brought up another picture. 

It was noon in the offices of a manu- 
facturing plant. Sparrows were twit- 
tering at the window in a smoke black- 
ened cottonwood tree. The blast, call- 
ing operatives back to work, inter- 
rupted a grim man with heavy thumbs 
who had been discussing operating costs 
with the Committee of his creditors. 

“Hear that whistle, Gentlemen? 
When that fails to blow, some morning, 
it won’t be only me that'll be broke. 
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Three thousand families get their living 
in this plant and spend their money in 
this town. Maybe your bank has some 
retailer’s paper—don’t know.” 

The banker remembered his reply— 
“Never mind about our paper, Mr. Slos- 
Our bank is interested in your 
people as depositors. We've made a 
strong appeal for their savings on the 
ground that we were your company’s 
bank. We've loaned you their money 
and we're going to pay them back, 
whether you pay us or not.” 

And all through the meeting, stormy 
at times and steadily unpleasant, the 
thought had persisted in the banker’s 
mind: “How could I know he was in 
this shape if he wouldn't tell me? How 
could I know his dealers were clamoring 
for price reductions? How could I 


son. 


know that when he bought that last 
supply of raw material he didn’t really 
And I thought he was a friend 


need it? 
of mine!” 

Then, as the train rushed through a 
town, the sight of a peddler’s wagon 
crooked the banker’s lips into a smile. 

He was at an auction of the stock of 
a national distributing corporation— 
an auction presided over by a banker’s 
committee. Even in liquidation sales, 
credits must be extended to buyers and 
he had been selected to pass on such ap- 
plications. It is proverbial that the 
burnt child dreads the fire but he had 
handled his job with the knowledge that 
every safe bid was a blessing. 

To one would-be bidder—an ex-ped- 
dler, born in Russia—he had refused 
the privilege to bid on credit. 

“But this will ruin me! See, here 
are my statements, there’s a letter from 
my banker, here’s a picture of my store, 
here’s the ad I ran last week.” 

Arguments, expostulations, pleas, final- 
ly pleadings, entreaties, prayers and, 
at last, down-right tears. Big tears 
that trickled down the nose and splashed 
upon the beard. 

“Oh God, Sir, this is ruin! Ruin! 
Tl go broke. My wife and daughters 
will have to go to work. Oh—Oh—Oh!” 

But the banker had been proof against 
the sobs—heart-rending though they 
were. Like Pharaoh, he had hardened 
his heart and then— 

The broken creature before him had 
dried his tears, had said: “Well, if 
you won’t, you won't,” had pulled two 
certified checks from his pocket and had 
been the keenest bidder at the auction. 

“It’s all of a piece,” thought the 
banker. “They don’t tell us. They hold 
out on us. It isn’t fair. It isn’t bash- 
fulness. By gad, it almost seems like 
contempt. They don’t treat us like 
business men. They act as if they 
thought we were’nt business men. 

“A man with goods for sale will ex- 
plain them from soup to nuts. He'll 
demonstrate them as clearly as_ he 
knows how. He'll compare’ them 
with everything else in the line. He'll 


BANKERS MONTHLY for JUNE, 192 
—_ hw 


have his facts about them so organized 
that a baby could understand them. 
But a man with his eredit for sale— 
a man that wants a loan or an extension 
(or one that will want accommodation 
sooner or later) either does’nt know 
how good his eredit is or acts as if he 
were deliberately concealing facts about 
it. 

“They never study eredits, they never 
try to improve their credit position; 
they seldom or never run their accounts 
with the idea of clear credit statements 
in view. 

“They whisper and wheedle and 
whine or else they bluster and bully 
and blow. 

“They take inquiries about their 
credit in an entirely different spirit 
than inquiries about their goods. 

“Why in the world don’t they come to 
a banker as they come to any other man 
they deal with? Why don’t they take 
the trouble to understand what the 
banker wants? They'll take enough 
treuble to understand what the cus- 
tomer wants! And when they know 
what the banker wants—what he must 
have to protect his depositors and serve 
his stockholders and make a living for 
himself—why, in heaven’s name, won’t 
they spend a bit of time and thought on 
giving it? 

“Tt isn’t only borrowers. Depositors 
are almost as secretive. Some of them 
won’t give their addresses. Others say 
—‘Please be sure no mail is sent me.’ 
Others want to know what their hus- 
bands’ balances amount to, over the 
telephone. 

“Tdentification rules are treated as 
impertinent prying on the bank’s part. 

“Small clerical errors that would pass 
unnoticed in a retail clerk are relation- 
severing crimes in a bank clerk. 

“The depositor firmly believes that 
everybody in his bank gets to work at 
ten and leave at four—every day except 
Saturday when they leave at noon. He 
says to the teller: ‘You fellows in banks 
have it pretty soft.’ He says, to the 
Junior Officer: ‘My account’s been 
here for years. It’s pretty funny that 
T can’t overdraw eight dollars and sixty 
cents without being hounded like a pick- 
pocket. Why, you called me up after 
hours just to complain!’ 

“Why, one depositor added up his 
balanee at the end of each month for 
two years in his passbook and then 
claimed that the bank had had the use 
of $15,009 of his money when, as a 
matter of fact, the largest average for 
any thirty day period was $212.00 and 
the analysis sheet on his account showed 
an annual loss to the bank of between 
twenty and thirty dollars!” 

If the banker had been thinking aloud 
and I, the writer, had been sitting op- 
posite him, I think I know what I would 
have said to him. 

I would have admitted his premises 
and his conclusions, but I would have 


tried to show him that the attitude of 
the American public toward American 
bankers is not altogether the publics 
fault. Bankers, themselves, after spr. 
rounding their own business with a yeil 
of secrecy for a hundred years, can 
scarcely expect open, man-to-man con. 
fidences from their customers, after fiye 
or, at the most, ten years of intelligent 
bank publicity. 

If it were only the banker who sof. 
fered from this aloofness on the part 
of the bank customer perhaps the situa- 
tion would be bearable, but it is the 
bank customer that is really hurt. 

It is easy to see how secrecy ents 
down the value of commercial banking 
service, but let us get away from credits 
and think of investments. Safe in- 
vestment is, or ought to be, the banker's 
real business. Does the customer believe 
in the banker’s knowledge of that bus- 
iness ? 

He talks to a horse-breeder when he 
buys a pony—he consults a real estate 
man when he buys a house—he sees a 
lawyer when he makes a contract. He 
will not, for the world, talk to his 
banker about investments. And what 
results? Ask the safe deposit boxes of 
the country how many of them contain 
lovely green and yellow eats and dogs. 
Pick out the safe deposit boxes that 
belong to business men, the wealthier 
the better. 

It is not only the widow, the college 
professor and the preacher who “falls 
for” Mr. J. Rufus Wallingford. Indeed 
it is not from this class of trade that J. 
Rufus makes his living at all. The big 
con man has no time for the serubby, 
short-wooled lamb. It takes too long 
to sell him and, when sold, he has too 
little to make the effort worth while. 

But when a trust company, as éx- 
ecutor, inventories the estate of some 
shrewd business man, some of the s0- 
called assets are enough to make the 
angels weep. 

Bankers are rendered helpless for the 
function in which they should be the 
country’s most useful servants, because 
business men are more secretive about 
their investments than about any other 
of their concerns. 

Moreover they are, in many 
more secretive with their bankers about 
their investments than they are with 
any other men. 

Tt takes two to make a quarrel and it 
takes two to make a confidential rela- 
tion. The banker has nothing for sale 
but service and the only distinguishing 
note that he ean give that service is the 
note of human personality. 

In 1915, only five representatives of 
financial institutions attended the Con- 
vention of the Associated Advertising 
Clubs of the World, at Chicago. In 
1921, five hundred financial publicity 
men went to Atlanta and sat in the 
largest departmental meetings of the 
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“PEPPING Ub” THE EMPLOYES ON 
BANK’S TELEPHONE SERVICE 


ELEPHONE service may not ap- 

pear at first glance to be a part of 
ordinary banking service, but it is just 
as truly a part of that service as 
promptness in waiting upon customers 
at the tellers’ windows or courtesy and 
politeness in speaking to customers who 
come into the bank for any purpose. 
Yet it is only too easy to be short or 
diseourteous over the telephone. 

A teller who is unusually polite to 
his. customers may have adopted a 
brusque, snappy method of talking over 
the telephone, possibly because he feels 
it is businesslike or because he is in a 
hurry and anxious to get back to his 
customer who is waiting at his window. 

It is sometimes difficult for a bank 
employe to realize that in talking to a 
customer over the telephone he is just 
a truly displaying a sample of the 
courtesy and politeness of his bank 
as if he were talking to this customer 
in the bank lobby itself. Now, this 
brusqueness or discourtesy in telephone 
onversations is, of course, entirely un- 
premeditated and it would surprise 
many an employe who is guilty of such 
lisourtesy if he were accused of it. 

It is a problemi to know how to ap- 
proach the subject of politeness, cour- 
ley and service in telephone conversa- 
fons without offending the bank em- 
Ployes and without indulging in too 
much of a preachment, 

The Union Trust Company of Cleve- 
land recently published in its house 
organ, “The Union Trust Teller” a 


By DON S. KNOWLTON 


These submitted to its 
employes by the Union Trust Company 
of Cleveland, might be called: ‘“The Man 
Who Isn’t There When his Long-distance 
Call Comes In’’, ‘“‘The Absent-minded 
One’’, ‘‘The Dilletante’’, ‘“‘The Caruso’’, 
and ‘‘The Grand Imcah of Perusalem’’. 


cartoons, 


series of cartoons and brief articles de- 
signed to better ‘its telephone service 
to customers and to emphasize the im- 


Telephone “Tips” 


ET’S remember that when 

a telephone rings, it means 
that someone is speaking to us 
or waiting to speak to us. The 
courteous thing to do is to 
answer the person as promptly 
as possible. 

When it is necessary for us 
to be away from our desks, let 
us see to it that there is some 
competent person to answer 
the calls that come in during 
our absence. Let the person 
who answers the ’phone dur- 
ing our absence know where 
we may be reached in case of 
an urgent business call. 

If we are going to give the 
customer “on the other end of 
line’? SERVICE—we must 
keep in mind this telephone 
code: 

(1) ANSWER THE ’PHONE! 

(2) Find out definitely who’s 
wanted. 

(3) Find out definitely what’s 
wanted. 

(4) Find out definitely right 
party to answer (one who 
can give the needed in- 
formation). 

(5) Be courteous! 

In short, let’s give the kind 
of service YOU would want if 
“YOU WERE ON THE 
OTHER END.” 


portance of courtesy and politeness over 
the telephane. 

The reading matter consisted of direct, 
definite preachments to employes, it is 
true—but the cartoons whieh were 
printed in connection with the articles 
removed the “curse” from the preach- 
ment, attracted the reader’s attention 
and injected a little human interest touch 
which made these preachments agree- 
able to the reader instead of being a 
bore or a sermon which the reader 
might be inclined to resent. 

We are reproducing here five of these 
cartoons with the accompanying articles. 
This series produced surprisingly satis- 
fying effects in increasing the efficiency 
of Union Trust employes in answering 
phones, transferring calls and the like 
and had the desired effect of instilling 
in the minds of the employes a more 
constant consideration of courtesy and 
politeness in telephone conversations. 

The whole point of this series of 
articles and cartoons lay in endeavoring 
to make the employe get the viewpoint 
of the man on the other end of the wire. 
This idea was expressed in a rather 
novel manner by the opening cartoon of 
the series. The man who lets his party 
hold the wire too long is given a gentle 
rap. Another one who comes in for 
ridicule is the funny man who shouts 
gaily into the telephone, and a really 
funny cartoon is the one showing the 
person whose idea of being businesslike 


-is acting like the president, secretary 


and superintendent combined. 
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SIMPLIFYING THE RECORDS IN 
THE SAFE DEPOSIT VAULT 


How a Cincinnati bank provides adequate safe- 
- guards both for itself and customers and at 
the same time lightens the custodian’s 


By DAVID A. HOUSEHOLDER 


task 


Manager, Bank Service Dept., Baker-Vawter Company 


S a result of the war finance pro: 

gram of the government, the num- 
ber of bondholders in the United States 
inereased within five years from 400,- 
000 to 27,000,000. This unparalleled 
distribution of securities threw  sud- 
den and heavy burden on the banks. 
Men, women and children who had sel- 
dom entered a bank before came to 
realize the significance of a good bank- 
ing connection. The army of Liberty 
Bond buyers began for the first time to 
deal with the bank in the purchase of 
government securities. 

And the phenomenal absorption of 
bonds, savings stamps and other forms 
of securities by the public thrust a new 
and exacting responsibility on every bank 
that maintained a safety deposit de- 
partment. After purchasing securities, 
the buyers were urged to bring them 
into the bank for safekeeping and thou- 
sands of people who previously looked 
upon the vault as sacred alone to the 
wealthy found they could own their own 
strong box in the vault at a cost as low 
as ten cents a day and in some cases 
even lower. 

With the increasing sales of securities 
there came a renewed and brisk demand 
for.safety deposit boxes. Many vaults 
that were more or less lke tombs be- 
cause of lack of patronage, were turned 
into beehives as the army of renters,— 
men and women both,—sought accommo- 
dations. 

And so a new and important task 
confronted the banks. The easy-going 
habits of previous years had to be 
changed and accurate records had te be 
installed in order to take care of the 
growing vault business, not only for 
the purpose of safeguarding the bank 
itself but also for the protection of rent- 
ers. Many questions of legal impor- 
tance arose as the vault business con- 
tinued to develop and the prudent bank 
manager was quick to recognize the 
need of methods calculated to simplify 
the accounting routine and at the same 
time fortify the bank against loss. 

In line with this tendency of im- 
proving the management of the safety 
deposit vaults, the Pearl-Market Bank 
of Cincinnati offers an interesting illus- 
tration of how to provide satisfactory 
vault service to customers and at the 
same time to set up all the safeguards 
that are so essential at the present time. 


This bank moved recently into a beauti- 
ful new home, one of the outstanding 
features of which is the spacious and 
beautiful vault department. Like scores 
of other banks, it has increased its vault 
capacity to meet constantly increasing 
demands and it has found, too, that the 
revenue from rentals represents an 
attractive item in the earnings. 

The safety deposit boxes in the Pearl- 
Market Bank vary in size; that is, there 
are large and small boxes suited to in- 
dividual needs. The methods of hand- 
ling these boxes suggest many interest- 
ing ideas for any bank because they 
point the way to effective regulation 
and economy. The box record system 
of control, providing all the necessary 
records of reference by renter, visit, box 
number and lease expirations, are in- 
cluded. 

The system is simplicity itself, as 
will be shown later. The custodian in 


Contract no_EZee___ 
Extra Keys__2____ 


THIS AGREEMENT, Made 


MARKET BANK, of Cincinnati, Ohio, 


party of the second part. 


WITNESSETH: That the conditions upon which the party of the second part agress to use Safety Bor | 


No_~F 27 ___ are as follows: 


Rent payable in advance from _aZetge 7% __ 0.2 tor the erm ol_2F&- yt | 
oo 


(ae. Dotzans) per annum, this agreement or lease to expire 02 | 


te _ 7g cE AEs ASG 18h Pi mee ype frat nt 
‘seceptance thereof by the party of the first part, bef ‘or at the time of expiration hereof, or before or at the time of 
agreement. | 


at the rate of $_~> ——— 
any subsequent renewal of this 


ee 


Figure 1. 
a contract is made with a safety de 


charge finds it an easy matter to handle 
all details of the record, in addition to 
meeting the renters as they pass in and 
out of the vault. 

Let us consider now the operation of 
this system. When the application to 


acknowledged. 
The acceptance of The Rules and Regulations printed on the back bereof is hereby acknowledged. 


rent a box is made, if the identification 
and references of the applicant are satis- 
factory, the agreement or contract is 
executed. This agreement is so drawn 
that it stipulates the rights and privi- 
leges of the renter and _ establishes 
the responsibility of the bank. (See 
Figure I.) The agreement or contract, 
on buff paper, is headed with the 
name and address of the renter and 
shows the date and the number of the 
box rented. Statement of the conditions 
or terms of the lease is made, including 
rental rate and period of lease. At ex- 
piration, acceptance of a succeeding 
period’s rental automatically renews the 
agreement for such period. Lines are 
provided for the signature of the renter 
or renters if the box is to be jointly 
neld. 

Provision is made also for the sig- 
natures of the deputy or deputies who 
are to have access to the box. In ad- 


THE PEARL- AnKET nee. 
CINCINNATI, OM 


Box No_~*2° OM 
Key No. 7. 


1922—, between THE PEARL- 


THE PEARL-MARKET BANK, 
Per. : 
to said Box are hereby 


RENTERS 
SIGNATURE ff 








This form poets all the essential details for the information of the bank when 
sit box renter. 
rules and regulations as shown on the opposite page. 


On the reverse side of this form appear 


dition to establishing identity of 
entrants by signatures, other customary 
identification data for both renters and 
deputies may be entered. 

Revoeation of deputy or deputies 
must always be made in writing and 
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is then indicated on or attached to the 
contract. In the lower right hand 
corner of the form, space is provided 
for the entry of the box surrender or 
the forcing of an unsurrendered. box. 

On the reverse side of the agreement 
the following rules and regulations gov- 
erning the safe deposit department are 
printed, to which the renter assents by 
signing the agreement: 


1. Satisfactory reference must be given upon 
application for a Safe. 

2. No person other than the renter, or the 
duly appointed deputy of the renter, or in case 
ot the death of the renter, his legal representa- 
tive, shall have access to said safe, excepting as 
hereinafter expressly stipulated. Safe-holders 
are warned neither to give their pass word or 
number, nor to deliver their keys to any one not 
peel authorized upon the books of the 
Bank. 

3. No person will be permitted to enter the 
Vault, except in the presence of a properly 
authorized representative of the Bank. 

4. Renters will not examine the contents of 
their safe.in the Vault, but will use the rooms 
provided for that purpose. 

5. THE PEARL-MARKET BANK will retain no 
keys which will open any rented safe, and the 
contents of such safe will remain at all times 
unknown to said Bank. Upon surrender of any 
safe the keys thereof, or combination thereto, 
must be returned immediately to the Bank. 

6. In case of loss of key or keys by the renter 
of a safe, the expense incurred in opening the 
safe and repairing the same must be paid at 
once by the renter. The renter agrees to hold 
the Bank harmless from all costs and expenses 
of whatever kind, including attorney's fees, 
which may come to or be imposed upon it in 
any suit or suits relating to the contents of said 
safe. The Bank shall not be liable for any delay 
caused by failure of vault doors or locks to 
operate. 

7. All rents of safe are payable in advance. 
In case the lease of a safe is not renewed and 
the rent thereof paid within ninety days from 
the date of the expiration of this receipt, or 
from the date of the expiration of any renewal 
thereof, THE PEARL-MARKET BANK is authorized 
to open said safe at the expense of the renter; 
and, in case any safe is opened, the Bank shall 
have the right to store and hold the contents 
thereof in such manner as it may deem best; 
and all liability of the Bank in relation to such 
contents shall cease immediately and absolutely 
upon the opening of such safe. 

8. The Bank reserves the right to declare 
this contraet and receipt cancelled upon re- 
funding the proportionate amount of charges 
which may have been paid in advance, and 
upon five day’s notice in writing to the renter, 
mailed to the last address furnished by the 
latter as shown by the books of the Bank; and 
if the renter shall fail to remove the contents of 
his safe and surrender the keys thereof within 
five days of the mailing to him of such a noti- 
fication of cancellation, the Bank may open said 
safe at the expense of the renter, store the 
contents in accordance with the provision of 
Rule 7 of these rules and regulations, and all 
liability of the Bank in connection with the 
contents of said safe shall cease immediately 
and absolutely upon the expiration of the five 
days immediately following the mailing of such 
4 notification of cancellation. 

by any act, writ, decree or process 

against any person having access to a safe 

the bank is forbidden from allowing the safe 

to be opened by such person the said safe may 

be closed to all persons until such act, writ, 
@ or process is annulled. 

10. In case a safe is rented in the name of more 
than one person, any one thereof may surrender 
said safe; any one thereof may have access 
thereto; any one thereof may apppoint a deputy 
thereto ; and any one thereof may remove and 
of all or any part of the contents of 
such safe. 

11. The Cashier of the Bank shall fix the 
hours for opening and closing the Vault of 
ssid Bank, and said Vaults may be wholly 

upon any national, state or city holiday, 
or upon any other day when, on account of 
mobs, unusual crowds, or for any other reason, 
Said Cashier shall deem such closing prudent or 
Prope: 


r. 
12. The renter ggrees to advise the Bank of 
any change in address. 


The agreement form is 84x11 inches 
in size and is filed by name of renter in 
& suitable loose-leaf binder which is 
provided with an alphabetically tabbed 
index. 

The individual record of vault entries 
is made on white paper and is filed 
directly following the agreement or 
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Figure 2. 
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These forms constitute a real contribution to safety deposit vault management. 


The layout form provides an accurate record of the vault entries,—an increasingly important 


consideration in every bank that wants to maintain maximum safeguards. 
are part of a triplicate set that simplifies the accounting routine. 


contract with each renter. The heading 
of this form also shows the name and 


address of the renter, box number and: 


other data similar to the heading of 
the contract. (Figure II.) 

The date, time and name of entrant 
for each visit is ‘shown on this form, an 
exceedingly important point in these 
days of bank business in the vault. For 
purpose of identification the entrant, 


The smaller forms 


record is filed with the agreement upon 
which the original signatures appear. 

In certain cases where the entrant is 
well known the attendant does not re- 
quest his signature but writes the name 
of the entrant on the record along with 
the date and time of each visit. 

A small triplicate set of blanks 34x6 
inches in size comprising the customer’s 
receipt, renewal notice and memorandum 


THE PEARL-MARKET BANK, CINCINNATI, OHIO 


DAILY REPORT OF SAFE DEPOSIT D 


lex _rented this day---New business 


ber Safes rented this day---Renewals 


ee eOReOR eB ee ee 


Receiver | [29-4 | 














Figure 3. 





After all transactions for the day have been recorded, the custodian of the safety 


deposit vault uses this form for the daily report in summary. 


whether principal or deputy may be 
required at each visit to sign his name 
under “By whom”. Ready comparison 
of signatures is afforded since the visit 


ticket is used and greatly facilitates the 
handling of this detail. (Figure II.) 


Upon execution of the agreement and 
(Continued on page 80) 


















































































































































If you have these twelve coins you have at least $10,000. They are all rare American coins and are known to dealers as follows: (1) Kell 
(2) Templeton Reid $25 California gold piece. 
(5) Brasher Doubloon (America’s rarest coin). 
nati Mining and Trading Company California $10 gold piece of 1849. 
msby $5.00 California gold piece. 


Co. $50 California gold piece of 1855. 
way & Co. Pike’s Peak $10 gold piece. 
old piece of 1849. (10) J. S. 
$2.50 gold piece. 
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GREAT RARITIES OF 


AMERICAN 


COINAGE 


By THEODORE J. VENN 


HERE probably is no subject in 

relation to which a greater mis- 
conception exists in the mind of the 
average person than that concerning 
the value of old coins. 

Age has absolutely nothing to do with 
establishing the numismatic value of a 
coin, the governing factors being orig- 
inal small coinage or limited survivor- 
ship and the state of preservation of 
the piece. Thus, some of the Roman 
bronzes struck during the reigns of the 
Caesars may be purchased for a mere 
trifle, while coins of comparatively recent 
issue bring large figures both at private 
sale and under competitive bidding at 
public auctions, 

The popular fallacy that age governs 
the value of a coin has become so 
strongly intrenched in the publie mind, 
however, that whenever a pot of old 
metallic money is dug up anywhere in 
Europe or in Mexico the press avidly 


seizes the report as a good news item 
and publishes it broadcast throughout 
the world, thus adding greater strength 
to the delusion. 

After the first announcement of any 
of these “finds” we seldom hear any- 
thing further about them, and for the 
best of reasons: they generally prove 
to be ordinary coins with nothing but 
great age in their favor, and the market 
has been glutted with such specimens 
for centuries. Many of these pieces are 
worth little more than the intrinsic 
value of the metal of which they are 
composed. 

During ancient times, in the Middle 
ages, and even in the more modern days, 
as has but recently been exemplified, 
there was almost continual warfare, 
turmoil or upheaval of governments in 
a majority of the nations of Europe, 
with all the insecurity to life and prop- 
erty such conditions engender. At 
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(3) Templeton Reid $10 California gold piece. (4) J. . oo 
(6) Confederate States silver half dollar of 1861. 
(8) F. D. Kohler California oblong $50 gold ingot. 
(11) Shultz & Co. California $5.00 gold piece. 


(7) Cincin- 
(9) Pacific Company $10 
(12) J. Parson & Co. Pike’s Peak 


times both victor and vanquished be 
came financially exhausted to such a 
degree that their paper money depre- 
ciated almost to the vanishing point. As 
a result the people of the various 
countries, profiting by their bitter past 
experiences, grew cautious and con- 
verted all their surplus money into gold 
and silver whenever possible and hoard- 
ed it. This is a habit which still per- 
sists in some European countries, fos- 
tered, as it has been, through the train- 
ing of successive generations adown the 
centuries. 

At the outbreak of every new war, 
and especially in cases where the enemy 
was nearing their homes, these people 
were accustomed to place their metallic 
money and their family jewels in 
hermetically sealed vessels, to guard 
their contents against the action of. the 
elements, and bury them. In most in- 
stances these buried treasures were re- 
covered after the period of danger had 
passed, but at times during invasions 
and the attendant battles the owners 
lost their lives or were forced to flee and 
died before an opportunity presented 
itself to return to dig up their “planted” 
hoards. Hundreds of years thereafter 
road builders or excavators happen to 
unearth one of these pots or jars and 

(Continued on page 34) 
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Serving in a Dozen Languages 








The counter over which $5,000,000 changed hands last year in foreign money orders alone. 
Although foreign transactions are a comparatively new field in most banks, the Steneck Trust - 
Company, Hoboken, New Jersey has done foreign exchange business since it was opened fifty-six 
years ago. 


A BANK BUILT ON . 
FOREIGN EXCHANGE 


How adherence to certain principles and con- 
centration on a particular line of business has 
helped to develop a New Jersey institution 


By FRANKLIN STETSON CLARK 


VERYONE has heard of Hobo- 

ken, N. J. A. E. F. men remember 
it as the jumping-off place from God’s 
country. Its name has been made 
famous in American literature. But 
honestly now, had you ever thought of 
Hoboken as anything more than a 
uame? Had you ever thought of it as 
the eity of 100,000 or so which it is, and 
tried to picture it the way you would an- 
other city? 

Well, anyway, Hoboken is a city, 
with a city government, a fire depart- 
ment and all the other trimmings. It 
has banks with combined deposits of 
around $100,000,000. And among its 
banks is the Steneck Trust Company 
which does an interesting business in 
foreign exchange. 

It is not a large bank. In the year 
1920 its deposits were $5,000,000. For 
the same year the volume of its business 


™ foreign money orders, representing’ 


dealings with thousands of Italians, 
Germans, Austrians and Czecho-Slovaks, 
totaled an equal amount, $5,000,000. 

The foreign department is the. under- 





lying rock on which the business of the 
bank is built. A large percentage of 
the bank’s savings and checking depos- 
itors do business with the Steneck Trust 
Company because of its foreign depart- 
ment, or were originally attracted to 
the bank on account of it. 

The foreign department is located in 
the rear of the main banking room, 
which is level with the street. Business 
is transacted over three glass-topped 
counters of about the same size as those 
used in stores. Beneath the glass on 
one counter has been inserted a skeleton 
view of one of the large steamships for 
which the bank sells tickets. On the 
other counters are several notices and 
rulings affecting foreign exchange, trav- 
elers and immigrants. 

Though these three counters are 
labeled “Foreign Exchange,” “Money 
Orders” and “Steamship Tickets,” re- 
spectively, a customer is supplied what- 


- ever he wants at any one of the three 


counters. The employes who wait on 
the foreign department customers are 
likewise ready to serve in any capacity. 
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Just at the further end of the foreign 
department counters and virtually in 
the bank lobby is the desk of a vice- 
president. A hospitable chair faces his 
desk in order that those who want to 
consult him may have a seat while they 
wait, and at his elbow is another chair, 
all drawn up ready for a conference. 
The foreign department is right under 
this officer’s eye. If anything needs to 
be straightened out; if unusual methods 
are called for, he is there to make the 
responsible decisions necessary. 


-The way the customers are treated 
and the manner in which their wants 
are attended to when they come into 
the bank is considered of first impor- 
tance. One of the officers who speaks 
Italian, deals with the customers of 
this nationality, and the other men who 
speak German deal with the German 
customers, who comprise the other im- 
portant racial group in Hoboken. One 
of the clerks: who speaks the Slavic 
languages helps out when there is need 
of an interpreter for Czecho-Slovak 
customers. 

Many of the foreigners are of course 
uneducated. Great tact and patience 
is required in explaining technicalities~ 
of foreign exchange to them. But noth- 
ing ever disturbs the composure of the 
men in charge of the foreign, depart- 
ment. It’s almost uncanny—the un- 
ruffled way in which they explain and 
explain and explain to a customer who 
has become wrought up and unduly ex- 
cited. When money which it has been 
impossible to deliver is returned to the 
sender, and in the meantime the ex- 
change rate has fallen, so he cannot be 
repaid the original amount, an especially 
ticklish situation is presented. But 
this, too, the foreign department is 
equal to. It knows from experience 
that good-natured, patient explaining . 
is the quickest and easiest way out. 

The bank considers promptness of 
delivery next in importance to treat- 
ment of customers. Often the money 
that is sent abroad goes to some friend 
or relative badly in need of it. A few 
days’ delay may mean a matter of life 
and death. Customers who perhaps 
wouldn’t bat an eyelash over a few cents 
difference either way in rates of trans- 
mission or quotations on exchange will 
often most keenly appreciate quick 
service. 





Before the war, circulars were issued 
from time to time in which it was then 
possible to quote exchange rates. But 
the bank has not made any effort to 
post these under the prevailing un- 
settled conditions. The customers are 
quoted the current rates when they ask 
for them, but no figures are published. 
At the present time the bank is consider- 
ing the posting of a daily bulletin. 

The backbone of the advertising of 
the foreign department is of the word o’- 


(Continued on page 54) 
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SCENE OF THE BIG CONVENTION 


- 


The convention of the Advertising Clubs of the World will be held in the Milwaukee Auditorium. 


This 


magnificent structure, built at a cost of $1,500,000, provides all the modern facilities for a meeting as big as 


that of the advertisers. 


MILWAUKEE READY TO GREET 
ADVERTISERS OF THE WORLD 


N June 11, the city of Milwaukee, 
Wisconsin, expects to weleome ten 
thousand business men to the conven- 
tion of the Associated Advertising 
Clubs of the World. Numerically, 
this is of course a big convention. But 
Milwaukee has realized that the conven- 
tion is big in another sense. Ten thou- 
sand big business-getters, ten thousand 
of the most enterprising minds the 
world has produced will gather in Mil- 
waukee to confer on the presentatiqn of 
the institutions they represent to the 
public, to exchange ideas and to exhibit 
the material they have created in the past. 
Some weeks ago when a visitor in 
quest of news went to Milwaukee, the 
convention had already become a civie 
matter. The help of the city had been 
pledged, the Milwaukee Advertising 
Council under N. L. MeLean had organ- 
ized the Committee of One Thousand 
Business Men to welcome the visitors, 
the expense quota of $75,000 had been 
raised, practically 5,000 reservations 
had been arranged at various hotels, 
clubs had promised their hospitality and 
an elaborate program of entertainment 
had been launched. 
A big surprise awaits the most jaded 
of convention attenders when he arrives 
in Milwaukee on June 11, one feels 


safe in announcing after becoming ac- 
quainted with the plans the city has 
made for the four days of the conven- 
tion. The gala entertainment event 
will be “Venetian Night,” when a water 
carnival with all the fireworks and 
music of such a fete will be staged on 
the Milwaukee River on the night of 
June 14. Two yacht clubs and several 
civic organizations will have charge of 
this event. 

The great industries of Milwaukee 
will have their day in the staging of a 
parade to be known as the “Trade-mark 
Pageant,” when the various concerns 
participating will’ be represented by 
elaborate floats. Two other evenings 
will be oceupiéd with a monster cabaret 
and dance on one date, and a perfor- 
mance to be known as “A Trip through 
Ad-land” on the other. On Thursday, the 
last evening of the convention, all Mil- 
waukee clubs will hold open house in 
honor of the guests. The city is gaily and 
whole-heartedly -turning itself into a 
p’ay-ground for the visitors, as well as 
affording wonderful accommodations 
which will facilitate the carrying on of 
the great constructive work the con- 
vention will undoubtedly accomplish. 

It often happens that when a re- 
porter in a big city is sent to cover a 


convention, he spends a good deal of 
time “chasing it down.” He arrives at 
the hotel. He asks the information 
clerk or looks at the bulletin board. 
Like as not it is the wrong hotel. But 
he discovers that a convention is going 
on in the Heliotrope Room, in the 
Trapezium Auditorium and in Abraca- 
dabra Hall. Perhaps he discovers the 
convention. Sometimes he doesn't. 
How many guests get lost that way has 
never been officially estimated. How 
ever—one fact is plain. The visitor 
in Milwaukee on the oceasion of the 
convention of the Associated Advertis 
ing Clubs of the World will never miss 
the convention. The whole city will be 
his. 

“The Committee of One Thousand 
includes the foremost business men of 
the city. The greatest industries im 
Milwaukee are represented. This at 
bitrarily named organization has been 
split up into sub-committees which are 
working out ways and means to make 
the 1922 gathering the biggest adver- 
tising convention ever held,” said Mr. 
MeLean, head of the organization 
that will direct the army of delegates— 
the Milwaukee Advertising Council. — 

“There will be a job for every Mil- 
waukeean. We began to anticipate the 
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arrival of these guests about the first of 
the year. I am confident that every 
Milwaukee citizen will do his share— 
even though he gives only a generous 
measure of welcome and good cheer to 
those who are wondering what kind of 
a reception will be theirs when they 
come to Milwaukee for the convention 
of the Associated Advertising Clubs of 
the World.” 


From every quarter there came ex- 
pressions to the effect that Milwaukee 
was very much alive to the honor of 
having been chosen as the site of this 
great gathering. A year ago, at the 
convention in Atlanta, Georgia, Milwau- 
kee was acclaimed the unanimous choice 
of the Associated Advertising Clubs of 
the world. On June 11, ten thousand 
business men and women will have an 
opportunity to see the worth of the city, 
and many more will hear of Milwaukee 
through them. The story the visitors 
will have to tell of this Middle-West- 
ern city should be an interesting one. 

If a city had been built as a fitting 
background to the convention of several 
thousand of the most progressive of 
American business men, it would have 
been hard to create one more typical of 
American pioneering and _ progress. 
Located in Milwaukee are eight indus- 
tries which are the largest of their kind 
in the United States. At least a dozen 
more rank as second largest or one of 
several largest of their kind in the 
country. Some of these are—the Allis- 
Chalmers Manufacturing Company— 
largest machinery makers in the coun- 
try, the’ Bueyrus Company—largest 
steam shovel makers, (it was this com- 
pany that made the shovels that dug 
the Panama Canal), the Harley-David- 
son Motor company, largest motor eycle 
makers, the A. O. Smith Corporation— 
largest producers of automobile parts. 
Other well-known concerns with high 
rank as'to volume are the Palmolive 
Company, the Sterling Motor-truck 
Company, the Phoenix Hosiery Plants. 
Milwaukee is the second largest corn 
and oats market in the United States; 
it is fourth in eandy manufacture in 
the United States; next to St. Louis it 
is the largest shoe making center in the 
west. 

Milwaukee was incorporated as a city 
in 1846. But back in 1837 it was in- 
orporated as a village. Milwaukee was 
originally an Indian settlement. It was 
in 1818 that the first white man—Solomon 
Juneau—settled there. He was a trader, 
famed for honesty and square-dealing. 
He is now acknowledged as the founder 
of Milwaukee. The city is proud of its 
pioneering ancestry. Solomon Juneau 
8 a tradition, and his coon-skin cap 
and fringed leather trousers are as 
familiar to the imaginations of Mil- 
Waukee citizens as Santa’s white whis- 
kers are to school-children. The site of 
Juneau’s log cabin is now the heart of 
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The First Wisconsin National Bank building, one of Milwaukee’s skyscrapers, and one 


of the finest types of bank-business office structures. 


This is tht largest bank in Wisconsin 
and ranks twentieth in size among the banks of the country. 





the down town district and the First 
Wisconsin National Bank, largest bank 
in Wisconsin and ranking twentieth in 
size among the banks in the country 
stands on the very* spot where the 
There are twenty-nine 


tion of learning is Marquette University. 
In 1913 this University acquired control 
of Trinity Hospital and established a 
medical school in connection with the 
An old and famous institution 
for the higher education of women 
in Milwaukee 
Downer College, which was chartered 


pioneer lived. 
other banks in the city. 


a population 
600,000, Milwaukee has a 
schools and civie institutions of which 
even a larger city might be proud. The 
public schools have an attendance of 
more than 60,000 pupils and a teaching 
staff of 1,600. In 1885, the Milwaukee 
State Normal School was established in 
Milwaukee’s largest institu- 


The city’s public library, with a col- 
lection of 410,148 
ranks eighth among the libraries of the 
The Public Museum, 
which occupies perhaps three-fourths 
of the library and museum building, 
with an appropriation of $140,000 per 


United States. 





The public library and museum which offers many attractive sights to the convention visitors. 
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leading institutions of its kind in America and the Library also ranks as a cultural center. 


annum, is said to be the largest strictly 
municipal museum in the United States. 

Another unusual and great civic feature 
is the Auditorium, which is to be the 
stage of the convention. It is a beauti- 
ful structure occupying an entire city 
block and built at a cost of $1,500,000 
It is said to be the finest convention and 
exposition building in the world. The 
- building comprises six separate audito- 
riums} beside smaller meeting rooms, and 
has a total capacity of 13,520 persons. 
The great arena seats 8,008 people. 

_ Public parks, an art museum, a lake- 
front park, and a splendid system of 
wide streets are some of the other ad- 
vantages which 
the city offers 
its inhabitants 
and visitors. In 
the down town 
district, sturdy 
old Victorian 
structures jostle 
the mammoth 
white buildings 
of the new bus- 
iness day. Mil- 
waukee presents 
to the sky the 
uneven sky-line 
of the great city. 

It is the boast 
of this great 
manufacturing 
city that it con- 
tains more shade 
trees than any 
other place of 
equal size on the 
continent. Mil- 
waukee is, and 
wishes to be 
known as a city 
of homes. And the city has one re- 
markable lack—the total absence of 
slums or tenement districts. 

The visitor to the city during the 
period of June 11 to 15 however 
will hardly have the opportunity to ex- 
plore Milwaukee widely. In fact he will 


in all probability not see more than a 
few blocks of Milwaukee’s down town 
district, since the leading hotels and the 
Auditorium are all located within a 
radius of two or three blocks. There 
are twenty hotels in this central district. 
Among the leading ones are The Wis- 
consin, the Plankinton, the Pfister, the 
Republican, the Martin, the Maryland, 
the Gilpatrick, the Medford and the 
Miller. 

The convention, which opens on Sun- 
day, will be launched with an inspira- 
tional mass meeting where several na- 
tionally known men, among them Dr. 
Frank Crane, are expected to speak. 


, 2138MI0 - 


Aeroplane view of Milwaukee business section looking into the city from down the river. 


On Monday business sessions will 


begin. Every morning there will be 


‘general assemblies in which members 


of all the departments of the Associated 
Advertising Clubs of the World will 
speak. At the same time separate 
meetings of the different advertising 


The museum is regarded as one of the 


clubs which comprise the association 
will take place. The afternoons will be 
entirely given over to departmental 
meetings. The program of the Finan- 
cial Advertisers Association has been 
tentatively announced as follows: 

1. President’s Address 

2. Report of the Secretary 

3. Report of Treasurer 

4. Reports of Committees 
PART I. 

1. Outline of Seope of Diseussion— 

The Chairman. 

2. Inter-relations of Financial Ad- 
vertising. 

(a) Relation of Advertising to the 
Organization 
and to the New 
Business De- 
partment. W. 
W. Douglas, 
Bank of Italy, 
San Francisco, 
Calif. 

(b) Relation 
of Advertising 
of various de- 
partments to 
other depart- 
ments and Insti- 
tutional adver- 
tising considered 
in relation to its 
influence on de- 
partments. F. 
W. Ellsworth, 
Hibernia Bk. & 
Tr. Co. New 
Orleans, La. 

(ec) What the 
Advertising 
Manager Should 
Know about Ad- 
vertising. 

of Advertising ¢0n- 
in relation to each 


(d) Forms 
sidered 
other. 
1. Newspapers and Magazines. 

E. B. Wilson. 
2. Booklets, Folders, Novelties, 
Direct by Mail, etc., C. K- 
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Matson, Cleveland Trust 
Co., Cleveland, Ohio. 


. Outdoor, Window Displays | 


and Cars. 


4. Direct Personal Solicitation. 
Fred M. Staker, Commercial 
Trust Co., Kansas City, Mo. 


TRUST ADVERTISING 
PART II. 

1. What the Advertising Man Should 
Know. E. Y. Chapin, American 
Tr. & Bkg. Co., Chatanooga, Tenn. 

. General Trust Advertising—Edu- 
cating the Public and the Capacity 
of the Public to Understand. H. 
M. Morgan, St. Louis Union Tr. 
Co., St. Louis, Mo. 

. Copy, Form, Illustrations. Sen- 
timental and maudlin copy, shock- 
ers, adequate description of the flu- 
idity of trust services—value and 
character of illustrations. 

. Wills and Lawyers. 

. Investment Value of Persistent 
Trust Advertising. Alfred C. 
Flather, American Sec. & Tr. Co., 
Washington, D. C. 


. Incidents of the Reach and In- 


fluence of Trust Advertising. Clin- 
ton F. Berry, Union Trust Co., 
Detroit, Michigan. 

. Diseussion. 


INVESTMENT AND BONDS 
PART III. 


1. What the Advertising Man Should 
Know. Herbert B. Mulford, Ames, 
Emerich & Co., 105 So. LaSalle 
St., Chicago, Illinois. 

. Formal Notices of Security Issues 
—Syndicate Advertising—Form, 
Copy and Possible Improvement. 
H. G. Hodapp, Wells, Dickey Co., 
Minneapolis, Minn. 

. Do Investment Bankers Owe the 
Public the Duty of Warning or 
Edueating against fraud? M. A. 
Traylor, First Tr. & Sav. Bk, 
Chieago, Illinois. 

. Should a Savings Bank Have an 
Investment Department—Relations 
between savings and investments. 
R. P. Hammond Second Ward 
Savings Bank Milwaukee, Wis. 

. Influence of Publishers on In- 
vestment Advertising—Financial 
Departments of Magazines and 
their relation to advertising. Edgar 
G. Criswell, Quality Group, New 
York. 

. Advice of Financial Editors on 
Investments. Frank P. Bennett, 
Jr., 530° Atlantic Ave., Boston, 
Mass. 

. Discussion. 

BANKING 
PART IV. 


1. What the Advertising Man Should 
Know. F. W. Gehle. 
2. News Relation of Business Situa- 





Mitchell Park is but one of a half dozen beautiful play spots of Milwaukee. This view 


shows the flower conservatory. 


tions and Conditions to Advertis- 
ing. Walter S. Greenough. 

3. Service in support of Advertising. 
Carl Gode, Merchants Loan & Tr., 
-Chicago, Ill. 

4. Good Will Advertising and Nui- 
sanece Advertising. Guy W. Cooke, 
First National Bank, Chicago, Il. 

5. What Should Not Be Told— 
Publie’s Inability to appreciate 
banking technique—Dangers of 
using Technical Terminology. C. 
H. Henderson, Union Trust Co., 
Cleveland, Ohio. 

6. Small Checking Accounts—Their 
Value and Desirability. Walter 

* Distelhorst, Com’l Service Dept., 
First Wise. Natl. Bk., Milwaukee, 
Wisconsin. 


7. The Development of Institutional 


Another view of Milwaukee from the clouds. 


Prestige—Advertising of benefit to 
all banks. C. H. Wetterau, Amer- 

ican Natl. Bk., Nashville, Tenn. 
General sessions of all the depart- 
ments of the Associated Advertising 
Clubs of the World, inclusive of the 
financial advertisers’ department, will 
be held at various times during the con-~ 
vention. There will be a musical pro- 
gram and announcements by Homer J. 
Buckley, chairman of the National 
Program Committee. Among the sub- 


_ jects discussed will be the following: 


The Spirit of the Convention. By 
Charles Henry Mackintosh, president 
Association Advertising Clubs of the 
World. 

The Advertising Man of Tomorrow 
—His Training and Qualifications. By - 
George W. Coleman, Babson Institute, 


The city hall tower is shown on 


the left and the hall of justice is in the right background. Milwaukee’s famous shade 


trees are also in view. 
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Wellesley Hills, Massachussetts. 
Advertising—the Stabilizer in the 
Present Trend of Business. By Howard 
W. Harrington, Moline Plow Company, 
Moline, Illinois. 
How Do You Find Business?—By 
Going After It. By Edward F. Jordan, 


















































Jordan Automobile Co., Cleveland, 
Ohio. 

Motive Power in Marketing Manu- 
factured Products. By James A. 











Emery, National Manufacturers Asso- 
ciation, Washington, D. C. | 

The Farmer—His Attitude Towards 
Advertising. By W. E. Daly, (Farmer) 
Anamosa, Iowa. 

The Importance of Co-ordinating the 
Various Mediums of Advertising. By 
O. C. Harn, National Lead Co., New 
York, N.Y. 

Clearing the Decks. By 
Pace, Baltimore, Maryland. 

Competition as a Stimulus to Bus- 
iness. By W. S. Ashby, advertising 
manager Western Clock Company, La- 
Salle, Ill. 

The True Position of Advertising in 
Marketing American Manufactured 
Products. By W. M. Jardine, Pres- 
ident, Kansas State Agricultural Col- 
lege, Manhattan, Kansas. 
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An innovation which is meant to ex- 
pedite the discussions of the Financial 
Advertisers’ Association has been an- 
nounced by A. D. Welton of the Con- 
tinental & Commercial National Bank 
of Chicago, chairman of the program 
committee. It is intended to cut short 
the long-winded speeches which have 
often clogged conventions like veritable 
filibusters. Each speaker is to be given 
but ten minutes in whieh to make his 
contribution to the general subject “In- 
terrelations of Financial Advertising.” 

The letter advising speakers of this 
new parliamentary code is terse and 
to the point. It says in part: 


































































































“To bring harmony into such a pro- 
gram, it is neceessary that the speakers 
omit everything in the way of prefatory, 
introductory, explanatory or apologetic 
remarks. Each one will be expected to 
plunge directly into his subject which 
is to be handled as part of the whole. 
Hach one will endeavor to exhaust his 
subject in ten minutes of rapid fire 
work, but the committee would like to 
have each speaker devote as much time 
to the study of his subject as if he were 
to talk thirty minutes, and condense the 
product into a ten minute talk.” 

Mr. Welton defined the scope of the 
program as follows: 

“The question that the speakers will 
consider is entirely a matter of the 
inter-relation of departments in a bank. 
Each department should have the others 
in mind when transacting business. 
This is particularly true of the member 
of the new business or advertising de- 
partment. When he is writing of sav- 
ings, he should also have bonds in mind; 
when he is writing of trusts he should have 
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WALTER DISTELHORST 


Assi: tant Manager of the Commercial Service 
department of ee First Wisconsin Naticnal 
Bank, Milwaukee. 


in mind services related to this depart- 
ment. This does not mean that he must 
be in closer personal touch with the 
other departments. It does not mean 
more meetings between members of de- 
partments. But it does mean that the 
advertising man must literally know 
everything about the bank.” 

But the most important part of the 
convention, and the part to which mem- 
bers of the Association are looking for- 
ward most, is the study of the exhibits, 





; RALPH HAMMOND 
Adiantiping Manager of the Second Ward 


Savings Bank, Milwaukee. 





according to Ralph Hammond, of the 
Second Ward Savings Bank, president 
of the Milwaukee Financial Advertisers 
Association. 

“The exhibits of the members will be 
mounted on special standards which wil] 
be placed in the corridors around the 
main hall in the Auditorium. Each 
member is: allowed five display boards 
on which he will mount the advertising 
material which he wishes to exhibit. 
This is the great opportunity of the 
financial advertising man. He has a 
chance to see what hundreds of minds 
have worked out. 

“It is a common sight to see people 
carrying chairs’ and notebooks around 
with them at the conventions. They 
sit down before an exhibit board and 
study, carefully noting things in their 
notebooks. I consider this the great 
opportunity of the convention. It’s by 
studying the work of all the others in 
the field that one can create standards.” 

The Financial Advertisers Associa- 
tion is the largest of the departments 
of the Associated Advertising Clubs of 
the World. It has six hundred mem- 
bers, and it is expected that more than 
seven hundred representatives from the 
institutions which belong to the organi- 
zation will be present. 

An active member of the Milwaukee 
financial advertisers’ club is Walter 
Distelhorst of the First Wisconsin Na- 
tional Bank. As has been noted in the 
program, Mr. Distelhorst will speak on 
the subject of small checking accounts. 
He said: 

“T have carried on an investigation 
of this subject and find that opinion 
generally is that 90 per cent of small 
checking accounts are a liability. How- 
ever, banks carry them because they 
undoubtedly build up good will. That 
puts the subject in the province of the 
advertising department. Advertising 
should not be something foreign, some- 
thing superimposed, but, in banks par- 
ticularly it should be identified with the 
service. Financial advertising cannot 
bring quick results, like a bargain sale. 
It must build up good will over a period 
of years.” 

At the Association of Commerce head- 
quarters, Frank Cleveland and many 
others wait to render special service to 
visitors to Milwaukee. In the hotel 
Wisconsin, a special convention bureau 
is loeated, established for the conve- 
nience of guests of the Associated Ad- 
vertising Clubs of the World. 

Milwaukee is ready. The big tent 
is up. With her parks and boulevard 
systems, her municipal buildings and 
her hotels, her generous plans and her 
holiday spirit, Milwaukee is waiting to 
greet the business men and women con- 
vening from all over the world, ready 
to stand up under their serutiny, and to 
render to the Associated Advertising 
Clubs of the World the best service she 
can give. 
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In Daily Use in at Least One out of 
Every Fifty Towns in the United States 


Automatic 
Receiving 
Teller 


It brings the whole community to your 
bank as potential depositors. 


Creates accounts only to make them 
‘active. 


Placed in schools teaches thrift effec- 
tively by making each child a saver. 


Placed in factories, office buildings, 
stores, restaurants, etc., makes the 


- grown-ups daily savers. 


Helps everyone to get that first hard 
dollar. 


Allows insertion of pennies, nickels, 
dimes and quarters. 


Issues gummed savings receipts to 
paste upon folders. 


When one dollar is saved an account 
is opened. 


You have the money each day and are 
assured of the opening of the account 
when enough has been saved. 


THE DIRECTOPOINT SERVICE 
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AUTOMATIC RECEIVING TELLER 


MAKES GRADUATES IN THRIFT 
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The answer to the slogan “One dollar 
opens an account’’—because it makes 
the dollar possible through the medium 
of small coins. 


‘ Sa American Banking Machine Corporation 
N ES] 400 North Michigan Ave. 


CHICAGO 


District Sales Representatives at: 


St. Louis 


etroit Boston 


Buffalo 


n Francisco 


New York 
Washington 


Minneapolis Denver Lincoln, Neb. 
Indianapolis Tusla Raleigh 


Portland, Ore. New Titinee 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers 








26 BANKERS MONTHLY for JUNE, 19% 


EUBUSU DDS DISTT TET TS DS DSLLEDETELE TIS ISTSLSTESTE TST ISTTTETE TTI TGE 


Are you prepared for 
the big effort? 
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would almost seem as though 

there is nothing new to be said 

about concentration. Yet it is 

one of the least understood of the 

elements of success. If you and 

I could concentrate, and would 
actually do it, we would not need to worry 
about the future or the present either for that 
matter. 


A lot of folks think that concentration means 
frowning and fixing an absorbed interest on 
some one thing, shutting out everything else 
for the time being. This is not concentration 
as the business man understands and must use 
it, for few who are engaged in active affairs are 
free from interruptions and counter interests 
which must be attended to as they arrive. 


The concentration which the business man 
must cultivate, is made up of three ingredients. 
These are pre-view, preparation, and execution. 
Anything short of this is a half-baked effort. 


For example, the head of a firm knows that 
the month, we will say of June, is approaching. 
He looks back over his business records for 
several years, and discovers and compares the 
business in the different years for April, May, 
and June. He finds that April is good; May is 
better; and June the best of the three in point 
of volume. His records show him July and 
August are quiet because many people are away 
on their vacations. 


With these and other related facts in mind, 
he knows that he must prepare for a large 
business in June. He does not want to be 
monotonous in his methods, and so he thinks 
out carefully and completely, what he will do 
and how he will do it. This is the pre-view. 
He is crystalizing his campaign for those weeks, 
and upon the wisdom of his plans, much of the 
year’s success will depend. 


Once he knows what he wishes to do, the next 
step will consist of preparation. This in a word, 
is the assembling and conditioning of supplies 
or service which he plans to offer. It is the getting 
into actual shape of ways and means, so as to 
be ready to do business when the time comes. 


A large number of people fail because they 
are not ready. They have had the vision and 


the initiative to begin business, and the ability 
to be thorough in the doing of the individual 
task, but they lack that rare gift of concen- 
tration in its broadest sense. It is one thing 
to concentrate on what we are doing at the 
minute. It is another to concentrate on what 
we are going to do sometime in the future, and 
to carry the concentration out in present prepa- 
ration for that event. 


Even at that, we will only have gone two- 
thirds of the way, and the man who stops one- 
third of his journey short of his destination, 
might as well remain at home. When June 
comes, our friend is ready. His pre-view and 
his preparation have insured readiness. 


But he can still fail unless his execution is of 
a quality to carry the original plans to a success- 
ful climax. Circumstances may even demand 
that some of those plans be changed or revamped 
to meet a sudden emergency. 


Concentration in the process of executing, 
means that every part of the work must be 
articulated, workers encouraged and supervised, 
and much made of the spirit of service. It 
does n’t make the least difference what the 
character of the work is, being done. It may be 
the putting on of a June sale. It may be a great 
“Drive” for funds for some purpose. It may 
be the passing of an important examination. 
It may be the rounding up of some work long 
ago undertaken—but whatever it is, the success 
of it will depend upon intelligent concentration. 


And the individual who is prepared, who is 
mentally and physically ready, and who appreci- 
ates the importance of this last thorough, 100 
per cent efficient effort, will not be irritated by 
an occasional interruption. 


He will be able to give a little time and 
thought if need be, to other interests demanding 
his attention, knowing that the big effort of 
the moment will move on because of his own 
executive ability. And this effort will not take 
all of his time, for even while the June task is 
being carried out, the pre-view and the prepara- 
tion are in progress for a September campaign. 

The individual who masters the real secret of 


concentration, is the one who has poise, power, 
and permanent prosperity. 
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These checks are — 
helping to strengthen— 


PUBLIC FAITH 


in the banks which use them 


E heeeeree of your bank are the same 
people who buy at stores. They go after 
WELL-KNOWN articles in which they have 
confidence. They are constantly being “‘sold”’ 
good merchandise through national advertis- 
: Insured inthe 
ing. They trade where they can get such goods. HARTFORD 


against a through 
° a 3 fraudulent or 
A bank grows larger, stands still, or falls behind in 


felonious alterations 
accordance with its ability to “‘sell’’ its Safety and Service. 


You receive additional Safety and Service with these 
checks. You can ‘‘sell’” the idea of ADDED Safety 


and Service when you give them to your depositors. 


Their ‘‘safety’” is POSITIVE—$1,000.00 of alteration insurance 
for each year. You can give each depositor his $1,000.00 certi- 
ficate—VISIBLE proof of added saféty from your bank. 


Additional safety, added protection, INCREASES .PUBLIC 
FAITH AND CONFIDENCE. If your bank did not have a 


strong safe, would it retain public confidence?. Other banks 
might pull away many of your good depositors. 


Your customers KNOW you keep your cash in a strong safe. They have 
confidence in its security. 


Let them feel equal CONFIDENCE in your checks. Merchandise to them 
the idea of POSITIVE PROTECTION in every phase of banking. 


Send a sample of your check and ask for details. 


$1,000.00 of check insurance 

against fraudulent alterations, 
issued without charge, 

covers each user against loss. 


The Bankers Supply Company 


The Largest Manufacturers of Bank Checks in the World 


_NEW YORK CHICAGO DENVER 
ATLANTA DES MOINES SAN FRANCISCO 
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WOMEN OPERATORS IN 
WALL STREET 


How their new-found economic freedom 
is giving them a distinctive place in 
one of the world’s great money markets 


By DELIA AUSTRIAN 


WO years ago a young woman was 

working as field secretary in a 
private school in New England. At 
the end of the year she felt the ex- 
perience she had received in the school 
might be used in a wider field. Talking 
with her acquaintances she discovered 
that they were letting their money lie 
idle, because they did not know how to 
invest it. 

With the small amount of experience 
she had in finance, she obtained a posi- 
tion in a bonding house in Wall Street. 
She explained that she knew very little 
about stocks and bonds, but she was 
anxious to learn more about them from 
those around her. Her intuition was 
right: the bigger the men, the more 
willing were they to help her, until 
today, she is an authority on invest- 
ments. 

The success of seven or eight big 
women in Wall Street is the more un- 
usual, because fifty years ago this big 
financial center was considered a place 
only fit for men, who understood every- 
thing about investments. It was thought 
that women were unfit to grasp these 
abstract subjects, based on investments 
and they were lacking in physical en- 
durance needed for this ardous work. 

Today in Wall Street one finds some 
wonderful women investors: some are 
working independently, but more are 
associated with bonding or brokerage 
houses. There are few of these houses 
without a woman’s department or with- 
out women associates. They are there 
for several reasons. The opinion of 
the men in charge is that these women 
have all the sound, calm judgment the 
men have and something more. It is 
personality—the plus which is so essen- 
tial to all successful business getting. 
An interview with the men with whom 
these women come in daily contact 
proves that they are equal to the men. 

Let us consider the case of Miss Kath- 
len Taylor, for example. She is one 
of the nerviest and most daring of 
women investors. Seated in her office, 
close to Wall Street, she handles stocks 
and bonds with the complacency 
and skill of the best men brokers. Her 
slight, determined face and keen, gray 
eyes betray her English and Irish origin. 


This, she says, is in part responsible for. 


cher steady nerves and quick imagina- 
tion. Oddly enough, she went into this 
work through an article written by Miss 





Alice Carpenter, who at one time was 
engaged by an investment company. 

Miss Taylor who is an enthusiastic 
suffrage worker, smiles as she tells 
about her interview with her present 
employer and how it went on until the 
question ‘of salary was approached. *He 
explained that thirty dollars was the 
minimum salary paid a man and that he 
would pay her a little more than half 
the amount. She laughed at his sugges- 
tion and finished with the remark that 
she would take the man’s wages or noth- 
ing. 

Her suffrage work has taught her 
how to protect her rights in business, 
no less than in polities. “I was not 
afraid,” she says, “to let men competitors 
know how ignorant I was in business 


affairs at the beginning and they soon. 


became my friends. Then I read about 
all kinds of investments. I heard men 
discussing questions concerning invest- 
ments at luncheon, and in the office, 
and I always listened to their diseus- 
sion. Last, but not least, I watched the 
ticker.” 

Miss Taylor admits that the work of 
buying stocks and bonds for customers 
is impossible unless one has quick and 
sound judgment and plenty of imagina- 
tion backed by common sense. She ad- 
vises her customers to buy outright, 
whether they buy stocks or bonds. 

. “Of course, in this work,’ she ex- 
plains, “as in all other, women must do 
their work a little better then men to 
get the confidence of their employers 
and customers.” 

Though Miss Taylor has no seat on 
the stock exchange, she and a number 
of other women investors buy through 
the stock market. 

Part of Miss Taylor’s work is to 
know quotations—what the trend of the 
market is—the earnings and prospects 
of new concerns for the convenience of 
her customers and for the house which 
employs her. " 

Then there is the case of Miss Helen 
Husted, another woman in Wall Street 
who has had the respect and confidence 
of some of the ablest men in the Street. 
She says that she went into this work 
because she knew that the opportunities 
here were endless and she felt that there 
were plenty of women who wished to 
know more about safe and profitable 
investments. 

She took as her motto, “Safety First” 


and it has helped her over some rough 
roads. 


“T practice what I preach,” she said 
with a pleasant smile. “I received all 
the business training I had when I came 
here by working for a private school. 
My job was to get new pupils for 
the school. Soon I was advised by 
friends to sell such ability as I had 
in a bigger way. In buying and 
selling to women, I feel that I have an 
opportunity to advise them to the best 
of my ability. You see, some women do 
not like to trust men when it comes to 
investing money for them, because, as 
they say, some men are too conservative 
and others too reckless. I do not believe 
in the “Get Rich Quick” method and 
still I want to see my investors earn a 
good margin of profit on their invest- 
ments. This I do by buying good 
stocks and some bonds.” 

Miss Beatrice Carr was one of the 
first women to go into Wall Street. She 
started with a large bonding house, 
where she was given a position as assis- 
tant to a statistician. Now she does 
many things for the same firm.: She 
gathers statistics concerning many of 
the bonding houses abroad and at home. 


She watches new corporations, as they” 


form, and gathers new facts about 
them: especially as to what kind of 
securities they offer. . 

She circularizes and oversees the 
work of many assistants placed under 
her. Although she is not there especially 
to sell bonds, a number of her cus- 
tomers have such confidence in her bus- 
iness judgment that they give their 
buying of stocks and bonds to her. 

Miss Carr feels that her business 
training is invaluable, because she 
learned the business from the ground 
up. She is also of the opinion that 
women have many of the natural qual- 
ities needed in her work. “It requires 
so much patience,” she says, “and a 
constant readjusting of one’s knowledge 
to new business conditions. To this 
women bring sincerity and accuracy.” 
These are Miss Carr’s qualities gained 
from her business associates. 

The woman statistician is of immense 
value to Wall Street. One of the most 
successful of these women is Miss Elea- 
nor Kerr of William Morris Lambrie 
& Company. This poetic, dark-eyed 
woman with long, tapering fingers sug- 
gests a painter more than a statistician, 
and she was an artist a few years ago. 
At the end of two years she decided that 
she could make more money at this 
work than painting landscapes and por- 
traits and so she has. Her work consists 


largely of getting data on industrial, 
municipal and railroad bonds. 

These women are pioneers, but they 
show what the opportunities in the 
financial world offer to those women 
who have been unafraid to venture in 
a rich, untilled field. 


‘ 


7 growth of the financial adver- 

tising section of the Associated Ad- 
vertising Clubs of the World constitutes 
one of the most constructive achieve- 
ments in modern advertising. Progres- 
sive banks all over the country have 
become members of the financial section 
and its uplifting influence as a factor 
in the development of new business is 
impressive. Herewith are. the opinions 
of several financial advertising experts 
on how the financial section can help the 
country banker: 


By WALTER M. HEYMANN 
President, Liberty Trust & Savings Bank, 
Chicago 

EVELOPING new business is no 

longer a secret art in the financial 
world. As late as five years ago, the 
banking industry still under the 
mantle and influence of the “Dark 
Ages.” The bank building was a cold 
and dreary place. Its atmosphere gave 
one a chill. The officials kept themselves 
as closely locked from contact with eus- 
tomers as though they represented 
valuable negotiable instruments. Its 
messages were as uninteresting and in- 
human as were its walls and its atmos- 
phere. The “Renaissance” in financial 
new business activity arrived suddenly, 
and the new spirit in this field has 
already made its influence felt in the 
banking world. 

Organizations like the Financial Ad- 
vertisers Association, periodical finan- 
cial magazines, and newspapers have 
been the media through which this new 
spirit has been able to spread with such 
a remarkable degree of popularity. 

The country bankers were naturally 
the last to feel the new influence, and 
the Financial Advertisers Association 
ean play an important part in the 
awakening of the country banker to 
the vast untapped resources that can 
be directed to the coffers of his insti- 
tution. The F. A. A. should now turn 
its guns loaded with new business 
methods “ammunition” upon the coun- 
try banker. This organization might 
well follow the program of its parent 
organization, the Associated Advertising 
Clubs of the World, which provides for the 
spreading of the new advertising gospel 
by its traveling president, Mr. Mac- 
Intosh, who has spent his time during 
the year visiting advertising clubs 
throughout the country. The F. A. A. 
could bring its message, its advertising 
lore, its experience, its knowledge on 
the subject of developing profitable new 
business direct to the country banker 
through the media of sectional meetings 


was 
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HOW FINANCIAL ADVERTISERS ASSOCIATION 
CAN HELP COUNTRY BANKERS 


and a well directed educational program. 

The country banker needs only to 
be “sold” on the possibility of getting 
new business and developing new busi- 
ness, even though he tells you he knows 
every Tom, Henry, Fred and Jim in 
the locality, how much money each one 
of them has, how many bushels of 
wheat or pounds of pork each one of 
them is going to sell, ete. The country 
banker must get the vision of finding 
new means for business. He is still 
asleep as far as “sleeping accounts” are 
concerned. He is still hazy as to his 
responsibility as the community’s leader 
in developing thrift. He still believes 
it is undignified to popularize his bank 
and develop an intensive plan of bring- 
ing in more business. 

All these “medieval” ideas the F. A. 
A. could and should help to dispel by 
going into the country bankers’ centers, 
as individuals, just as the officials of 
the Associated Advertising Clubs of the 
World have started to do in 1921 and1922. 
The F. A. A. should develop a well 
organized educational plan to spread 
the new business ideas and methods, and 
to show the ebuntry banker how it is 
in a position to co-operate further with 
him in building up his bank. It must, 
however, get in personal contact with 
him through visits and literature before 
the new influence can be set into action. 
The country banker will fall in line if 
he is shown the way, because com- 
petition will no longer permit him to 
sit back in a spirit of self-satisfaction. 


By J. N. HIGLEY 


Publicity Manager, The Dallas Savings & Trust 
Co., Youngstown, Ohio 

HE Financial Advertisers Associa- 

tion has performed a remarkable 
work during the brief time it has been 
in existence in the matter of making 
bankers realize the vitally important part 
that publicity plays in banking business. 
There are, still bankers: who believe there 
is only a certain amount of banking 
business to be obtained in a given 
territory. In other words, they feel as 
a grocer would, that there are a certain 
number of people in his territory who 
will consume a certain maximum amount 
of groceries in a year’s time and there- 
fore that any new customers that he 
may get will be secured at the expense 
of his competitors. Such an opinion is 
not based upon the facts. No one can 
safely predict the maximum amount of 
banking business a given territory is 
capable of producing. For the sale of 
banking service is really a matter of 
education. It consists of creating a de- 


sire to use the facilities that a bank 
offers. 

It must be evident then that the work 
of a bank’s publicity department js 
largely educational and that the work 
of such a department should be of a 
high grade and the result of much study 
and experience. To maintain such a 
department is expensive and probably 
beyond the power of a great many 
country banks. This very field is so 
thoroughly covered by the Financial 
Advertising Association that all a 
country bank needs is a membership in 
the Association and it is at once put 
in touch with big banks and trust com- 
panies of the country which maintain 
definitely organized new business de- 
partments. 


By ALFORD C. FLATHER 


Manager New Business Dept., American 
Security & Trust Co., Washington, D. C. 
‘HE country banker’s difficulty in 

increasing his business through the 
medium of personal solicitation, on ae- 
count of the wide territory for which 
his bank serves as a depository, is one 
of his greatest handicaps. 

To overcome this disadvantage, he 
should attempt to extend his business 
through making his advertising copy 
in his county newspaper as attractive 
as possible, and by sending out pamph- 
lets and booklets which bring the serv- 
ices of his bank to the attention of a 
specially selected list of prospects and 
customers. 

The country banker’s attendance at 
the departmental sessions of the Fi- 
nancial Advertisers Association, which 
are held at the annual convention of 
Associated Advertising Clubs of the 
World, would give him a real insight 
into what the banks throughout the 
country are doing toward business in- 
crease by the medium of advertising, 
and he would be able to thoroughly 
appreciate the development of this very 
interesting phase of work as it relates 
to his own individual ease. 


By L. R. BRYAN Jr 


Assistant Cashier, Lumberman’s National Bank 
Houston, Texas 


S OMEONE said that if you will build 

a better mouse trap than anyone 
else, the world will beat a path to your 
door. With all due apologies, let me 
go him one better and add that if you 
will present your mouse trap or your 
automobile or your banking service to 
the world in a more gracious and pleas- 
ing manner—if you will exemplify 1 
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your selling the true spirit of service 
and courtesy, the world will pave the 
path to your door with gold dollars. 

A city or community is, after all, 
nothing but a collection of human be- 
ings. They are widely different types 
of divergent purposes and many view- 
points, but still very human—and from 
the highest to the lowest without excep- 
tion appreciate and respond to courte- 
ous consideration from those with whom 
they come in contact. 

We, as bankers, have been prone to 
depend too largely upon the financial 
standing of our directors and the fig- 
ures in our statements for our develop- 
ment. We have overlooked that in- 
tangible yet immeasurable asset which 
spells growth or stagnation for a bank 
in direct proportion to their mani- 
festation of it, namely, real, sincere 
sympathy. 


By sympathy I do not, of course, 
mean the “Chief Mourner” type. I 
mean the desire to get the viewpoint 
of the other fellow in our business rela- 
tions with him and, keeping that view- 
point always in mind, to render our 
service accordingly. 


Every bank is offering “Financial 
Service,’ which expression has come to 
mean about as much to the layman as 
the “general situation” and “normalcy.” 
And yet what comes closer to the very 
heart and home of each of us than our 
finances—and what word has ever ecar- 
ried more warmth than service—yea 
from the days of the humble Nazarene 
—the world’s great exemplar of true 
service. 


Let us look upon financial service— 
not as the financing of gigantic busi- 
ness enterprises, but as applied to the 
little financial problems that find their 
way into the heart of every home. 
Where can. you find a broader field for 
the service of a friendly banker than 
there? What form of service could 
possibly be a greater builder of con- 
fidence and good will than that applied 
to a man’s intimate financial problems? 


First is the encouragement to save 
money. It meets a responsive chord in 
every heart and yet it will almost in- 
variably be met with a sigh which says 
“How can I save?” 


There is where real bank service be- 
gins. When we, as bankers, can radiate 
through our advertising and by per- 
sonal contact that warmth and friendli- 
hess which brings the man and woman 
to our desks with their family financial 
diffculties—then, has our advertising 
approached the perfect. And when we 
tan then put ourselves in their place— 
view with friendly sympathy their prob- 
lems and co-operate with them in a 


sane and feasible solution of the ques-. 


tion, “How can I save?’—then have we 
truly rendered “Financial Service,” and 
not until then has our bank fulfilled its 
high calling. 
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By WALTER DISTELHORST 


, Commercial Service Department 
First Wisconsin National Bank, Milwaukee 


N preparing for a talk on bank ad- 

vertising before a meeting of one of 
the groups of the Wisconsin Bankers 
Assoeiation, I found that the territory 
covered by its membership comprised 
fifteen counties, including 96 towns and 
135 banks. A part of the advertising 
problem of this group of bankers is 
indicated in a further step in my tabula- 
tion: 

Three of the towns had a population 
of over ten thousand; six, between 
five and ten thousand; twenty-one, 
between one and: five thousand; twenty- 
eight, between five hundred and a thou- 
sand, and thirty-eight, under five hun- 
dred population. 

I refer here to the mechanical side of 
their newspaper advertising. My guess 
would be that almost all of the towns 
in the last class had some sort of weekly 
newspaper, and that the next class did 
too, but that few towns in either class 
had newspaper facilities where the ad- 
vertising banker could obtain a first- 
class advertisement. These two c'asses 
comprise sixty-six out of the total of. 
ninety-six towns in this particular 


group, making a good sixty-six per cent - 


with an acute printing problem. On 
the average throughout the country, I 
think it is likely that these same figures 
will hold good. 

IT have lived in a small town and I 
have worked in a smalltown printing 
office, so I felt that my knowledge of 
the small town and its newspaper is 
more than guess-work. But, in order 
that I should not fail to take into ac- 
count the progress which might have 
taken place in the mechanical side of 
country journalism, I arranged with a 
clipping service to receive the bank 
advertisements appearing in the small- 
town newspapers throughout an entire 
month. 

The country bankers need assistance 
in their advertising, and it seems to me 
that this assistance must come in a 
measure from the Financial Advertisers 
Association, if we are to maintain our 
position as a servant of the financial 
institutions in connection with our mem- 
bership in the Associated Advertising 
Clubs of the World. 


We all realize that the country 
banker holds an important place in the 
chain between the man who cultivates 
America’s farms and the big financial 
institutions constituting the reservoirs 
of eredit upon which all our industry 
must draw; but it is for us now 
and then to have this brought home to 
us in conerete fashion. In the talk I 
gave, I presented a tabulation issued by 
the National Automobile Chamber of 
Commerce. It was pointed out that 
thirty-three per cent of all the cars in 
the United States were owned in com- 
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munities of under one thousand popula- 
tion; twenty-two per cent, in places 
from one to five thousand; twenty per 
cent, five to fifty thousand; sixteen per 
cent, fifty to five hundred thousand, and 
only nine per cent in place of a half 
million or over. 

The country banker, it will be seen, 
is right in the midst of big business. 

The Milwaukee convention of the 
F. A. A. will be the third I have at- 
tended. I have found the programs 
varied, some of the most helpful papers 
being delivered by all-around bankers 
from the small cities of the country. 
But the convention comes only once a 
year, and it is not often that the cashier, 
or whoever is assigned to handle the 
small-town bank’s advertising, is able 
to take the time or money to attend. 
Our monthly portfolio is not such that 
the small bank can make any consider- 
able use of its specimens, good as they 
are in showing the best things done in 
bank advertising throughout the coun- 
try for the preceding month. The mat- 
ter in the monthly bulletin, furthermore, 
is largely written by and for the banks 
in the larger places. 

So I think I do no injustice to the. 
Association of which IT am a member 
and in whose mission of service I 
thoroughly believe, when I say that we 
do comparatively little for the tountry 
banker. Of course we welcome him into 
our membership, and we help him if 
we are invited to do so; but we don’t 
bring him in “by force,” and we don’t 
go right after his problems with him 
and for him. 

As these lines are being written, a 
letter lies before me from a country 
banker asking me to act as judge for a 
thrift essay contest which he has just 
concluded in the public schools of his 
town. Some small cash prizes are in- 
volved, and rather than have himself sub- 
jected to possible*criticism in case the 
winners were picked by local judges, 
he makes this request. I have accepted 
the trust he places in the institution 
which I repregent and shall render my 
decision to the best of my ability. 

The First Wisconsin, like other banks 
dominant in states in which they are 
located, is asked to render. constructive 
service for its country colleagues. It 
is not necessary to enumerate them here 
to indicate their infinite variety, but a 
great many of them deal with advertis- 
ing. And my intensive study of the 
advertising indicated above, shows that 
many country bankers now turn to al- 
most any proposition that promises to 
offer them relief from their difficulties. 
They need help in preparing form-let- 
ters to meet a certain local condition (I 
have written a number of such), sug- 
gestions for direct mail literature, help 
in planning new business undertakings 


‘that will meet local conditions, work 


(Continued on page 66) 





























































































































































































































































































































TRY THE BIRD-HOUSE 


PLAN IN YOUR BANKS 


How a Minnesota bank staged a novel 
contest that won the recognition of the 
public school children and the teachers 


By OSGOOD BALEY 


“When the bank* was opened 
The birds began to sing -” 
*(Poetic license applied for) 


HE four and twenty blackbirds that 

once popped out of a pie to look at 
a monarch were no more unusual than 
the sight that greeted residents of Anoka, 
Minnesota, one morning recently when 
they stepped into the lobby of the State 
Bank of Anoka. 

The simple marble interior of the 
bank was transformed. On either side 
of the lobby hung a large cage, lively 
with canaries. The dozen or more cana- 
ries were singing full blast. And all 
around the walls, above the tellers’ cages 
and over the desks of the officers, were 
bird houses! LEigthy-six of them, 
painted in every conceivable color, and 
designed in every style of architecture 
fashionable among birds of the day. 

The occasion was a bird house contest 
conducted by the bank among the school 
children of Anoka and its vicinity. The 
contest was not directly a drive for ac- 
counts. According to J. C. Erlander, 
cashier of the bank, all that the bank 
wanted was the enthusiasm and interest 
of the community. And during the 
seven days of the exhibit and sale of 
the bird houses the bank was generously 
repaid by the attendance of all who 
could possibly reach the scene of the 
novel contest. 

The bird houses in the exhibit were 
all made by school children under six- 
teen years of age. There were 16 prizes 
offered, ranging from $10 down to $1.00, 
and totalling $37.50. During the exhibit 
all of the bird houses submitted were sold 
at auction, and the money received was 
turned over to the makers of the houses. 
In this way each’ contestant was re- 
imbursed for his work and the mate- 
rials used. 

Co-operation of school teachers in the 
community was obtained by Mr. 
Erlander as a preliminary step in the 
contest. On the same day that adver- 
tisements appeared in the newspapers 
announcing the contest and giving prac- 
tical dimensions for the bird houses, 
letters were sent to the teachers. The 
letter used read in part: 

“To make sure that every pupil in 


the schools of Anoka and vicinity will. 


receive an. announcement and entry 
blank, we are asking the teachers if 
they will kindly help us by passing the 
enclosed advertisements out to their 
classes. 


“In ease any of the pupils should 
ask for help in finding information on 
bird houses, I should like to mention 
‘Normal Instructor’ November, 1920, 
page 39, and Bulletin, U. S. Depart- 
ment of Agriculture: ‘Bird Houses and 
How to Build Them.’ There are a 
number of books about birds at the 
Public Library. Also information on 
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structed by the Boys and Girls of 
Anoka and Vicinity.” 
The prizes were then listed as follows: 


Wrst WEC  f.cccee see eccie $10.00 

Two second prizes......... 5.00 each 
Three third prizes ........ 2.50 each 
Ten fourth prizes ....5. 5... 1.00 each 


The requirements for the contest were: 

1. That the boys and girls be unde 
16 years of age. 

2. That each boy and girl fill out 
and mail or hand in at the bank the 
registration blank by the date specified, 

3. That the bird houses be delivered 
for exhibition on the date specified, 
(Each contestant allowed only one ex- 
hibit). 

A registration blank was included in 
the advertisement. It read as follows: 
“T desire to construct a bird house and 
compete for one of the prizes of the 
State Bank of Anoka Bird House con- 





Business was of secondary interest on the day this picture of the interior of the Anoka State 


Savings bank was taken. 


Bird houses here, there and everywhere served to distract the eye from 


such everyday sights as tellers and tellers’ windows. 


bird house construction may be found 
in the books about building and making 
things of wood. 

“We sincerely trust that any enthu- 
siasm aroused by the bird house contest 
will not detract from the attention shown 
by the girls and boys to their studies. 
On the other hand, perhaps you can 
turn their interest to good advantage 
in composition work on birds or other 
kindred subjects as you think best. 

“Thanking you for your co-operation 
in what, I am sure, you will agree is a 
worthy undertaking, I am, 

(Signed) J. C. Ertanper, Cashier.” 

The advertisement that appeared in 
the local paper was in the form of an 
announcement. It read as follows: 
“ANNOUNCING THE PRIZES FOR 
BEST BIRD HOUSES to be Con- 


test, and agree to deliver a completed 
bird house to the bank not later than— 
date. Signed name and address.” 

More than two hundred applications 
were received, but many bird houses 
were not delivered on account of bad 
roads and failure to complete in time. 
When the bird houses arrived, officers 
and employes of the bank fell to with 
a will to transform the bank into an 
aviary. The bird houses were advan- 
tageously displayed, and around the rail- 
ing above the tellers’ windows, cards 
with colored pictures of birds were 
placed. The final touch was the impor- 
tation of the canaries. Mr. Erlander 
said regarding the occasion: ‘ 

“The contest made splendid advertising 
and strengthened our belief in such 
community efforts.” 
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GREAT FINANCIER CARRIED TO LAST RESTING PLACE 


Lower picture, casket containing body of late Henry P. Davidson, partner in the firm of J. P. Mo 
the church of St. John’s at Lattingtown, Long Island, N. Y. b 


the man who has stood out as one of the most brilliant of mod 


upper right, Mr. and Mrs. August Belmont. 
* 


HEN the late Henry P. Davidson, 
sacrificing every personal and bus- 
iness interest to the necessity of the war, 
took up the tremendous task of the Red 
Cross, the late Dr. Sleicher, proprietor 
of Leslie’s Weekly, gave a dinner to 
him in one of the New York eltbs. 
There were present the proprietors, edit- 
ors and managing editors of all the great 
newspapers in New York for it was re- 
cognized that the financing was a propo- 
sition of Wall Street magnitude and must 
be attacked upon Wall Street lines. 
Mr. Davison made what could hardly 
be ealled a speech. It was rather the 
simple, lucid statement he would have 
made sitting at a directors’ table. His 
remarks had every high quality such an 
occasion demanded. They ineluded 
everything essential and _ eliminated 
everything immaterial. He asked for 
the then almost inconceivable sum of 
$100,000,000. But he not only saw 
that it was necessary; he saw that it 
could be collected, and how. And then 
occured a remarkable exhibition of his 


COUITITT NTI TINT 
COPTNTTTTTT Te 


PCITVAT TTT 


. by financiers of Wall Street. 


HENRY POMEROY DAVIDSON 


conservative strength as a financier. 
One of the newspaper proprietors, 
the one above all others best informed 
upon all matters of large finance 
pointed out that even $100,000,000 
would not prove sufficient, immense as 
the sum was. The needs were even 
greater, and he suggested $200,000,000. 
Elsewhere this might have sounded 
like ridicule. It certainly made the 
hearers gasp. But Harry P. Davidson 
saw the point—and the objection. He 
said, “Better to ask for $100,000,000 
with a large oversubscription than to 
ask twice that amount and fall short.” 
As a matter of history, that single 
drive realized more than $170,000,000. 
But the conservatism was typical of the 
character of one who would, had he 
lived, have been an ideal leader for the 
financial center of the United States. 
He not only knew how to raise such 
an immense sum as this. He knew 
how to spend it. In all the exposed and 
suppressed scandal of the war there 
has never been a breath of suspicion 


Distinguish 
ern bankers; upper left, A. C. Bedford, president of the Standard Oil Company! 


rgan & Co., being reverently brought from 
ai cae from far and near gathered to honor 


* 


directed against the Red Cross. It 
may be said that, under the direction of 
Davison every dollar, with all it repre- 
sented in self-denial and sacrifice, did 
its appointed work. And that was the 
attitude of mind, at once lofty and 
practical, which Henry P. Davison 
brought to bear upon every financial 
task set before him. 

He would have been fifty-five in June; 
a temperate life gave promise of many 
further years of usefulness. It was not 
to be, and Wall Street mourns a loss 
only tempered by the long months of 
disability which had prepared it for the 
worst. It remembers, says the Wall 
Street Journal, and must always Te 
member, Mr. Davison’s strength without 
arrogance, conciliation without sacrifice 
of principle, sympathy for every worthy 
cause, personal magnetism and grateful 
response to the smallest service. His 
bereaved family may well take heart 
their sore affliction. 

“Only the actions of the just 

Smell sweet and blossom in the dust.” 
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The Installment Dealer’s Need 
For a Practical Plan 
of Financing © 


ODAY the Deferred Payment Plan is in general 
use by Merchants, Bankers and Financiers in 
practically every line of activity. In fact, it is 

rapidly becoming one of the greatest factors in modern 
business and is an actual public necessity. Merchandise 
embracing every business, household and individual need 
is sold on the Deferred Payment Plan. 


It is quite evident that the average merchant con- 
ducting his business on the Deferred or Installment Pay- 
ment Plan must find some method of financing that 
meets the conditions peculiar to his business. Natur- 
ally he cannot hope to discount his bills on a 10-day, 
30-day or even a 4-months’ basis out of :the cash pro- 
ceeds from merchandise which he is obliged to sell on 
payments aggregating twelve months’ to thirty months’ 
time. Practically 60 per cent to 80 per cent of this 
class of business transacted is represented by lien con- 
tracts comprising leases, chattel mortgages, etc., and 
while these lien contracts are constantly liquidating at 
stated intervals, yet for the most part, and especially for 
immediate use, they constitute idle capital. Therefore, 

5. unless the merchant has large cash or credit resources, 
ion of the successful operation of his business demands that the 
by idle capital tied up in these contracts be released. In 
ras the other words, he must find some way of converting his 


y and deferred payment receivables into ready cash. ’ 
Javison 


nancial Such a method or plan is furnished through the use of 
Deferred Payment Receivables as Collateral to secure 
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GREAT RARITIES OF 
AMERICAN COINAGE 


(Continued from page 18) 
the whole civilized world is immediately 
apprised of the “lucky” find, the value 
of which frequently increases with each 
reprinting. 

There are several reason why these 
buried treasures seldom contain coins of 
great numismatic value. In the first 
place collectors of European coins con- 
fine their efforts to dynasties, seeking to 
obtain but one specimen of every denom- 
ination struck during the reign of any 
monarch of the various lines of kings. 
The matter of date cuts little figure in 
the equation. In fact, the ancient and 
mediaeval coins bore no dates, the 
custom of dating coins having been in- 
augurated in the fifteenth century. As 
a result of this method of collecting 
only the issues of kings who ruled but 
a few months had any chance of be- 
coming great rarities, and the number 
of these coins which were originally 
struck was so small that few of them 
came into the hands of the people at 
large; hence such specimens are seldom 
found in the pots of unearthed treasure. 
In the case of a number of other coins 
of rather limited issue, their prospects 
of becoming rare through lack of sur- 
vivorship have been blighted through 
this very custom of burying gold and 
silver which once enjoyed such. exten- 
sive vogue. 

There are, of course, great rarities in 
the ancient and mediaeval coinage of 
Europe, such as the Roman issues 
under the Emperors Pertinax, “Didius 
Julianus, and Gordianus Africanus, who 
reigned eighty-six, sixty-six and forty- 
five days, respectively, and in many of 
the old as well as comparatively recent 
issues of Italy, France, Great Britain, 
Greece Germany, Russia, Sweden, ete., 
but when we consider the many years of 
coinage of any of these countries in con- 
junction with the short period of time 
during which the United States has been 
striking coins, less than 150 years, both 
the number and the numismatic values of 
the European rarities shrink into in- 
significance when compared, with our 
own. 

One reason why there are so many 
great rarities in the United States coin- 
age is because collectors were scarce 
during our early days, the result being 
that but few of our earlier issues were 
saved for future generations, and of the 
small number that have survived fewer 
still are in a state of preservation satis- 
factory to numismatists. Another con- 
tributory factor lies in the fact that as 
soon as coin collecting got a firm foot- 
hold here the custom of trying to secure 
a sequence of dates of the different 
series, and even minor varieties of the 
same dates, became the established order. 


Comparatively few American numis- 
. 
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matists confined their efforts to a total 
change of type of any of the series. 
The result of this constant search for 
dates was bound soon to make itself 
manifest on the years of limited issue 
or on those in which through some cause 
or other the survivorship was small. 

The custom of collecting coins is cent- 
uries old and it increases or decreases 
in nations in direct proportion to the 
number of individuals or families of 
moderate or great wealth a country pos- 
sesses. When circumstances permit, 
people generally seek relaxation from 
business or professional cares or worries 
in some hobby or pastime. Some take 
to tennis, golf or yachting; others to 
the collecting of paintings, first editions 
or old coins. Those who adopt either of 
the latter three say they find it not only 
a pleasant but an instructive pastime, 
although they all admit it is an expen- 
sive diversion when it gets down to the 
searce editions and the rarities. Those 
with ample means, however, do not 
permit the matter of cost to deter them. 
They take special delight in securing 
the great rarities, probably due to the 
satisfaction they feel in getting a valu- 
able specimen that few or no others can 
acquire, and frequently place no limit 
on their bids when one of the treasures 
they are seeking is offered at a compet- 
itive sale. There are quite a number of 
such collections and ultimately they 
meet various fates. In most cases, how- 
ever, they either are left to museums or 
other institutions or are dispersed 
through auction or private sale upon 
the death of the owner. 


In addition to our regular govern- 
mental coinage, there is another source 
from which the great rarities are derived 
which has placed the United States in 
the forefront in the matter of numis- 
matic treasures. This is the emergency 
money which was struck by firms or 
individuals in localities where at 
times there was urgent need of a 
circulating medium for the conduct of 
business. Ours is a country of magni- 
ficent distances, and in those early days 
when water transportation was limited, 
railroads few and far between, and 
transcontinental lines non-existent, the 
government frequently was unable to 
supply the demand for money at dis- 
tant points within a reasonable time 
and in the volume needed. Particularly 
was this the case in the gold fields of 
California, the Carolinas and Georgia, 
and also to some extent in Utah, Colo- 
rado and Oregon. 

These private issues of gold coins 
were struck by assayers, banks and 
trading companies in all the states ex- 
cept Utah, where the coinage was under 
the supervision of the Mormon author- 
ities. When the government became 
able to handle the situation satisfac- 
torily further coinage of private issues 
was prohibited and the majority of such 


existent coins eventually either found 
their way to the mint and were remelted 
or were used by jewelers in the many- 
facture of articles of personal ador- 
ment. The surviving coins are all 
rather scarce and some of them are ex. 
ceedingly rare. 

Now, if conditions similar to those 
prevailing in Europe had also been 
existent here, with the attendant 
burial of all gold moneys the populace 
could lay hands on, what a different 
story might be told concerning the value 
of such unearthed pots of treasure now 
or at a later day, provided, of course, 
the “finds” were not sufficiently nv- 
merous to bring about an abundance of 
the very coins most sought by numis- 
matists ! 

In some issues of the American coins 
which are exceedingly rare there is 
quite a discrepancy between the few 
specimens that are known to be in ex- 
istence and the number of pieces origin- 
ally struck. Many of them, no doubt, 
have been remelted at our own or in 
foreign mints. Some doubtless have 
been lost or used for commercial pur- 
poses. But most numismatists are in 
accord that these causes hardly would 
account for the great disparity between 
coinage and survivorship when com- 
parison is made with issues which were 
much smaller. Hence, what has become 
of them? They are not in the reserves 
of the banks, for these have been sed- 
ulously searched for years. The only 
remaining explanation is that some of 
them may be in the hands of individuals 
who are treasuring them as keepsakes 
without being cognizant of their great 
numismatice value. 


A brief mention of some of these ex- 
ceedingly rare coins with their attend- 
ant history may not prove uninterest- 
ing. It is not the purpose here to allude 
to the more ordinary coins, such as gold 
dollars and $3 gold pieces, all of which 
command premiums from numismatists 
ranging from double to many times 
their face value. Persons who own or 
are interested in the values of such 
specimens may acquire considerable in- 
formation regarding them through 
banks or by examining some of the 
many catalogues issued by dealers, al- 
though in the latter case it will be nec 
essary to make an allowance covering 
the difference between the buying and 
probable selling price. The aim in this 
article shall be to take cognizance only 
of those coins which are so rare that 
many wealthy collectors would cross the 
continent to secure one of them provided 
the condition of the coin was satis 


factory and the figure set within the 
bounds of reason, hence all numismatie 
rarities shall be excluded except those 
which have demonstrated at public oF 
private sale on numerous occasions that 
there is sufficient demand for the piec® 
(Continued on page #2) 
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" A Complete Service . Banks 
1- - - a 
a in Office Equipment | 
o BANKS in all parts of the United States “clear” their office needs 
is through us, because they know we know just what they want—and 
few have it. 
ex- * . e a 
‘a We are Specialists in Bank Supplies 
* . . ° 
a The 180 items listed below are merely a part of over 1800 such items 
ave that we are regularly furnishing to banks. 
yur- 
in * e = 
vald Check Your Stationery Needs on this List 
yveen Sosenatine Bovtecs Sonsetitns & Machines Devices, Sealing Ink Stands Scales, Postal 
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oi. — a pees Cords, — Tax Files, Card index seshanes’ Gaasaiel Suse — Met 1 
’ . Bank Forms Cards, Ledgers Files, , maektent, Numbering Siecnen, ae ber 
only ee Wallets Cards, St = Files, Comb, Corres. and Moisteners Stamps, Tim 
e of ae eee Cases, |S aoe Files, groans Fibre Newspaper Racks Stands, Adding Machine 
luals Baskets, Waste Cases, Steel Note o Files, Desk Drawer Note Books, Loose Leaf Stands, Typewriter 
sakes Binders, Check Chairs : Files, Steet ote Rnoke, Stone. Serene, Corceney 
le n angers Fixtures, Bank and Office Paper, Blotting Supetes, seetnating 
ea sieriepois oh a pater: Sona a 
Beards, Clip Coupon Cutters *e Folders, Bill oper, Loaeer Supplies, Filing, | at 
oi Bookkeeping Machine Check Distributors Forms, Beetkseping Parte’ Office Supgites, Mimeceraph ane 
a gel Esc tit meme Gar aes | ihe et FRR ATE ctertnant toe 
oo ose ’ ’ a en ie 
res: Sess. See permanent pres Seer 2 a = 
Ilude a e. inn Sumeed Top ——— Sotiouss’ Acouumtion 
| d Brief Cases Covers, Check Book indexes, Car Racks, Besk _— Systems. Card Filing 
gol Cabinets, Safe Cups, Drinki ing Indexes, Telephone Rocks, Filing, Tape, Gummed 
ch Cabinets, Filing Cutters Paper in Racks, Ledge Trays, Chetk 
whie' Cabinets, ap Desks, Beokkeepin inks, eee Ribbons Typewriter Trays, Coins 
Calcul eg 
tists Calculators, interest Desks, a ae Inks, Mim Rubber Trays, Sorting 
- Calendars, Desk BDoviess, Office - oa printing Selen Oe sin fax t 
times ° vices, ping Safes, Coinet Wax, Sealing 
—- Then Check Our Catalog Offerings and Order 
su : ° : ° sae * 
le it: Our stock.is the most complete of its kind. We carry sufficient quantities for the largest buyers 
rough 
f the 
a You Need Horder’s Catalog Every Day 
e nec- =. — a — = aoe prices is _ out. . ee a its completeness 
. ary part o e office equipment of every bank and business h O 
wa latest catalog contains many new devices and utilities for banks. You dense nel the 
: ingenious and practical new items in Horder’s Catalog first. Yours will be mailed at 
in this once upon request made on your bank or business stationery. 
e - IN CHICAGO “There s a Horder Store Next Door’”’—six of them—supplemented by a central telephone order system 
e and quick motor delivery service. 
88 hs OUT-OF-TOWN shipments are made immediately by mail, express or freight—24 hour delivery in nearby states. 
‘ovid 7 
<= Phone Franklin 3204 
e 
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ism 108 N. LA SALLE 324 S. DEARBORN 
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By FRED O. COPELAND 


NE lazy spring morning Director 

Clutehbill, thinking no evil, wan- 
dered aimlessly into the Ferndale Na- 
tional Bank and sat down in the sun 
in the front office. He drew the weekly 
Hawk Eye from a side pocket, spread 
its pages over one knee, and while he 
probed with the tongs of his forefinger 
and thumb in a top pocket for his glasses, 
he allowed his eyes to roam dreamily 
aloft to an early fly which crazily 
bucked the window pane only to with- 
draw abashed, hissing like an angry 
tea kettle. 

From the vault, John Atwood, cashier 
of the bank, marked Clutchbill’s early 
visit out of the corner of his eye. He 
had been waiting for him. There was 
important news. Staggering out with 
a cash tray, he left it on the counter, 
and hurried along into the front office 
where he dropped into his desk chair 
and faced Director Clutchbill. 

Seeing the unaccustomed look of deep 
wisdom on John’s face, Director Clutch- 
bill dropped his paper and stared. | 

“The old vacant stock farm on the 
back road has been sold to a million- 
aire,” exploded John. 

It was always difficult for Clutchbill 
to adjust himself to John’s assorted 
moods, and he scowled. 

“It straddles the town line ... it’s 
half way to Henshaw’s bank west of us 
—we ought to get the account first,” 
clicked John like a telegraph instru- 
ment. 

Clutchbill secowled himself further 
into his doldrum, and then, catching a 
light trade wind, began to glide into a 
sea of understanding. 

“Who says he’s a millionaire?” he 
flashed. 

“Everybody! He’s a feller from down- 
country.” 

“Newcomers million- 


are always 


aires at first,” said Director Clutchbill, 
drumming noisily on the table beside him. 

“Nobody but a millionaire could put 
the old stock farm in shape and swing 
it,” argued John. 

Clutechbill’s eyebrows rose, held, and 
dropped. 

“T understand the down-country fel- 
ler has taken possession. Hadn’t I 
better go over to the old farm this 
morning and nail his account?” hinted 
John. 

“No! if it’s like you say, I’ll have to 
go. I told Henshaw in the bank west 
of us that beginning with the first of 
the year I’d agree to split the territory 
on the town line between us, taking 
half the new accounts and he the other 
half—no one said who was to take the 
first one. Who’d have dreamed a thing 
like this would happen? I'll telephone 
Henshaw to meet me on the town line 
this morning.” 

After yelling and glaring by turns 
into the telephone, Director Clutehbill 
was able to make Henshaw in the rival 
bank agree to meet him three miles out 
on the main turnpike half way between 
the two banks. 

Within an hour Director Clutchbill 
of the Ferndale National and President 
Henshaw of the Limestone Trust had 
descended from two motor ears, and 
locked horns in the middle of the turn- 
pike. 

“The buildings on the old stock farm 
are on our side of the line—that ought 
to give me first chance,” pronounced 
Clutehbill grimly,. rocking back and 
forth on his heels and toes with his 
hands under his coat-tails. 

President Heashaw of the Limestone 
Trust, who weighed twenty-one - stone 
ten and had a wicked cast in one pale 
eye, examined Clutchbill with feigned 
euriosit¥. 


“Most of the farm land is on our 
side of the line,” he corrected. 

Director Clutchbill detected signs of 
a coming clinch, and his sporting blood 
began to simmer. 

“Why not make a race for the old 
stock farm; first man in gets first 
chance for the new account,” he sug- 
gested. 

“Let’s settle it like gentlemen,” sneered 
Henshaw. 

Clutchbill stepped out of hooking 
distance and wanted to know Henshaw’s 
mind in detail. 

“T hear you are a great golf player,” 
grated the president of the Limestone 
Trust, his bushy brow lowering like a 
cloud over his cast eye. “I'll match 
anything in my bank against yours— 
the winner to call for the new account 
at the stock farm.” 

It was too good to be true. Cluteh- 
bill’s eyebrows lifted and fluttered; he 
was proud of his golf. 

“This match will be a 9-hole go, and 
be played in Ferndale,” he said with 
grim suspicion. 

“All right, Mr. Clutchbill. My bank 
will play yours on Monday at 3:30 
P. 

“We'll be represented at 3:30,” 
agreed Director Clutchbill, climbing 
into the Ferndale village bus which vied 
with Henshaw’s car in hissing, snorting 
and venomously rattling as the two cars 
backed around like cats and _ started 
home. 

Upon arrival in Ferndale, Director 
Clutehbill went directly to the front 
office of the bank there to meditate on, 
plan, devise, out-guess, overcome and 
surpass the circumstances that were 
rising against him. 

“A queer thing has happened,” he 
meditated out loud to John when the 
latter came into the front office. “Hen- 
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shaw agreed to let a 9-hole go at golf 
settle who was to cast the first noose 
for the stock farm account. There is a 
bug under a chip somewhere. To think 
Henshaw would let a golf match settle 
it!” added Clutchbill with suspicion. 

“No wonder!” piped up John prompt- 
ly. “They’ve just taken on a new 
clerk who was raised in Scotland and 
got his living by golf till he came here. 
He was living on a farm over west of 
us. Who’ve we got to play against 
him, I’d like to know?” 

Director Clutchbill was staring at 
John. And it seemed as though his 
eyes graduallly bugged out till they 
could look into each other. 

“To think Henshaw would crawl me 
like that, the old punkin-colored vil- 
lain!” he gritted. “We'll have to get 
a dark horse—a dark horse,” he 
breathed, abandoning for all time the 
thought of playing in the match him- 
self. 

“There’s Hen Magoon,” exclaimed 
John suddenly, “he’s a dark horse. He 
always plays alone. He knows the golf 
links like a hound dog knows a fox 
track—they say he is good.” 

Director Clutchbill brightened. “That’s 


so; I saw him hit one into the river 
last fall. And he owns one share of 
stock in the bank—that makes him 
eligible.” 

Before sundown that day Hen 


Magoon was apprehended by John in 
his favorite chair in the local pool room. 
The situation was explained to him, 
and he gladly offered to uphold the golf 
pennant of Ferndale against all com- 
ers. 

Monday, the day of the combat, ar- 
rived sunny and warm with a gentle 
south wind; a day of warbling robins, 
new leaves and white fluffy clouds lying 
at anchor in a brilliant blue sky. It 
brought with it also a desire in the heart 
of Director Clutchbill not to let a situa- 
tion crawl ahead of him. At 8 A. M. 
he went into the village greenhouse and 
after long deliberation chose from some 


colored pictures a floral offering eal- . 


culated to wring astonished admiration 
out of any beholder. It was a2 gates- 
ajar creation, and Clutchbill ordered 
worked into the thing the words. 
“Welcome to our City.” He made the 
florist take off his hat and solemnly 
promise to deliver it at the house on the 
old stock farm at not later than 2 P. M. 
that day. 

The day of sunshine and robins 
brought something else. At 3.30 it 
brought to the Ferndale golf links a 
motor car from the Limestone Trust 
containing Mr. Henshaw and a gentle- 
man by the name of MacTavish. 

Director Clutchbill, cashier John At- 
wood and Hen Magoon met the foreign 
golf crusade at the first teeing ground 
on the Ferndale course, and the rival 
contestants were introduced. After Mr. 
Henshaw had examined Hen Magoon he 





looked disappointed, as though he had 
left something behind. 

Mr. Magoon rose in the air to an al- 
titude of 6 feet and five inches. He 
wore a rusty black derby, a set of fear- 
less blue eyes and a mustache which 
circled to his ear-laps. From there 
down he was colorless and thin till his 
feet were reached—on each foot was a 
number twelve shoe. Mr. Magoon was 
a paper hanger. And you had to think 
of stepladders when you looked at him. 

The golf links where the melee was 
to take place was possessed of hazards. 
There were plenty there fostered by the 
hand of nature and by a farmer who 
believed in fences. It was agreed to 
play for each hole, and not let the total 
score decide the fray. 

Upon the first hole being pointed out, 
Mr. MacTavish, the Scotchman, bony 
as a lake perch, mounted the teeing 
ground, extracted from his bag a wooden 
club reenforeed in strange ways with 
brass trappings. He teed his pill, held 
his elub low, aimed four times, shook 
his elub like a eat-tail in a hail storm, 
wound up and uncoiled. 

It was a sweet drive, but when the 
ball landed and danced out of sight Mr. 
Magoon smiled with silent wisdom. The 
first hole was-his already, if he didn’t 
fall on his face when he swung for his 
pill. 

When Mr. Magoon operated on the 
ball it was with the assurance of one 
who knew the links, and with a club 
having a long shank of his own design. 
When he uncoiled his club whistled like 
the core of a cyclone. The ball sailed 
low to the right over a potato field. A 
man ducked and dropped his hoe. Then 
the ball felt its “slice” and bent back 
into the fair green, dropped and ran 
like a ghost for the green. 

All hands having passed forward, it 
was found the Scotchman’s ball had 
sought a tiny hollow along the trough 
of which it had run till it pinched out 
into a woodchuck hole. Mr. Magoon, 
with long practice, promptly bared his 
arm and with a sad face reached down 
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the hole to his shoulder. 
say he encountered the ball and helped 
it along to the nether depths of the 


He did not 


woodchuck’s lair. He simply withdrew 
his soiled right antenna, and shook his 
head. The Seotchman dropped another 
ball with a loss of two strokes and holed 
out in 5. Mr. Magoon went down in 3. 

With a lead of one hole, Mr. Magoon 
addressed his ball like a Brazilian gen- 
eral. It was a short drive. He was 
careless. His vicious little half stroke 
barely tipped the ball off the tee. Mr. Ma- 
goon spoke brokenly of the hereafter, and 
struck again quickly. The ball landed ina 
brush pile back of the green. Refusing 
the advice of both John and Director 
Clutchbill, he determined to play it out. 
All gathered around while Mr. Magoon 
stood in the. center of the brush pile. 
3y looking this way and that the ball 
could be seen. He raised his club with 
an eye fixed as though about to kill a 
snake. Suddenly he struck. The brush 
pile exploded like a war bomb, under- 
mining Mr. Magoon who sat down on 
the business end of a stick. Feeling 
braced by this unexpected tonic to his 
nerves he sat up and spoke in a touch- 
ing way of the kinds of wood indige- 
nous to New England. 

After watching a perfect drive for 
the third hole by the Scotchman, Mr. 
Magoon took off his hat, placed a rock 
on it, shed his vest, tested a new ball 
with his teeth, teed it, and uncoiled with 
a whistling escape of air. The time had 
come for him to do or die. Director 
Clutchbill was showing his nervous 
anxiety. 

The ball rode lightly as though im 
a nest of dynamite, then leaped into the 
air and seemed to start on another 
drive. Despite this, the Scotchman won 
the hole, the longest on the course. It 
showed the skill that lay under his skin. 

As the match progressed it came to 
pass that Mr. Magoon must win the 
eighth hole in order to bring victory 
the home delegation. He had won 4 
few recent holes. Stimulated by this 

(Continued on page 44) 
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How DID You Do It? 


How did you put to work a plan you 
saw in THE BANKERS MONTHLY? 





































There’s $25.00 waiting for the person who writes the 
best letter on how he or his bank put to work a plan 
that appeared in THE BANKERS MONTHLY. 


~ 


And there is $15.00 for some one else with the second 
best letter. And $10.00 more for a third prize. 









All you have to do is write a letter telling how you used 
a BANKERS MONTHLY article to make or save 
money for your bank, to reduce labor, to increase se- 
curity or in any other way to benefit your bank. Ex- 
plain how you changed the original plan (if you did), ° 
how you got it started and what the results were. 


Such a letter from you will show other bankers how 
they, too, can use constructive, profit-making plans. 
You will be performing a valuable service to other 
bankers by explaining how you use ideas. 


To go into sufficient detail you will need 500 words or 
more. Make others see what you did. Show them 
how you went about using this idea and tell them how 
it worked out. Pictures, of course, will help to make 
things clearer. ; 











= Send your letter right along. The contest closes July 
nuch- 15, 1922, so that the winning articles will appear 
age in the August issue of THE BANKERS MONTHLY. 
ei Other letters published besides the three winners will + 
Mr. be paid for at the regular space rates. Unused letters 
— will be returned only upon request. 

with 

» had 

ne CONTEST EDITOR 

ie THE BANKERS MONTHLY 
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A NEW SCHEDULE OF FEES 


FOR TRUST 


7. trust company section of the 
California Bankers’ Association 
has adopted a revised schedule of fees 
for trust company service, based on the 
actual experience of trust companies of 
that state. The new schedule is com- 
puted in an annual charge, based on the 
principal of the estate rather than on 
income. 

Under the old schedule of the Cali- 
fornia trust section, the basis for an 
annual charge was one half of one per 
cent on the principal of the ordinary 
trust. This has now been increased to 
three fourths of one per cent. 

California has led the way in stab- 
ilizing trust fees and the schedule which 
follows will undoubtedly be of deep 
interest to trust executives everywhere. 

SCHEDULE ONE 
HOLDING TITLE TO REAL ESTATE 
(Under volutary trust with full duties and 


responsibilities of management, including power 
of sales, ete.) 


3. ACCEPTANCE FEE: 
1/10 of 1 per cent of the market value of 
trust property. Minimum: If national part 
of the trust property is improved, $25.00; if 
trust property is unimproved, $15.00. The 
fee may, however, he based in a charge for 
each certificate of beneficial interest issued, 
the entire charge, however, to be not less 
than 1/10 of 1 per cent of market value of 
trust property, with minimum as above 

2. ANNUAL FEE: 
% of 1 per cent of 
property, 


market value of trust 


Minimum, $25.00. 
Annual fee to be prorated for fractional 
parts of years 

(a) Partial Distribution Before Close of Trust: 


% of 1 per cent of amount distributed 
(b) Executing Leases and Partial Trust 
veyances: $2.50 each and up. 
Transfer of Beneficial Interest: 


Con- 


(ce) $2.50 each 


Note: This fee includes services for Paying 
Taxes and Assessments; Collection of Rents 
and Income; Superintending and Making 


Repairs to Real Estate. 


Note: Other charges should be made according 
to service rendered. 

Note: Brokers’ fees extra, where broker is 
employed to sell or lease. 

3. CLOSING OR DISTRIBUTION FEE: 
1/20 of 1 per cent of market value of 
property conveyed or distributed, with a 


Minimum Fee of $15.00, 
distribution be made during the lifetime of 
the trustor; or 1 per cent of the market 
value of the property conveyed or distributed? 
with a Minimum Fee of $50.00, if the closing 
or distribution be made after the death of 
the trustor. 


if the closing or 


Note: The charges in this Schedule do not 
include any attorneys’ fees in connection 
with the establishment or maintenance of the 
trust. 

For fuller explanation of charges, see notes 
following Schedules. 
SCHEDULE TWO 
HoupInGc TITLE TO REAL Estate 


(Under Voluntary Trust, with No Duty or Re- 
sponsibility Other Than to Convey or Lease as 
Directed.) (Usual holding for syndicate.) 
1. ACCEPTANCE FEE: 
1/10 of 1 per cent of market value of trust 
property. Minimum, $15.00. The fee may 
be based on a charge for each certificate 
of beneficial interest issued, but the en- 
tire charge, however, to be not less than 
1/10 of 1 per cent of market value of trust 
property, with minimum as above. 
ANNUAL FEE: 
1/20 of 1 per cent of market value of trust 
property. Minimum, $15.00. Annual fee 
to be prorated for fractional parts of years. 
(a) Executing Leases and Partial Trust Con- 
veyances: $2.50 each and up. 
(b) Transfer of Beneficial Interest: 
each. 


to 


$2.50 


COMPANIES 


(c) Other charges should be 
to service rendered. 

3. CLOSING OR DISTRIBUTION FEE: 
1/20 of 1 per cent of the market value of 


made according 


property conveyed or distributed, with a- 
minimum fee of $15.00, if the closing or 
distribution be made during the lifetime 


of the trustor or 1 per cent of the market 
value of the property conveyed or distributed, 


with a Minimum Fee of $50.00, if the 
closing or distribution be made after the 
death of the trustor. 

Note: The charges in this Schedule do not 
include any attorneys’ fees in connection 
with the establishment of maintenance of the 
trust. 


For fuller explanation of charges, see notes 
following Schedules. 


SCHEDULE THREE 
HouviInG TirLeE TO REAL Estate SUBDIVISIONS 
(Under Voluntary Trust, Executing Contracts of 
Sale and Deeds to Purchasers, and Collecting 
and Distributing Proceeds.) 


1. ACCEPTANCE FEE: 
1/10 of 1 per cent of the minimum sales 
price of the lots in the subdivision. Mini- 


mum, $75.00, or the charge may be based 
on a fee of $1.00 per lot in the subdivision 
with minimum as above. 
2. ANNUAL FEE: 
The trust must produce an annual return 
from collections, conveyances, or otherwise, 
equal to 1/10 of 1 per cent of the lowest 
authorized sale price of the trust property, 
with a minimum annual fee of $50.00. An- 
nual fee to be prorated for fractional parts 
of years. 
(a) Executing Contracts (in 
Conveyances: $2.50 each. 
Accepting and Registering Assignments of 
Contracts: $1.00 each, to be paid by as- 
signor or assignee. (Note of this charge shou!d 
be endorsed on contract.) 


Duplicate) and 


(b) 


(c) Transfer of Beneficial Interest: $2.50 
each. é 
Note: Proceedings and actions to enforce or 


cancel contracts of sale, $75.00 each. Other 
charges should be made according to service 
rendered. 

Note: Brokers’ fees extra. 

3. COLLECTING AND DISBURSING 
STALLMENTS OF SALE PRICE: 
If sale is for cash, or if principal payments 
do not exceed three in number. 1 per cent 
to 2 per cent of sale price, according to size 
of payments. Mortgages given by pur 
chasers to beneficiaries or assigned to benefi- 
ciaries, to cover principal payments, are, 
for the purpose of determining fees, to be 
treated as cash payments, but if held by the 
Trustee and on same terms as contract, reg- 
ular collection fees shall be charged. If 
more than three payments, 3 per cent. 

4. CLOSING OR DISTRIBUTION FEE: 

4 of amount of acceptance fee, if all lots 
sold and collections made, with a minimum 
of $25.00. If trust closed before all lots 
sold and collections made, 1/10 of unearned 
fees, with a minimum of $50.00. 

Note: The charges in this Schedule do not 
include any attorneys’ fees in connection 
with the establishment or maintenance of 
the trust. 

For fuller explanation of charges, see notes 
following Schedules. 


SCHEDULE FOUR 
HouptneG TrtLE TO REAL Estate Unper Trust 
DEED OR TRUST MORTGAGE TO SECURE 
ORDINARY DEBT OR LOAN 
1. NO ACCEPTANCE FEE: 
(a) Certification by Trustee of Notes as_be- 
ing Notes Secured by Trust Deed or Mort- 


IN- 


gage: Two notes free; additional notes, 
50c. each. 

2. RECONVEYANCE FEE (Including can- 
cellation of notes) : 
$1.50 if debt is less than $5,001 
2.00 “ « * from $ 5,001 to $10,000 
3.00 “ oe 10,001 “ 20,000 
4.00 “ a? . 20.001 “ 40,000 
5.00 “ . - 40.001 “ 60,000 


If debt is over $60,000, charge $1.00 extra 
for each $25,000 or fraction thereof. 

If coupon notes are secured, fee 50 per cent 
more in all cases. 

3. TRUSTEE’S SALE UPON 
CLUDING DEED 
Trustee's fee under ordinary sale of property 
(not court foreclosure), when trust deed or 
mortgage secured a sum— 


(Continued on page 48) 
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BANKERS ENCOURAGING 
USE OF BUDGETS 


F the United States Government ean 

save a billion dollars on routine ex- 
penses under a budget, savs the bus. 
iness man, it looks as though I should 
do well to make up my own quota, pro- 
gram, or budget. Many big bankers are 
encouraging this practical move by their 
chents to figure out as far as possible, 
where they are going before they get 
on their way. 





Before fixing a line of eredit or mak- 
ing extensive loans, one of the biggest 
and oldest of New York’s national 
banks requires a “program,” not only 
of production and marketing plans for 
six to twelve months in advance, but a 
budget of finances, income and outgo, 
for the coming three, six or more 
months. Many other forelooking bank- 
ers in all sections of the country are 
obtaining “bogey” balance and_ profit 
and loss sheets from those who will be 
called upon to pay to the bank its 
loans and who they feel should at least 
have “a bogey to shoot at” as to the 
sources from which thev 
make such payments. 


propose to 


By this method of indicating clearly 
how the funds will be obtained to pay 
a loan, as well as how the original 
money will be expended, bankers have 
discovered that the payment of a loan 
in 60 or 90 days by a borrower may be 
difficult, if not impossible, and that ex- 
tensions or new loans will be needed to 
liquidate those coming due. The reali- 
zation of this condition by the borrower, 
as well as the banker, makes it evident 
that such borrowing must be carefully 
planned as to amounts and maturities. 
The exact and forehanded analysis made 
possible by the full exposition of present 
and future conditions, both as furnished 
by budgets and “bogey” balance sheets 
has frequently made it possible for the 
banker to demonstrate to the borrower 
that it was more permanent capital 
that was needed rather than temporary 
bank loans or even an addition thereto. 

It has therefore come to be acknowl 
edged by various bankers that an esti- 
mated future balance sheet of their 
clients is valuable for comparison with 
those of a current and past period. 
There can be no exact form or formula 
for preparing such data, as various 
firms base it on differing methods of 
estimate and variously term it, “bogey” 
balance sheet, “proforma”  balanee, 
“cash” or “working capital” budget, ete. 

To illustrate a method of preparing 
underlying figures and estimates for a 
budget and bogey balance and profit 
loss sheets, some interesting plans have 
been evolved by the statistical depart- 
ment of the Dennison Manufacturing 
Co., of Framingham, Massachusetts. 
Before the first of the year a master 
control sheet is prepared by this com- 











y. The items are listed vertically 
at the left-hand side and the months 
porizontally along the top. Two 
elumns are allowed for each month, 
the first for the estimated and the 
second for the actual amount obtained. 
The estimates are filled in for the whole 
twelve months in advance but are re- 
vised every three or four months, or 
oftener in some cases. While the plan 
is for a year in advance, only partial 
reliance is placed in the balance sheet 
forecasts for more than four to six 
months ahead. 

It is of course essential that a fun- 
damental basis for all future estimates 
must be established, and with this com- 
pany, as in all busines budgets, this basis 
js the final amount of gross ineome 
(sales or billing dollars), that it is 
finally planned to try for in the coming 
budgeted period, usually twelve months 
in advance. The Dennison Company 
bases their proposed sales upon the 
following : 

THE SALES FORECAST 

Sales forecast partly on the basis of 
past economic experience as shown by 
a chart, and partly on the basis of 
estimated requirements for individual 
items, as estimated by the merchandise 
managers. They in turn base their 
estimates on the company’s economic 
experience modified by their own judg- 
ments of merchandising conditions in 
ration to each item. The past sales 
records of this company are compre- 
hensively shown over a term of twenty 
years on a graphic sheet. Companies 
with limited past history or statisties 
substitute the expense of others in sim- 
ilar lines or compare with general eco- 
nomic conditions over a term of years. 

PURCHASING POLICY AND 

PRICES 


A-very astute policy of purchasing 
as well as estimating the future price of 
budgeted purchases is revealed in another 
graph. This shows how purchases are 
estimated by projecting backward the 
estimated production and taking into 
consideration the purchasing policy 
which is varied acording to position in 
the minor trade cycle. The line of 
maximum purchases is based on financial 
limits and the line of minimum pur- 
chases is based on average delivery 
time from seller. No attempt is made 
to hit the turning point in prices but 
various purchases are advanced or 
retarded according to whether prices 
appear below or above the line of 
normal trend, 

COSTS AND FINANCIAL NEEDS 

This firm’s method of forecasting the 
fash needs of their production division 
tah month is as follows: Production 
and the various factors of manufactur- 
ng cost are estimated from budgeted 
sles and knowledge of factory capac- 
ity, payroll and material cost factors. 
ese dollar estimates are checked up 
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against the manufacturing program 
which for many items is made up in 
advance by the merchandise managers 
of the several commodity lines and the 
heads of the producing departments in 
consultation. 

For example, the ternr “Primary Rev- 
enue” indicates the so-called gross profit 
above factory cost. There is a “second- 
ary cost” to cover clerical work in con- 
nection with handling an order and the 
cost of warehousing and shipping. This 
cost is figured partly at so much per 
order, partly at so much per item and 
partly at so much per thousand cubie 
inches (to cover packing cases and part 
of handling of goods). The “secondary 
revenue” is the profit after deducting 
both primary and secondary costs and 
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the “tertiary revenue” is the net profit, 
except for the provisions made at the 
end of the year for evaluation reserves. 
The overhead loss or gain is the 
factory expense under or over-absorbed 
by the factory costs. The factory over- 
head is figured on a three-year cycle 
with the idea of carrying a loss in poor 
vears and a gain in good years to 
factory profit and loss. The raw ma- 
terial variation is the difference between 
price as actually billed by supplier and 
as estimated in advance by purchasing 
department and figured in item costs. 
The secondary cost and other factory 
and commercial expenses are estimated 
in advance after consultation with the 
responsible executives and the primary 
(Continued on page 55) 
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STOPPING A LEAK ON 
“GIFT” ADVERTISING 


How Milwaukee financial institutions have 
banded together to eliminate an abuse that 
cuts into the new business building fund 


ERE should a bank draw the 

line in its service to the commu- 
nity? Must a bank contribute to every 
request for funds made by charitable 
organizations? Must a bank subscribe 
to full-page display advertising on pub- 
lic holidays “contributing” the space 
at the suggestion of the newspapers? 

These are problems which the leading 
financial institutions of Milwaukee have 
been able to solve satisfactorily in a 
co-operative association which has never 
been attempted before. 

“The group of us which is handling 
these matters co-operatively,’ says 
Ralph Hammond, publicity manager of 
the Second Ward Savings Bank of 
Milwaukee, “is officially a unit of the 
Investment Bankers Association, but 
the work we are doing is absolutely 
original with us. I know it is the first 
time that rival financial houses have 
gotten together in this manner in the 
Middle West, and it is probably the first 
time in the country. It is missionary 
work, both for the banks and the eom- 
munity. 

“The association was started here in 
Milwaukee when several of us from 
sound financial houses met to discuss 
the question of reckless and useless ad- 
advertising expenditure of the type 
described. We met informally, at 
luncheon, and asked each other the 
question whether it was part of the 
bank’s duty to subscribe to exorbitant 
advertisements and to make contribu- 
tions to any and every cause which 
makes application for help. We decided 


‘no. And we decided to band together 


in making decisions.” 

The first thing the new association 
decided to do was to cut out wasteful 
advertising that did not contribute to 
the ideas of thrift and safe investment 
which valuable banking advertising 
strives to teach. The next step was 
to inaugurate a campaign of co-oper- 
ative advertising. It is here that the 
new Milwaukee organization which, 
since its inception has become associated 
with the Investment Bankers Associa- 
tion, treads virgin soil. The nine in- 
vestment houses of Milwaukee associated 
together are advertising jointly, with a 
pro rata division of the costs (according 
to the size of the institution) in an 
effort to educate the public to caution in 
investing. The campaign is known as 
the “Get the Facts” campaign. This 
slogan appears on every one of the 
nine large display ads that have ap- 
peared so far. 

The series was opened by an adver- 
tisement on which appeared the names 
of the participating institutions. Those 
are: Thé Marshall & Illsley Bank, 
Best & Gagg, Edgar, Ricker & Co., 
Morris F. Fox & Co., Grossman, Lewis 
& Co., Henry C. Quarles & Company, 
Second Ward Securities Company, 
First Wisconsin Company, and the Na- 
tional Bank of Commerce. Below the 
names of the institutions appeared the 
appeal: “We jointly urge that, before 
investing, you GET THE FACTS.” 


ONAN 


HANDLE YOUR COIN THE LONSON WAY 


Superior to the Old Coin Bag 
HE Lonson “UTILITY” Coin Box for wrapped coin has demonstrated its 


superior qualities in over five thousand banks throughout the entire country. 
Like the Bankers, who are using them, you too will realize that the time they 


save in handling and checking your coin; the space they save in storing it; the con- 

venience they afford you combined with their durability to stand up under hard 

wear puts them way ahead of the old coin bag method. Try them in your bank. 
Lonson Coin Boxes are absolutely guaranteed to satisfy you in every respect. 


Look for the Lenson Trade Mark. 


THE LONSON UTILITY COIN BOX is for your WRAPPED Coin. 


$3.00 per dozen assorted or otherwise. 
TH LONSON DE LUXE COIN BOX 


is made with wooden nests for handling your 
; UNWRAPPED coin. Price $6.00 per dozen. 


Both are made to hold amounts and de- 
nominations as follows: 


Price 


/ No.1 Pennies $ 5.00 No.4 

** 2 Nickels 20.00 ** 5Halves.. 100.00 

** 3Dimes. 50.00 ‘* 6Dollars.. 100.00 
(Specify Utility or De Luxe) 


4) Write Us Ask Your Dealer 
Lonson Manufacturing Co. 


Peoples Bank Building = 
ST. PAUL, MINN. 2 


uarters $100.00 
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\GREAT RARITIES OF 
AMERICAN COINAGE 


(Continued from page 34) 

to enable them to bring anywhere from 
$500 each to a figure that many might 
deem a moderate degree of opulence, 
Few people, even among coin colleetors, 
have a conception of the real value of 
some of these rarities which frequently 
bring $500 or more at public sale, as 
the only means of acquiring the knowl- 
edge lies in personal attendance or pur. 
chasing a priced catalogue after the aue- 
tion, neither of which is extensively done, 

In the first place it will be necessary 
to refer briefly to the $20 gold piece of 
1849, for which dealers offer as much 
as $2,500, and the $50 pattern gold 
piece of 1877, on which there is a quota- 
tion of $5,000. There is no doubt 
concerning the rarity of either coin, 
since only a single specimen of each 
was struck, but as they both repose in 
the museum of the government mint 
they might as well be dismissed from 
further consideration. The majority of 
dealers no doubt are familiar with the 
facts, but appear to employ the coins 
as good fillers for a premium catalogue. 

Most valuable of all American coins 
which there is at times an opportunity 
to secure is the Brasher gold doubloon 
of 1787. It was struck by Ephraim 
Brasher in his silvermithing establish- 
ment in New York City and was de 
signed to meet the competition of the 
Spanish doubloon in the Atlantic coast- 
wise trade, the Spanish coinage being 
in those days the standard of value. 
This coin was at one time rather exten- 
sively employed, but few exemplars ap- 
pear to have survived. There are only 
five or six kn@jn specimens, yet there 
may be others held by those unfamiliar 
with the coin and its value. Several 
years ago, one of these coins in fine con- 
dition was sold in Philadelphia for $4,000. 

Second rarest of United States coins 
is the silver dollar of 1804. There are 
several legends as to why this dollar 
is so searce, the favorite one being that 
a vessel bearing practically all the dol- 
lars of this year was lost at sea while 
earrving the money to pay the crews 
engaged in the extermination of the 
Algerine pirates. There is nothing to 
the story. The facts are that the last 
of our earliest series of silver dollars 
were coined in 1803. A set of dies, 
however, had been made for the 
1804 issue, but they had not been used 
due to the suspension of silver dollar 
coinage. It is the custom of the 
United States government to destroy 
all the old dies at stated intervals, and 
when in later years the 1804 die was 
discovered, a few specimens were struck 
before the destruction took place. This 
is the theory accepted by most numis 
matists. Just how many of these “post- 
humous” or “restrike’ 1804 - dollars 

(Continued on page 46) 
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Here Are Dollars 
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Where Does 


He Bank ? 


That is the question today among 
business men about business men 
—a man is judged by the com- 
pany he keeps. 


Many honored names have been 
on our books through the third 
and fourth generation. 


Our resources, our facilities, our 
experience are here to perform 
every function of a bank. 


Where do you bank? 
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SHARP CORNERS 


(Continued from page 38) 
burst of speed, he got off a long eury. 
ing drive which landed out of bounds 
in a field of young clover. 

After listening to what Direetor 
Clutchbill had to say on his last effort, 
Mr. Magoon gathered his belongings to. 
gether and started for home. 

“A sympathetic and delicate nature,” 
commented Henshaw, agreeing under 
protest that Director Clutehbill should 
be allowed to finish the match. 

Director Clutehbill did that thing 
which happens once a_ season to a 
golfer; he ran down his second shot for 
a 2 from a long approach for the eighth 
green. It tied the score. 

The great moment had arrived. But 
one hole remained. The pair from the 
rival bank were silent. John encour- 
aged Director Clutchbill with a flood of 
congratulations calculated to draw to 
the surface every drop of the Director's 
fighting blood. It was Clutehbill’s drive. 
He was a bit feverish, and not a little 


dazed from the unexpected turn of 
fortune. He hitched uncertainly about 
on the teeing ground, mounted his ball, 
and struck slowly and prayerfully. The 
dirt flew. Clutehbill in his eagerness 
had overreached. He stepped nervously 
this way and that, breathing fast with a 
flush to his face. Again he struck with 


Seeking new business on our record 


THE 
. a venom that threatened his backbone. 
HEM ICAL It was a zero. Then Mr. Clutehbill un- 


NATIONAL mounted both suspenders, muttered 


brokenly to himself, and struck blindly. 
The ball hopped into a fence corner 
five rods away. 

“Tt’s no use!” he said bitterly to John. 

“You're only playing four,” reassured 
Founded 1824 a. - r 

es, but it’s under the fence,” com- 
plained the Director. 

They watched the Scotchman, solemn 
of face, as he lifted a perfect drive to 
the short ninth green. The ball rolled on 
the green and stopped two feet from 
the hole. 

CHAIN STORE RECORDS Justin M. Dall, vice-president of the Everybody stood frozen for a second 

SURPASS MAIL ORDERS Chicago Title and Trust Company, has —the ball didn’t drop into the hole, but 

been elected a member of the board of the match was won. 
G TATISTICS of operations, profits directors to succeed the late William C. Director: Clutehbill looked at = 
amd dividends confirm the Gieren- Niblack. Seotchman again and then at the sma 

tial which stock market prices have white speck on the ninth green. = = 
established between chain stores and still game although the Ferndale ne 
mail order stocks, in favor of the tional had lost the match. He wou 
former. P follow Henshaw to the old stock farm 
and congratulate him when he got the 
big account. 


BANK 


OF NEW YORK 





BROADWAY AND CHAMBERS, FACING CITY HALL 


Reports from Marienville, Pennsyl- 
vania, which was swept by a fire start- 
ing in nearby forests, are that the town 

Chain store companies went through is rapidly being rebuilt for the fourth 
war and post-war periods with constantly time. The Gold Standard National Tie chl check Queen lar co 0 
inereasing sales, profits and dividends Bank resumed business almost immedi- roed. Onee it had been a place of aris- 
while mail order houses were “out on ately, opening quarters in the Marien- ; 


i é . tocracy, fast horses and blooded Jer- 
the ea oo — laws pricked ville Hotel. seys. The house was of stone, a long, 
the bubble of inflation. 


peainene low English cottage effect, protected 

Apparently, there is only one con- Albert H. Wiggin, president of the from the little-used highway and shaded 

clusion to draw from this—that-chain Chase National Bank, New York, has by elms. Some distance away was 4 
store managements were more far-see- been elected president of the Bankers city of barns. 

ing than those of mail order organiza- Club of America to succeed the late A. When Henshaw’s car entered the 

tions in preventing huge inventories at Barton Hepburn who served as pres- winding driveway that led over = 

high prices. ident of the club since its orginazation. lawns to the honse, Director Clutehbil 
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was not far behind, and his car’s radia- 
tor was almost touching Henshaw’s 
spare shoe on its hanger when every- 
thing came to a halt. 

Sitting stiffly erect, with his Stone- 
wall Jackson goatee at outraged atten- 
tion, Director Clutchbill watched Hen- 
shaw’s eager footsteps across the inter- 
yening stretch of lawn as the latter 
essayed to pick the plum for the Lime- 
stone Trust. 


Henshaw’s summons at the door 
brought a lady, very gracious , and 
eharming—and_ business-like. 

Mr. Henshaw bowed as far as his 
barrel-like waist line allowed, made 
known his name, and hoped he might 
be favored with an interview with the 
new proprietor. 

The lady seemed a bit confused. “Is 
there a Mr. Clutchbill connected with 
your bank?” she inquired with shining 
eyes that were fast filling with tears. 

Out on the rear seat, Director Clutch- 
bill leaped from the car and almost ran 
across the lawn. “My name is Clutch- 
bill,” he stated as he danced up on the 
poreh. 

“Ts this Mr. Clutchbill who sent the 
flowers from the greenhouse?” the lady 
inquired eargerly. 

Director Clutchbill removed his hat 
and executed a Prince Albert bow. Hen- 
shaw glared at him. 

“They were so appropriate with the 
“Welcome to our City” worked into the 
piecee—we sent them right away 
they will get there for the funeral. 
How did you know uncle Jasper passed 
out?” she asked in a low, sweet voice. 

Director Clutchbill’s jaw dropped in 
astonishment, but his diplomacy came 
instantly to the front. He bowed 
silently. 

“It was good of you to send them 
with your card and that of the Fern- 
dale National Bank,’ she breathed. 
“Uncle Jasper willed us—” she stepped 
to Director Clutechbill’s side. 

Clutehbill bent his good ear close. 
“—five hundred dollars. It will help 
pay for the farm,” she whispered. 

Both of Henshaw’s ears had pointed 
forward but they had not registered. 

“How much did she say?” he asked 
anxiously as he hurried along beside 
Clutehbill back to the car. 


“Fifty thousand,” modestly said Mr. 
Clutehbill, pulling his hat down over his 
eyes, and calling on his driver for speed. 


First National, Chicago, Renews 
~ Charter 

The First National Bank of Chicago 
just secured a twenty-year renewal 
of its charter taken out July 1, 1863, 
by Edmund Aiken, a private banker, 
who was president until his death in 
1867, when he was succeeded by Samuel 
M. Nickerson until 1891 and again from 
1897 to 1900, the gap being filled by 
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SERVICE 


The element of service in the ab- 
stract may be over emphasized in 
advertising for bank accounts: up 


to a certain point 


66 Ly 
seTvice 1S 


pretty generally standardized. 


Some of the distinctive service ad- 
vantages at the disposal of our cor- 


respondents are: 


A twenty-four-hour Transit 


Department. 


Private telephone wires to 
New York and to the local 
telegraph office. 


No charge for telegraphic 
transfers of funds. 


Direct collection service. 


All items, cash and _ collec- 
tion, wherever payable in the 
United States, received at par. 


PHILADELPHIA 
NATIONAL 


PHILADELPHIA, PA., 


Lyman J. Gage, who resigned to be 
Secretary of the Treasury. James B. 
Forgan held the reins from 1900 to 
1916, when he accepted the chairman- 
ship and was succeeded by Frank O. 
Wetmore, who came up from the ranks, 
and whose successful administration 
during the war and_ reconstruction 
periods proved him worthy of his distin- 
guished predecessors. 

The Forgan family has for many 
years been conspicuous in Chicago 


banking and is now branching out. 


Robert Forgan resigned as president 
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of the West Town State Bank of 
Chicago to become assistant to vice- 
president McLueas of the National City, 
New York, in charge of its business in 
Iilinois, Wisconsin, Minnesota, Montana 
and the Dakotas. Forgan was recently 
taken off a train at Omaha and immedi- 
ately operated on for appendicitis and 
had to- undergo two subsequent opera- 
tions for other ailments, but he is re- 
ported “feeling good again.” McLucas, 
by the way, was president of the Com- 
merce Trust, of Kansas City.—Boston 
News Bureau. 
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GREAT RARITIES OF 
AMERICAN COINAGE 


(Continued from page 42) 

were made is not definitely known, but 
the number was very small. There are 
not more than a half a dozen known 
specimens in existence, but there still 
may be some unaccounted for. Any 
one discovering an 1804 dollar, how- 
ever, should not be too enthusiastic 
until its genuineness is verified, for there 
are quite a number of spurious 1804 
dollars floating about, usually 1801 dol- 
lars on which the date has been changed. 
Numismatists can readily detect the 
spurious piece due to the position of the 
stars in relation to other portions of the 
coin. One of the last 1804 dollars to 
be offered at auction sold at $2,500, the 
coin being catalouged only as very 
good; that is, it showed considerable 
evidence of wear. The sale took place 
on May 17 last, the dollar being in- 
cluded in the collection of the Hon. 
James H. Manning, a banker and also 
twice mayor of Albany, N. Y. Mr. Man- 
ning is the son of Daniel Manning, sec- 
retary of the treasury in the first 
cabinet of President Cleveland. In 
uncireulated condition the dollar of 
1804 has a record of $3,500. 

Next in rarity probably is the privately 
issued $25 gold piece of Templeton 
Reid, one of the first assayers in the 
California gold fields. The coin bears 
the date 1849. The $10 Reid issue 
of the same year also is very rare, as 
is the $10 piece which the same assayer 
struck in 1830 when operating in the 
Georgia fields. Seldom do any of the 
Templeton Reid coins find their way 
into, the market place, and there are 
many numismatists who believe the $25 
piece would break all records for an 
American coin should one of them find 
its way into a public auction at the 
present time. Dealers offer $1,000 for 
the $25 piece, $500 for the $10 Cali- 
fornia issue, and $330 for that of Geor- 
gia, but these figures can be taken only 
as a slight indication of their true numis- 
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matie value. There is a_ possibility 
there may be a few of these Reid pieces 
which so far have not found their way 
into numismatie collections, the most 
probable places of such discovery being 
California, Georgia and North Carolina. 

Among the regular issues of United 
States half eagles or $5 gold pieces 
there are several dates which are entitled 
to an excessively rare classification, and 
it is in these coins especially that future 
discoveries may be made which will well 
reward the finder. This hope finds en- 
couragement owing to the small ap- 
parent survivorship as compared to the 
number originally struck by the govern- 
ment. Most of these $5 rarities so 
seldom find their way into a sale, that 
it probably will be best to take the 
dealers’ highest offers and draw our de- 
ductions accordingly. First and fore- 
most is the coin of 1822, on which the 
quotation is $1,500. It is excessively 
rare, and yet the mint records show that 
17,796 of. the pieces were struck. Next 
comes the date of 1815, for which $1,000 


.is offered and of which 635 were issued. 


For the coin of 1819 the offer is $350, 
with the comparatively large mintage of 
51,723, while for the date of 1829 the 
quotation is $325 and the mintage 57,- 
442. Numismatists naturally would 
have to pay prices considerably in ex- 
cess of these, whether purchasing at 
private sale or at auction under the 
competition of other collectors. 


In the United States $3 gold series 
the great rarity is the coin of 1875. 
According to mint records twenty spec- 
imens were struck in this year, of which 
about fifteen have been traced up to 
date. This coin has a record of $1,200 
at auction and $1,240 at private sale. 

The small silver half dimes, which 
were first struck in 1794 and on which 
coinage was discontinued in 1873, also 
contain one of the gems of the Amer- 
icana in the issue of 1802. There were 
13,010 of these pieces minted, but ap- 
parently few of them have survived. 
This coin has a record of $700 at auc- 
tion for a superb specimen and on sev- 


when the offerings were in very fine 
states of preservation. 


Another rare American coin is what 
is known as the Confederate half dol. 
lar of 1861. When the Confederate 
government seized the United States 
mint at New Orleans the dies for the 
regular Federal issue of 1861 half dol. 
lars came into its possession. A new 
reverse die was prepared and this was 
used in conjunction with the already 
existent obverse or face die to strike a 
few coins for the officials of the Con- 
federacy. The tradition is that not 
above four of the pieces were struck, 
Upon the recapture of the mint by the 
Union Army the Confederate die fel] 
into the hands of the troops and later 
came into the possession of a New York 
coin dealer who issued restrikes by 
shaving off the reverse of regular 
United States half dollars of 1861 and 
restamping them with the Confederate 
die. After thus striking about three 
hundred specimens the die broke and is 
now one of the exhibits in the Richmond 
(Va.) Confederate museum. Coin deal- 
ers offer as high as $500 for one of the 
original Confederate half dollars and it 
would no doubt bring considerably in 
excess of this at a public sale. The re 
struck coins sell at $10 to $12 each, and 
are readily recognized by numismatists 
through the additional operation they 
have undergone and because they are 
thinner and lighter than the originals. 


The private gold issues of Califernia 
contain quite a number of issues for 
whiea wealthy numismatists readily 
would part with $500 or more. There 
are, for instance, the 1855 $50 pieces 
of Kellogg & Co., and the $50 oblong 
gold ingots of F. D. Kohler bearing th 
date 1850, the $10 coins of the Pacific 
Company and the Cincinnati Mining 
and Trading Company bearing date 
1849, also those of J. S. Ormsby, which 
are undated but probably also were is- 
sued in 1849, and the Dubosq & (Co, 
mintage of 1850. Among the $5 coins 
are those of the Pacifie Company and 
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eral occasions has brought over $600 


(REGERSON BROTHERS 


CERTIFIED PUBLIC ACCOUNTANTS 
INCOME TAX. CONSULTANTS 


We specialize on Income Tax work for Banks and Trust Companies 


OMAHA NATIONAL BANK BLDG., OMAHA, NEBRASKA 
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ANDREW JAY FRAME 


CHAIRMAN OF THE BOARD, THE WAUKESHA NATIONAL BANK, WAUKESHA, WIS. 


» 


If stability in banking is to maintain, and if general stability 
is to become the rule in all material progress, then large enter- 
prises especially desiring credit should furnish to creditogs or 
banks, say annually, at least, a certified audit made by some 
competent, fearless and honest expert in the audit line. 


This statement seems to me a fundamental to ensure solid 
human progress, because it gives the best known enlightenment, 
next to judgment of men, as to whether solvency reigns or an 
over-expanded condition of the débtor exists. 


Published in the interest of Better Business 


8Y ERNST & ERNST 
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A NEW SCHEDULE OF FEES 
FOR TRUST COMPANIES 


(Continued from page 40) 

Not exceeding 500 $ 50 
Over $ 500, 750 75 
~ 750 1,000 100 
,000 2,000 150 

2,000 3,500 200 

3,500 5,000 250 

5,000 “ 7,500 300 

7,500 “ = 10,000 350 

and 2 per cent of all amounts of principal 
exceeding $10,000. 

(a) Other Charges: 
expenses, and 
Stamps, extra. 

(b) Where the trust deed provides that it se- 
cures additional loans, for certification of 
the notes evidencing same, a charge. of $1.00 
for each note should be made. 

(c) SpecraL SERVICE: Extra, according to ser- 
vice rendered. 

Note: The charges in this Schedule do not 
include any attorneys’ fees in connection 
with the establishment or maintenance of the 
trust. 

For fuller explanatien of charges, see notes 
following Schedules. 


SCHEDULE FIVE 
Court TRUSTS 

(Such as Trusts Created by Wills, Appointment 

or Court Decree. Fees for Administration of 

Estates not Scheduled, Where Fees Are Fixed 

by Law There Should Be no Deviation from 

Legal Rate, Except Where Extraordinary Ser- 

vices Are Performed, and in Such Cases Extra 

Compensation Should Be Requested as May Be 

Proper. 

1. ANNUAL FEE: 

Where the property is mixed property % 
of 1 per cent of the appraised value. Mini- 
mum, $25.00. Where principally cash or 
securities, 3/5 of 1 per cent of appraised 
value. Minimum, $15.00. . Annual fee to 
be prorated for fractional parts of years. 

(a) Partial Distribution of Property and Funds 
Before Closing Trust % of 1 per cent of 
amount distributed. 

Note: This fee includes service for Preparing 
Annual and Special Reports to Court; Pre- 
paring and Executing Conveyances, Leases, 
etc.; Paying Taxes and Assessments; Col- 
lection of Interest, Rents and other Income; 
Investing Funds; Suverintending and 
Making Repairs to Real Fstate. 

Note: Brokers’ fees extra. 

2. CLOSING OR DISTRIBUTION FEE: 

% of 1 per cent of appraised value of prop- 
erty distributed. Minimum, $25.00. 

Note: Charities free, if desired. 

Note: The charges in this Schedule do not 
include any attorneys’ fees in connection 
with the establishment or maintenance of 
the trust or for court appearances. 

For fuller explanation of charges, see notes 
following Schedules. 


SCHEDULE SIX 

Hotpinac CasSH AND SECURITIES, 
witH REAL AND PERSONAL 

LiIvInG PERSON 
i(Under Voluntary Trust, to Manage, Oonvert, 

‘Invest, Re-invest and to Collect and Distribute 

the Income Thereof.) 

(Common form of living or voluntary trust of 

Miaed Properties.) 

1. ACCEPTANCE FEE: 

1/10 of 1 per cent of market value of trust 
property. Minimum: If material part of 
trust property be improved, $20.00; if trust 
property be unimproved, $10.00; if prin- 
cipally cash and securities, $10.00. 
ANNUAL FEE: . 
%of 1 per cent of market value of mixed 
trust property. Minimum: If material part 
of trust property be improved. $25.00; if 
material part of trust property be unim- 
proved, $15.00. If practically all of trust 
property is cash and securities, annual fee 
is 3/5 of 1 per cent per annum of value of 
trust property, with minimum of $10.00. 
Annual fee to be prorated for fractional 
parts of years. 

Note: This fee includes services for making In- 
vestments, Paying Taxes and Assessments; 
Collection of Interest, Rents and Other In- 
come; Superintending and Making Repairs 
to Real Estate. 

(a) Partial Distribution of Principal 
Close of Trust: % of 1 per cent of amount 
distributed. (See closing fee.) 

(b) Executing Leases and Partial Conveyances; 
$2.50 each and up. 

Note: Other charges should be made according 
to service rendered. 

Note: Brokers’ fees extra. 


3. CLOSING OR DISTRIBUTION FEE: 
1/20 of 1 per cent of market value of prop- 
erty conveyed or distributed. Minimum, 
$15.00, while trustor is living; thereafter 
1 per cent of the value of trust property. 
Minimum, $50.00. 

Note: Charities free, if desired. 

Note: The Charges in this Schedule do not 
include any attorneys’ fees in connection 


not exceeding 


Advertising and posting 
United States Revenue 
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with the 
the trust. 
For fuller explanation of 
notes following Schedules. 


SCHEDULE SEVEN 
TRUSTEE UNDER CORPORATE Bonp IssuE 
1. ACCEPTANCE FEE: 
1/10 of 1 per cent of amount of authorized 
issue. Minimum, $100.00. For issues over 
$1,000,000 this percentage should be re- 
duced at the ratio of a 10 per cent less 
charge for each $1,000,000 or fraction there- 
of-than charged on the preceding $1,000,- 
000, but this progressive reduction shall not 
in any event reduce the acceptance fee below 
1/20 of 1 per cent of the authorized issue. 

2. ANNUAL FEE: 

1/20 of 1 per cent of amount of authorized 
issue (exclusive of bonds previously retired) . 
Minimum, $50.00. Annual fee to be pro- 
rated for fractional parts of years. Where 
issue is over $1,000,000 this percentage 
should be decreased at the same ratio as 
the acceptance fee. 

(a) Partial Releases: If release clause with 
Schedule, $5.00 and up. If no release 
clause with Schedule, $15,00 and up. Ap- 
praisers’ fees extra. 

(b) Receiving and Disbursing Release Funds: 
Redemption of Bonds before maturity and 
Handling Sinking Fund Moneys and Re- 
tiring Bonds; Payment of principal as it 
matures; 1/5 of 1 per cent and advertis- 
ing costs. Minimum, $10,00. 

(c) Payment of Interest Coupons: ly 
per cent of amount disbursed; 
Agent, % of 1 per cent. 

(d) Holding and caring for insurance: 
ered in annual fee. 

3. CERTIFICATION OF BONDS: 
50c. per bond. (Or, at option the follow- 
ing) $1,000 bonds, $1.00 each; $500 bonds, 
50c. each; and $100 bonds, 25c. each. 

(a) Registration of Bonds: 50c. each, includ- 
ing cancellation of registration. Where can- 
cellation of or re-registration involves ex- 
amination of Probate or other Court Pro- 
ceeding, extra charge should be made. 

4. RECONVEYANCE, CANCELLATION OR 
CLOSING FEE: 

1/40 of 1 per cent of amount of authorized 
issue (exclusive of bonds previously retired). 
Minimum, $50.00. 

Cremation of Bonds and Coupons: Included in 
reconveyance fee if all cremated at one time: 
if in ‘installments, charge extra as work de- 
mands. If coupons are detached a charge 
of %c. each should be made. 

. RECEIVING AND DISBURSING FUNDS 
FROM SALE OF BONDS UNDER ORDER 
OF COMMISSIONER OF CORPORA- 
TIONS. PUBLIC SERVICE COMMIS- 
SIONER, ete.: 

1 per cent to 2 per cent of amount received 
and disbursed. 

Note: If proceedings are wnder jurisdiction of 
Bank Superintendent, Corporation Commis- 
sioner, or other public body or officer, extra 
charge should: be- made to cover examination 
of and to comply with requirements of these 
departments. 

Note: The charges in this Schedule do not in- 
clude any atterneys’ fees in connection with 
the establishment or maintenance of the 
trust. 

For fuller explanation of charges, 
following Schedules. 
SCHEDULE EIGHT 

HoupInG TITLE TO COLLATERAL FOR INDIVI- 

DvALS oR CoRPORATIONS TO SEcuRE Note Issur 

(Does not include ordinary corpo:ate bond issue 

or ordinary deed of trust on real estate.) 

1. ACCEPTANCE FEE: 

1/10 of 1 per cent of authorized note issue. 
On issues over $1,000,000 this percentage 
should be reduced at the ratio of 10 per cent 
less charge for each $1,000,000 or frac- 
tion thereof than charged on the preceding 
$1,000,000, but this progressive reduction 
shall not in any event reduce the acceptance 
fee below 1 /20 of 1 per cent of the author- 
ized issue. 

2. ANNUAL FEE: 

Where trustee’ has duty or responsibility in 
connection with the collection and distribu- 
tion of interest or principal of the collateral, 
ordinarily 1/5 of 1 per cent of market value 
of collateral. Where collateral consists of 
1st and 2d mortgages, land contracts, etc., 
payable in installments, the fee should follow 
collection fees in Schedules 3. 

Where trustee has no duty as to collection 
of principal or interest of the collateral, 
1/40 of 1 per cent. 

Annual fee to be prorated to cover frac- 
tional parts of ‘years. Minimum, $50.00. 
Where collateral is clean first lien securities 
and over $1,000,000 in value, these per- 
centages should be reduced at the same 
ratio as the Acceptance Fee. 

(a) Partial Trust Conveyances, Assignment or 
Satisfaction; $5.00 each and up. 

(b) Receiving and Disbursing Income or other 
funds in payment of coupons or otherwise: 
% of 1 per cent. 

(c) Delivery of Sale on Default: If sale is 
made to any defaulted obligation, by court 


establishment or maintenance of 


charges, see 


of 1 
if Fiscal 


Cov- 


see notes 


proceeding or otherwise, a fee sho 
charged on the same basis as ales ale 
under trust deeds, as per Schedule 4. 
3. CERTIFICATION OF COUPON NOTEs: 
50c. per note ( or at option the following): 
$1,000 note, $1.00 each; $500 note 506. 
each; and $100 note, 25c. each. The a. 
ceptance fee is to be reduced by the amount 
the certification fee exceeds in the aggregate 
an average of 50c. per note. 
4. CLOSING FEE: 
1/40 of 1 per cent of value of colla 
hand. Minimum, $50.00. For all jean 
coupons, a charge of %c. each should be 
Note: For for oth 
ote: For fees for other services in connecti 
with note issue, see fees for similar amie 
in Schedule 7. Other charges should be 
made according to service rendered, : 
Note: The charges in this Schedule do Not 
include any attorneys’ fees in connection 
with the establishment or maintenance of 
= trust. 
or futher explanation of charges, se 
following Schedules. — 


SCHEDULE NINE 
AGENT FOR THE REGISTRATION OF Corporats 
Bonps 
(Where no trustee under Bond Issue) 

1. ACCEPTANCE FEE: 
Minimum, $100.00 to 
work, investigation, etc. 

. ANNUAL FEE: 

The trust must earn not less than $50.00 
per annum, which allows for 100 registra. 
tions. 

. REGISTRATION OF BONDS: 
25c. each, for all above 100 registrations 
per year. 

. CANCELLATION OF REGISTRATI 
RE-REGISTRATION OF BOND: oT 
Involving examination of Letters Testamen- 
tary or Court Proceedings, an additional 
charge should be made. 

(a) Other charges should be made according to 
service rendered. 

Note: The charges in this Schedule do not 
include any attorneys’ fees in connection 
with the establishment or maintenance of 
the trust. 
For fuller explanation of charges, see notes 
following Schedules. 


SCHEDULE TEN 
AGENT FOR THE REGISTRATION OF CoRPORATE 
Stock 

1. ACCEPTANCE FEE 
Minimum, $100.00 to 
work, investigation, etc. 

Note: For an additional class of stock han- 
dled for a corporation a further charge of 
50 per cent may be made. 

. ANNUAL FEE: 

The trust shall earn a minimum of $100.00 
per year, which allows for 250 certificates. 

. REGISTRATION OF STOCK CERTIFI: 
CATES: 
25c. each, 
year. 

(a) Cancellation and re-registration of Stock 
Held by Estate: 50c. each, and if exam 
ination of Court Order or Court Proceedings 
required, additional charge should be made. 
Other charges should be made according to 
service rendered. 

4. DIVIDEND DISBURSING 
See Schedule 11. 

Note: The charges in 


cover preliminary 


cover preliminary 


on all over 250 certificates per 


AGENT. 


this Schedule do no 
include any attorneys’ fees in connection 
with the establishment or maintenance of 
the trust. 

For fuller explanation of charges, see notes 
following Schedules. 


SCHEDULE ELEVEN 

AGENT FOR THE TRANSFER OF CorporRATE Stock 

1. ACCEPTANCE FEE: 
Minimum, $100.00 to 
work, investigation, etc. 

Note: For an additional class of stock handled 
for a corporation a further charge of 50 
per cent may be made. 

2. ANNUAL FEE: 

The Trust shall earn a minimum of $150.00 
per year, which allows for 100 certificates. 

Note: This includes furnishing of three lists of 
stockholders per annum. 

38. CANCELLATION AND RE-ISSUANCE OF 
CERTIFICATES: 
50c. each, for all above 100 certificates per 
year, and if examination of Court Order o 
Court Proceedings required, additional 
charges should be made. . 

(a) Other charges should be made according 
to services rendered. 

4. DIVIDEND DISBURSING AGENT: 
%of 1 per cent of amount disbursed and 
postage for each dividend, or, at option, the 
following: 

1 to 250 checks, $ 62.50 
251 “ 500 re 100.00 
501 “ 750 112.50 
751 “ 1,000 120.00 

1,001 ‘“ 2,000 200.00 
2,001 “ 3,000 250.00 


(Continued on page 50) 
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HOW more than at any 
previous time in the 
history of American 
business there is vital 
necessity for current, accurate 
and concise reports in all lines 
of industrial and mercantile 
activity. 






























The executives of any busi- 
ness should have available at all 
times reports that will reveal 
the actual condition of the busi- 
ness and the banker should 
insist on such reports as a means 
of fortifying and safeguarding 
credits. 













When the history of the last 
few years is written, it will be 
found that many business firms 
sustained heavy losses as a re- 
sult of incomplete and inaccu- 
rate methods of accounting. 








Analytical observers in finance 
and business agree that the lack 
of current fundamental infor- 
mation is responsible in a large 
degree for the mal-adjustments 













What Good Accounting 
Means to Business 









of business and, until the office 
records of every business estab- 
lishment are strengthened and 
simplified according to some 
definite plan, business will cor- 
respondingly suffer. 


The banker can render a dis- 
tinct and valuable service to 
his community and to every- 
one of his commercial customers 
by pointing out the value and 
significance of the complete cer- ° 


tified audit. 


The disinterested findings of 
the certified public accountant 
help both the banker and the 
borrower alike because they 
bring to the surface all the per- 
tinent facts relating to business 
and at the same time provide 
for systematic and _ definite 
methods of accounting 
procedure. 


We shall appreciate the dp- 
portunity of talking over with 
you or your customers the value 
of sound accounting methods. 


WOLF AND CoMPANY 


Accountants 










(FORMERLY BAKER, VAWTER & WOLF) 





NEW YORK PHILADELPHIA INDIANAPOLIS MILWAUKEE CHICAGO 
KANSAS CITY DES MOINES OKLAHOMA CITY MUSKOGEE 
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Unconscious 
Recklessness 


A banker may be firmly convinced of his con- 
servativeness, yet be, in reality, unconsciously 
reckless. He applies his knowledge and experi- 
ence to the facts at hand, of course; but, what 
of those details that are sufficiently vague as to 
dangerously expand judgment? Proceeding 
without full and complete data, he is constantly 


acquiring needless risks. 


The Lloyd-Thomas organization is engaged in 
securing accurate, scientific, disinterested in- 
formation regarding physical values for mergers, 
bond issues, stock issues, credit extension and 
invested capital purposes. 


Our insistence upon scientific accuracy in every 
detail, combined with almost incredible speed, 
has necessitated the building of a large, flexible, 
but compact organization of highly trained 


specialists. 


Composed of men who have made tne scientific 
study of values their life work, the Lloyd-Thomas 
Company is in a position to eliminate your 


“unconscious” risks. 


Strengthen your judgment and eliminate risk by 
insisting upon a Lloyd-Thomas appraisal. 


The |loyd-Thomas Co. 


RECOGNIZED AUTHORITIES OF PHYSICAL VALUES 


1128 Wilson Ave., Chicago 


Cleveland 
Milwaukee 
Toronto 
Des Moines 


Cincinnati 


Buffalo 


Lake Shore Trust’s New Home 

The Lake Shore Trust & Savings 
Bank of Chicago, Illinois has moved 
into its handsome new home on Michigan 
boulevard. The building is four stories 
high. The bank premises, occupying 
the entire ground floor, were designed 
by Weary & Alford of Chicago and are 
replete with every modern device to 
facilitate banking operations. 

Spanish Rennaissance in design—the 
strong simplicity of the interior is 
enhanced by the refined elegance of the 
woodwork. Beautifully carved ,and 
executed in exquisite polychrome on 
American walnut, it blends in quiet 
harmony into the imposing high walls 
of ashlar stone. 


ee 
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75 Fulton St., New York 
Detroit 
Pittsburgh 


Minneapolis 


Kansas City 
Oklahoma City 


A one-story addition will be built to 
the Bank of East Aurora building, East 
Aurora, New York. It will be of brick 
and limestone, fire proof. 


Plans have been made for a $200,000 
building to house the Citizens National 
Bank, Baltimore, Maryland. It will be 
two stories high with basement. 


A two-story building will be built for 
the Artisans Savings Bank, Wilming- 
ton, Delaware. Contracts have been let. 


Architects are taking bids on con- 
tracts for the new building of the Citi- 


zens Bank, Norfolk, Virginia. It will 


be one story high. 


A NEW SCHEDULE OF FEES 
FOR TRUST COMPANIES 


(Continued from page 48) 
All checks over this latter number 7%¢, 
per check, and postage. 

Note: The charges in this Schedule do not 
include any attorneys’ fees in connection 
with the establishment or maintenance of 
the trust. 

For fuller explanation of charges, see notes 
following Schedules. 


SCHEDULE TWELVE 

AGENCIES AND ATTORNEY IN Fact—Genegray 

AND SPECIAL 

(A) AGENCIES INVOLVING HANDLING 

OF REAL AND PERSONAL PROPERTY 

(Not Funds or Securities). 

1. ACCEPTANCE FEE: 

1/10 of 1 per cent of market value of pro 
perty in agency. Minimum, $10.00. 

2. ANNUAL FEE: 

1/3 to % of 1 per cent of value of property 
in agency, according to estimated work and 
responsibility prorated to cover fractional 
parts of years. Minimum, $15.00. 

Note: This fee includes services for Manag. 
ing Real and Personal Estate, Payment of 
Taxes, Insurance Matters, Repairs, etc.; Col- 
lection and Disbursement of Rents and 
Other Income. 

8. CLOSING FEE: 

1/20 of 1 per cent of market value of pro- 
perty. Minimum, $10.00. 

Note: The charges in this Schedule do not 
include any attorneys’ fees in connection 
with the establishment or maintenance of the 
agency. 

MISCELLANEOUS ITEMS 

Escrow Deposits Involving Receipt and Safe- 

guarding of Funds and Securities and the safe 

Delivery of Same: 

ANNUAL FEES Where securities are held, 
annual fee of 1/20 of 1 per cent of the par 
value of the principal amount of securi- 
ties held, with a minimum charge of $10.00 
per year. 

Larger fees may be charged. where services 
rendered and responsibility assumed justify 


it. 
Where Deed or Securities are Delivered and 
money collected and disbursed, fee should be 
1/10 of 1 per cent of the purchase price. 
Depositary of Securities Involving Receipt, 
Holding and Safeguarding of Securities De- 
posited, Collecting Interest and Dividends, Dis- 
bursing Income, etc.: 
ANNUAL FEES % of 1 per cent of thé par 
value of principal amount of bonds held, and 
% of 1 per cent of the par value of shares 
of stock held. Minimum annual fee, $15.00. 
Trustee Under Lease or Trustee Under a Trust 
Agreement in Connection with a Lease Involv- 
ing Holding and Oollecting Insurance Policies, 
Holding Collateral and Also Special Service in 
Case of Default: 
ANNUAL FEE: Minimum, $25.00 and spe 
cial fees for any services in case of default 
or otherwise. 
Where Collateral Is Held, annual fee of 
1/20 of 1 per cent of the par value of se 
curities. Minimum annual fee, $25.00. 
Where Insurance Policies Are Held, an- 
nual charge of 1/20 of 1 per cent of the 
amount of insurance held up to $500,000 and 
where the amount of insurance exceeds 
$500,000 this rate may be decreased. Mini- 
mum annual charge, $25.00. 
Where Proceeds of Fire Insurance Are Col- 
lected and Disbursed, minimum fee 1 per 
eent of the amount disbursed. . 
Trustee for Corporation in Liquidation and for 
the Organization and Reoragnization of Cor- 
porations, Depository for Syndicates, etc.: 
ACCEPTANCE FEE: Not fixed. Special fees 
to be charged for this service in proportion 
to the amount of work involved and respon- 
sibility assumed, such fees to be fixed with 
reference to each particular case. 
If Securities Are to Be Held, an annual 
fee should be charged as in other instances 
at the rate of 1/20 of 1 per cent of the par 
value of such securities. 
If negotiable Interim Receipts or Other Cer- 
tificates of Deposit are to be issued and 
transferred same fees for such services are 
to be charged as for the issuance and trant 
fer of certificates of stock, as set out in 
Schedule No. 11. 
Trustee Under Indenture of Trust Covering 
Life Insurance: ’ 
(a) Where Life Insurance is Deposited under 
Indenture of trust, with only duty im 
upon the trustee to collect insurance, Pay 
inheritance and other taxes, and to distribute 
the fund then remaining to certain bene 
ficiaries. 
AccEPTANCE Fees Minimum, $10.00. 4 
Commission of 2 per cent upon disburse 
ments of the fund, either principal or income. 
(b) Where a Trust of This Kind is crea 
with active duties imposed upon the trustee 
not only to collect the insurance and pay = 
heritance taxes, but to invest the fund, i 
lect the income, and distribute income 4” 
principal: 
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ACCEPTANCE FRE: Minimum, $10.00. A 
commission of 3/5 of 1 per cent upon the 
market value of principal to be made annu- 
‘ally, and the closing fee the same as Schedule 
6. 


NOTES 

ACCEPTANCE FEE: Raed . 
This is a fee to cover preliminary negotia- 
tions, consultations with principals, agents 
and ‘attorneys, investigation of the contem- 
plated proposition and trust assets, personal 
examination of real estate and examination 
of the necessary documents and papers to 
institute the trust and place all matters in 
condition to begin to administer the trust. 
It is not a part of the first annual fee. 

ANNUAL FEE . 
This fee embraces all ordinary services in 
connection with the administration of the 
trust, not otherwise indicated in the sched- 
ules. It includes the ordinary management 
of the trust property, the usual accounting 
involved, together with the usual periodical 
statements to beneficiaries. It likewise cov- 
ers consultations, correspondence, postage, 
ordinary supplies, returns for tax assess- 
ments, and all dealings with the public and 
public officials. It should be prorated for 
fractional parts of years and is independent 
of the Acceptance and Closing Fee. Extra- 
ordinary services are not included in Annual 
Fee and should be charged extra. 

CLosInG FEES 
This fee covers all the usual services of the 
Trustee involved in terminating the trust, in- 
eluding the distribution of the assets of the 
trust to those entitled. In case of the death 
of one or more of the trustors or benefi- 
ciaries prior to closing the trust it involves 
the necessary examination of Court Proceed- 
ings, proofs or other data to determine who 
are the legal distributees. 

ATTORNEY FEES: 
These schedules contemplate the fees which 
inure solely to the trust company and are 
computed to be such fees as are fair and 
equitable to the public and reasonably re- 
munerative to the company, based on the 
assumption that the trust company is to 
render complete and efficient service. They 
do not include fees of attorneys, whether 
such attorney be the attorney of the trust 
company, the attorney of the trustor or the 
attorney of the beneficiaries. No attempt 
is herein made, or should be made, to en- 
croach upon the proper and legitimate field 
of the lawyer. 
All reasonable fees of attorneys, whether for 
services in litigation, in preparing documents, 
or giving legal counsel, should be allowed, 
charged and paid them, independent of the 
fees set forth in the schedules. The trust 
company should fully co-operate with the 
attorney and endeavor to protect him in 
every particular. 

BROKERS’ FEES: 
Where brokers are employed by the trustee 
to buy or sell stocks, bonds, real or personal 
property, the ordinary fees of such brokers 
are in addition to the fees set forth in the 
schedules. 

FLAT FEES: 
Where it may seem advisable or necessary 
to quote a given amount of compensation 
for all of the services to be rendered in a 
particular trust, this can be readily done 
by computing the total of all of the fees 
estimated to be received under the schedule. 
Some trust companies compute the total 
estimated earnings of the trust and divide 
the same by the number of years the trust 


a” run and quote the result as an annual 
ee. 
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Two of our Large Downtown Offices 
MARINE 
TRUST COMPANY 


OF BUFFALO 


Elliott C. McDougal, President 






































Nineteen Offices 
























Capital and Surplus, $17,000,000.00 














































to Serve Commerce 


at Home and Abroad 
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Bids on general contracts for the new 
home of the North Ward National 
Bank, Newark, New Jersey will be 


taken about June 1. Plans have been 
submitted. 





Trust Depattment 
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Bids h 4 | 
ave been taken on a two story Safe Deposit Vaults | 
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Tear addition to be made to the Mer- 
chants Bank Jersey City, New Jersey. 
It will be of brick and stone. 
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Alterations and remodeling to cost 
$400,000 have been started on the build- a WA 
ing of the Riggs National Bank, Wash- le 
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Contract has been let for the new 
building to house the Citizens Bank and 


a Company, Concord, North Caro- 
na. 


214 Broadway 
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REACHING OUT FOR NEW ACCOUNTS 
THAT ARE PROFITABLE 


How a St. Louis bank, by enlisting employes 
in a simple contest plan, brought in large volume 
of attractive business to various departments 


By J. VINCENT CORRIGAN 


Director of New Business, Liberty Central Trust Co., St. Louis, Mo. 


HE employes’ new business contest 

of the Liberty Central Trust of 
St. Louis, which was brought to a 
close recently with more than ‘three 
thousand new accounts, ranks as one of 
the most successful contests of its kind 
ever conducted—especially as to the per 
capita business secured by each employe 
—which amounted to approximately 
$5,000 or a total for the contest of some- 
thing like $800,000 worth of new bus- 
iness in three months. 

New business contests have been rec- 
ognized as a leading factor in securing 
new accounts. In fact, I believe there 
are but few banks that have not already 
conducted a contest of their own and 
in nearly every case it is found that 
the contest has been profitable. 

A description of the methods used in 
this St. Louis bank may offer helpful 
suggestions to all banks. 

The purpose of the contest as ex- 
pressed by J. L. Johnston, president 
of the bank, in opening announce- 
ment to the employes, read as follows: 

“It has been felt for a long time that in an 
institution such as ours, having for its primary 
object the sale of financial services, bonds, safe 
deposit boxes, etc., that something shou!d be 
done to bring those employees not in the new 
business department in closer touch with the 
vital essentials of our business. 


“To bring about this condition, it has been 
decided to inaugurate this new business contest, 


which should promote closer co-operation among 
the workers in all departments, add to their 
value to the bank by familiarizing them with 
the services offered by our institutions, increase 
our customers, determine the selling ability of 
the individuals in our organization, and in 
return, give them a substantial recognition for 
the work that they may do.” 
BUSINESS TO BE SECURED 

Savings Accounts of $5.00 and over. 

Certificates of Deposit of $50.00 and over. 

Safe Deposit Boxes—$5 and up. 

Bonds Sales $100 and over. 

Checking Accounts—$200 and up. 


The contest opened on December 16, 
and was brought to a close on April 5, 
making a period of a little more than 
three and one-half months. During 
this time a total of 3,023 accounts were 
secured or an average of almost 1,000 
accounts per month. 

The contest was conducted on a point 
basis and scores were established as 
follows: 


Points 
Each new savings account of $5.00 or over 100 
For each $5 excess 
Savings accounts under $5............. 10 
Certificates of Deposit—$50 100 
a er ee 1 
$5.00 Safe Deposit Boxes.............. 100 
7.50 Safe Deposit Boxes additional 5 
10.60 Safe Deposit Boxes...... additional 10 
Each new Bond Customer—ist $100.... 
Each $100 additional—to count 
New Checking accounts, first $200 
Each additional $100 


Points were paid for on the following 
basis: 
Per point 
ee Se eee rere Mec 
1,000 points up to 5,000 points.......... wee 


5,000 points up to 15,000 points.......... %e 
15,000 points and over 


ORLD-WIDE distributors of high-grade 
securities: Bonds, Short Term Notes and Ac- 


ceptances. 
leading cities. 


Correspondent Offices in more than 50 


Bankers of this section are invited to use National 
City Company service through one of our following 
conveniently located correspondent offices. 


CHICAGO 
SAN FRANCISCO 
MONTREAL 


BOSTON 


LONDON 


PHILADELPHIA 
NEW ORLEANS 


TOKIO 


Introduction cards and record ecards 
were furnishd to the employes to help 
them secure new business to keep track 
of their own score. 

Letters were provided, which were 
mailed out by the publicity department. 
All the contestant had to do was to 
hand in a list of his or her frineds and 
the rest of the matter was handled sys. 
tematieally. 

A copy of letter number one is re- 
printed below: 


“Dear Charlie: 

“The Liberty Central 
which I am a member, 
Business Contest. 

“There are sO many services that we render 
here at the bank that it occurred to me you 
might be a good prospect for at least one of our 
departments. For instance: 

“You can open a Savings Account—some 
thing that every one needs—for as little as $5. 

“You can purchase a Certificate of Deposit 
paying 4 per cent interest, for $50 and upward. 

“You can rent a Safe Deposit Box in our 
brand new, modern safe deposit vault for $5 
a year. 

*"You can buy a high-grade bond for $100 and 
upward, paying from 6 per cent to 7 per cent 
interest. 

“Naturally I am anxious to make a good 
showing in the contest, and if you can see your 
way clear to help me you may be more than 
sure that I will appreciate it. te 

“IT am enclosing an introduction card, which, 
in the event that I am not in when you call, 
merely present to the proper department, and 
I will receive credit in full. 

Cordially yours,” 

Following this, a second letter was 
sent to the employes’ friends over the 
signature of the President. This letter 
read as follows: 

“Dear Mr. Jones: 

“I have just been advised by Mr. Blood 
that he has written you previously soliciting 
your account in connection with our ‘New 
Business Contest.’ 

‘The results of the contest for the past 
month have been quite remarkable. The 
employes who have already participated in 
the contest amd such other employes as may 
participate, are entitled to the compliments 
of the company. 

“TI want > a you that we would 
quite happy to have you as a customer 
any our departments, viz: Savings, Chee ~ 
Certificate of Deposit, Trast, Bond and Safe 
Deposit. , 

“Incidentally, I want to take this oppor 
tunity of inviting you to come in and in- 
speet our new banking rooms. 

Cordially yours, 


Throughout the contest weekly bul- 
letins were issued commenting on the 
standing of employes in the contest and 
pointing out new ways of securing busl- 
ness. 

One week of the contest was des 
ignated as “President’s Week.” The 
bulletin issued on this occasion read 8s 
follows: 


“On Saturday, January 21st, the officers ” 
directors are giving a dinner in honor of Mr. 
Johnston. In this connection it occurred to. a 
New Business Contest Committee that it mig! 
be appropriate to designate the week of January 
16th to 20th, as “President’s Week. 

“Remember this—at the dinner an honorary 
list of those who have scored, showing the num 


Trust Company of 
is putting on a New 
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ber of new accounts secured and the number of 
points to their credit, will be read. 

“In other words, the results shown during 
the week will be considered a direct tribute 
and compliment to our President. 

“We hope particularly, that those who have 
not scored will not let this opportunity pass 
without doing their share.” 


A total of 209 new accounts were 
secured during the week by 120 em- 
ployes, many of whom had not scored 
previously in the contest. 

At a time, as in all contests, when re- 
sults began to slow up, the committee 
injected renewed enthusiasm into it 
by doubling the initial number of points 
for new accounts. 

In other words, whereas a $25 sav- 
ings account was worth 104 points, 
under the increased point basis it was 
worth 208. 

As soon as this was announced, the 
score took a sharp leap forward. It 
proved that it was good business and it 
was continued until the end of the 
contest. 

Out of a total of sligthly less than two 
hundred employes, 166 scored or better 
than 80 per cent of the employes of 
the institution. 

When the results were analyzed, it was 
found that new business had _ been 
produced as follows: 


No. of Average 
Accts. Amount Amount 
Bond Sales Gio ak 152 $245,420.22 $1,614.61 


ing Accounts 290 299,448.80 1,031.00 
Cert. of Deposit 152 102,044.57 671.00 
Savings Accounts 1,957 146,212.51 74.71 
Safe Deposit Bxs. 472 2,672.50 5.66 








3,023 $795,798.60 $ 263.24 
But most remarkable of all is the fact 


that the average initial deposit of sav- 
ings accounts amounted to almost $75.00 
or a total in the 1,957 savings accounts 
of $146,212.51. <A total of 478 safe 
deposit boxes were rented through the 
contest. 

The star performer of the contest 
was George P. McAndrew, a paying 
and receiving teller, who, by taking ad- 
vantage of his friends and customers 
at the window, secured a total of 400 
hew accounts, approximating $43,738.00 
worth of business. Of these 285 were 
savings accounts, 47 checking 2 bonds, 
ll certificates of deposit and 55 safe 
deposit. 

But Mr. McAndrew was not alone in 
the efforts shown by the employes in 
volume of business. He was closely 
seeonded by Karl Miller, who, although 
securing only 243 accounts, exceeded 
MeAndrew’s total volume of business by 
$100. Of the 243 accounts secured by 
Miller, 191 were savings, amounting to 
$9870.00, and 14 safe deposit boxes. 

Distribution of awards was made at 
the annual banquet and election of of- 
fers and governors of the Liberty 
Central Club—composed of the officers 
ad employes of the Trust Company. 

commenting on the results of the 


and employes contest, President Johnston . 


sid among other things: 


is a fine example of sustained and intel- 
effort. Its complete success throws into 
the fine, resourceful personnel which 
the nucleus of Liberty Central service. 
Officers and directors of the Liberty, Central 
pany are indeed exceedingly preud 
the fine men and women of the organization.” 
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Working With You 


The First Wisconsin is the bank to represent 

you in Milwaukee and throughout the Wis- 

consin district. The bankers and business 

men .of this prosperous section are partners 

with us in the upbuilding of the upper Middle 

West. We invite those seeking to establish 

business contacts in our territory to do so’ 
through this bank. 


FIRST WISCONSIN 
NATIONAL BANK 
Milwaukee 


Capital, Surplus and Undivided 
Profits Ten Million Dollars. 


_ Confidence! 


FOR one half a century, the Old National of Grand 
Rapids, Mich., has enjoyed to an unusual degree 
the confidence of banks. 


Such confidence can be traced to one factor— 
Sound Progressive Banking. 


THE OLD N&ARRONAL BANK 


GRAND RAPIDS . MICHIGAN 















































































TRANSFERRING FUNDS 
WITH SPEED 


























ONEY-changing in these 

days consists in making 
funds available for use at any 
place they are needed in the 
shortest possible time. Thou- 
sands of correspondent banks, 
accustomed through years of 
banking intercourse to doing 
business with the Continental 
and Commercial, make it possible 
for us to transfer funds by wire to 
very remote points without delay. 
























































Banks are cordially invited to 


investigate and test this service. 























The CONTINENTAL and 
COMMERCIAL 


BANKS 


CHICAGO 
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A BANK BUILT ON 
FOREIGN EXCHANGE 


(Continued from page 19) 
mouth type. The foreigners who like 
the treatment and service they get at 
the Steneck Trust Company tell their 
friends about it. Some newspaper ad- 
vertising is done, however, and the ad- 
vertisements in the German language 
papers have brought appreciable re. 
sults. 

The Steneck Trust Company has an 
advertising clock out front and under. 
neath the name of the bank. “Foreign 
Exchange” appears on this. At night 
the clock is illuminated and the sign, - 
though not of the shouting type, can 
be plainly seen from the Hudson Tube 
entrance a block or so, distant. 

In the front lobby and plainly visible 
through the front window is a display 
of foreign currency and travel liter- 
ature which informs the passerby that 
foreign exchange and steamship tickets 
are dealt in. 

One interesting thing about the bank’s 
foreign exchange business is the early 
date of its establishment. The trust 
company was first organized as a 
private bank by John Steneck in 1866. 
From the very first it has done a econ- 
siderable business in foreign exchange. 
Courteousness, cordiality and good ser- 
vice have been used to develop the bus- 
iness from the start. After fifty-six 
years these methods are still the main- 
stays in holding old customers and win- 
ning new ones. 


The Romance of Radio 


Infant industries seldom seize the 
public as radio has done the past few 
months. Little boys and great manv- 
facturers are in the radio game, and 
the demand has increased 60,000 per 
cent in two years. There are always 
great hazards in a fad furore, but radio, 
with all its limitations, is likely to revo- 
lutionize entertainment. What might 


| seem to be a demand involving $30,000, 


000 might resolve itself into a demand 
involving $2,000,000 or vice versa. 

There are 600,000 receiving sets in 
the United States, 100,000 in the middle 
west, 15,000 to 25,000 in Chicago. 

“There are more bootleggers in 
the radio business than in the whisky 
business,” one dealer asserted. “People 
get hold of parts and sell them at exor- 
bitant prices. I have known a single 
tube which is regularly sold for $5 to 
bring $15. Some of these spurious 
dealers come in and try to bribe our 
clerks to get them parts.”—Wall Street 
Journal. 


A three story building with mezzanime 
floor will be built to house the Broad- 
way National Bank, Richmond, Virgina 
It- will cost $100,000. 
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A NEW SCHEDULE OF FEES 
FOR TRUST COMPANIES 


(Continued from page 41) 
(or gross) profit is estimated from mar- 
keting conditions, factory costs, and 
probable pricing policies. As each 
change in factory cost, and before each 
change in selling price goes into effect, 
a schedule is drawn up showing the 
estimated effect on revenues and “bogey” 
balance sheets. 


Surplus as shown on the big sheet, is 
the surplus of January 1, plus the esti- 
mated “tertiary revenue” (net profits) 
to date. The reserves and capital stock 
accounts remain about the same through- 
out the year. Purchase ledger payables 
are estimated from the expected pur- 
chases and average purchase terms. Divi- 
dends and taxes are pretty well known 
in advance. The payroll is estimated 
from expected production and average 
wage levels. 


This company’s fixed asset expenditures 
are budgeted in a broad way for several 
years in advance and more definitely 
scheduled at the beginning of each year. 
Charts are maintained showing the pro- 
duction on each group of facilities over 
the past twenty years, together with the 
increases in facilities as made. Idle 
time, regular daytime production, night 
production, and overtime production 
are shown separately. The long-trend 
rate of growth is considered and plans 
to build for it are made regardless of 
current market conditions. In fact the 
company aims to build when the facil- 
ities are needed least for it is at that 
time that construction costs are often 
lowest while they ‘will be fully available 
when most needed. Another graphic 
form is employed to show the company’s 
policy in this connection. 


The following is the method of figur- 
ing whether cash income or working 
capital is above or below the needs for 
the corresponding period and indicates 
any probable banking needs therein: 


Forecast. of accounts and notes re- 
eeivable from customers is made by tak- 
ing into consideration certain percent- 
ages of the estimated billings for the 
collectable period plus the entire billing 
for the months immediately preceding 
the date of the estimate. The latter are 
included entire because the statements 
for that month would not have gone out. 
The percentages are varied slightly with 
the economic cycle. 


Subtotals of liabilities and assets in- 
dude everything except cash on hand and 
the amount borrowed from the banks. 
After placing in the cash. column the 
amount desired as a safe working balance 
4 tentative figure for total assets is ob- 
tained. . If this total exceeds the sub- 
total of liabilities then the difference is 
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“Sixty: Nine Years of 
Successful Banking 


EHIND the present - Liberty 

Central Trust Company is sixty- 
nine years of steadily increasing 
growth. From a little bank at 35 
North Main Street, founded with a 
Capital of $25,000 in’1853, the insti- 
tution has grown to be one of the 
great banks of the West, with a Cap- 
ital of $3,000,000, a Surplus, of 
$1,000,000 and total Resources ap- 
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Throughout these sixty-nine years 
The Liberty Central Trust Company 
has remained with its original pur- : 

Time has not with- “¢f f 
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ered nor custom staled its growth. ry 
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entered as the amount to be borrowed 
from the banks. If the total assets are 
less then the sub-total of liabilities, that 
is taken to indicate a surplus which, if 
more than temporary, can be invested in 
securities. -If such surplus. extends 
over the year as a whole it would in- 
dicate capital available for additional 
replacements or additions to fixed as- 
sets. If needed, the cash as thus figured 
from the balance sheet figures:is checked 
up from estimated receipts and. dis- 
bursements before being accepted as a 
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final estimate. G 

The . chief statistician of this com- 
pany says of their use of budgets and 
the “bogey” balance sheet: 

“Naturally, we do not pretend that 
all of these forecasting methods are 
functioning - perfectly. but we have 
had sufficient experience with them 
to be ¢éonvinced that -some such 
methods aré’a necessary part of ‘our 
statistical control and: each year’s ex- 
perience gives us more facts upon 

which to base our plans,” 
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: SAFEGUARDING YOUR VAULTS 


600 BANK CRIMES 






IN SEVEN MONTHS 


EARLY 600 burglaries, attempted bur- 
glaries, hold-ups, forgeries and other 
crimes against banks were investigated 
under the protective activities of the 
American Bankers Association during 
the seven month period from September 
1, 1921 through March 31, 1922. These 
facts were brought out by the report of 
the Protective Committee and the Pro- 
tective Department of the Association, 
presented to the annual spring meeting 
of the exeeutive council at White Sul- 
phur Springs. 

The report said that, as a result of 
the department’s operations against 
criminals in the stated period, there 
was a total of 314 arrests. There were 
pending from arrests prior to Septem- 
ber 1, 1921, 256 cases not disposed of. 
Of the aggregate of 570 cases handled 
during the period, 282 convictions were 
secured, while those released, escaped, 
died or insane amounted to 132, leaving 
156 eases awaiting trial on March 31. 

Since September 1, 1921, the review 
stated, there have been reported to the 
committee 145 burglaries and attempted 
‘ burglaries against members of the 
American Bankers Association and 87 
against non-members. No burglaries or 
attempted burglaries were reported to 
it in the states of Arizona, Connecti- 
cut, Delaware, Florida, Kentucky, Louis- 
iana, Maine, Massachusetts, Nevada, 
New Hampshire, New Jersey, Rhode 
Island, Vermont, West Virginia and 


The Alarm 
That Leads 
Them All 


The Safety Burglar Alarm 
is safeguarding hundreds of 
banks and giving genuine 


satisfaction. 


Real protection at minimum 
costs. 


Send for Catalog 


Safety Burglar Alarm Co., Inc. 
16 Fulten St. W. GRAND RAPIDS, MICH. 


M. R. LOMBARD 
Great Northern Hotel, Chicago 
Western Representative 





the District of Columbia. Of the attacks 
on member banks of the Association, 99 
were: successful burglaries and 46 un- 
successful, while of the attacks on non- 
member banks, 56 were successful and 
31 unsuccessful. The losses sustained 
by members from burglaries were $70,- 
794.51, and by non-members, $31,657,- 
82. 
tective features of the American Bank- 
ers Association in 1895, the total re- 
ported burglaries and attempted bur- 
glaries against non-members have 
amounted to 2,056, with aggregate losses 
of $3,842,970.70; those against mem- 
bers were 1,196, with losses totaling 
$808,641.28, the report stated. 

Hold-ups involving members of the As- 
sociation since September 1, 1921, 
amounted to 58 with a loss of $261,709.- 
90, and hold-ups involving non-mem- 
bers totaled 28 with a loss of $443,972.- 
30. In the following states no hold-ups 
were reported: Alabama, Arizona, Con- 
necticut, Delaware, Florida, Georgia, 
Kentucky, Maine, Maryland, Massa- 
chusetts, Mississippi, Nevada, New 
Hampshire, New Jersey, North Caro- 
lina, Rhode Island, South Carolina, Ver- 
mont, Utah, Wyoming and the Dis- 
trict of Columbia. 

The figures relative to members of the 
association were made complete, the re- 
port pointed out, since members as a 
rule report all attacks and losses sus- 
tained, whereas non-members rarely 
make such reports. It was also pointed 
out that the figures for members covered 
22,202 banks while there are only 9,573 
non-members. 


A $50,000 bank building to house the 
built at Twelve Points, Indiana. Plans 
have been submitted. 


A contract has been awarded for the 
construction of a new bank building, 
fire proof and with three vaults, by the 
Marine Savings Bank of Marine City, 
Michigan. It is expected the new build- 
ing will be ready for occupancy on 
November 1. 


A $50,000 building will be built as 
a new home for the Watuga County 
Bank, Boone, North Carolina. The 
owners will take bids shortly. 
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Forger Posing as Bookkeeper 

The Wisconsin Bankers Association 
has sent out a warning of the activities 
of a young man who has defrauded sey- 
eral banks in the following manner: 

He secures a position as a bookkeeper 
with a firm, and after remaining there 
two or three days, never shows up 
again, but it later develops that he has 
taken from the firm’s mail several checks 
received from different customers. He 
then opens an account in banks in the 
eity and surrounding towns, increasing 
these accounts the following day with 
the deposit of the stolen checks, re- 
presenting himself as the party to 
whom the checks are made payable. In 
this way the forgery is not discovered 
until perhaps a month later, by which 
time he has withdrawn his balance and 
disapppeared. The bank is, of course, 
the loser, due to the return of the check 
with the forged endorsement. 

In Milwaukee he applied for a posi- 
tion under the name of A. F. Spoerney 
and is deseribed as follows: Age about 
27 years, 5 ft. 6 inches, smooth face, 
dark hair and weight about 140 pounds. 


Work will soon start on a new build- 
ing to house the Overbrook Bank, Phila- 
delphia, Pennsylvania. The building 
will be of limestone and brick, with 
granite interior. It will be one story 
high with mezzanine floor. 


Plans are being finished for a build- 
ing to cost about $1,000,000 to house the 
United States National Bank, Johns- 
town, Pennsylvania. It will be twelve 
stories high, with basement. The walls 
will be brick with stone trimming. 
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THAT’S THE BEST 


Bankers Automatic Alarm is oper- 
ated without Hands or Feet. It 
guards every inch of your bank, 
every minute of the night and day 
and is an untiring watchman. 


Earns the very largest discount 
rate. 


Write for circular and let us tell 
you how our system pays for itself 


BANKERS AUTOMATIC ALARM CORP. 


3029-3035 LINCOLN AVE., CHICAGO 
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Cannon Ball 
Burglar Alarm 








v- : % Installed 

i ‘Complete 
the aaa ee 

in Now with Vault Lining 
- To price includes a complete Cannon Ball 

red Burglar Alarm System with Electro Static 

a Vault Lining. A nominal extra charge is made 

= for vaults requiring more than 300 square feet of ; 
: lining or in vaults lined with Chrome Steel. 

= % Reducti 

: 50% Reduction 

il in Burglary re d 

a Premiums ssUuarantee 

with 

"” UANTITY Production and our firmly estab- 

uild- lished unvarying business policy of quick 

e the 


sales and small profits per unit make this remark- 
ably low price possible. . 


yhns- 
velve 
walls 










Ornamental Street Clock Systems 


Send for booklet showing handsome exclusive designs shown in full color. 
It is a most interesting book for all who are interested in keeping their 
bank’s name before the public. For your own protection, don’t buy any 
clock until you know all about Cannon Ball clocks and Cannon Ball Prices. 


THE CANNON BALL ALARM CO. 


Minneapolis, Minn. 


Largest Manufacturers of Self Protecting Burglar Alarm Systems in America 
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BARSHAL 


Equipment Service for Banks 


Starts right in the day the Barshal representative calls 
and stays right on the job until your boxes are rented. 


There’s a Barshal representative in your community 
who will be glad to confer with you on the various phases of Barshal Service. 


Write the BARSHAL COMPANY, Cleveland, Ohio. 





DEPOSIT BOXES 


UNIT CONSTRUCTION 


THE 


J. BAUM SAFE & LOCK CO. 


613 to 625 East Front Street 


CINCINNATI,. OHIO 


Send us your specifications and 
let us'submit our proposition. 


Let Us Serve You 


Colts Army $ T}: 
Secale , 13 _ 


Calibre .38, in fine crder, blued 
finish, double action, swing-out 
cylinder, wood grips, lanyard 


swivel. Weight 32 ozs., barrel 6 inches, full 
length 11% inches. Special price $13.50. Black 
holster 45 cents. Lanyard with snap 10 cents. 
Army goods circular 10 cents, 


FRANCIS BANNERMAN SUNS, 501 Broadway, New York City 


The Oak Park Trust & Savings Bank, 
Oak Park, Illinois, is planning the erec- 
tion of a three story-bank and office 
building. It will be of a brick con- 
struction with stone trimming when 
erected. 


Work will start at once on a building 
to house the First National Bank of 
Liberty, New York. 


‘Armitage avenues. 


The Cragin State Bank, Chicago, Illi- 
nois, has awarded. a contract for a new 
bank building to be built at Grand and 


The structure will 
cost about $75,000. 


Plans have been finished for a $150,- 
000 structure to house the North Side 
Savings Bank, New York City, New 
York. Architects are taking bids. 


A two story structure will be built 
to house the Merchants Bank, New York 
City, New York. Bids are being taken. 


A contract has.been awarded for an 
eight story bank building for the Rich- 
mond Trust Company, Richmond, Vir- 
ginia. The building will be of stone. 


GREAT RARITIES IN OUR 
AMERICAN COINAGE 


(Continued from page 46) 

the Cincinnati Mining and Trading 
Company of 1849; the J. S. Ormsby 
piece, which hens no date, and the 
Dubosq.& Co., issue of 1850 and that 
of Shults & Co., of 1851. All of these 
coins were struck in the early days of 
California’s- gold rush. 

Colorado’s contribution to the great 
numismastie rarities consists of. the 
earliest coinage following the Pikes 
Peak discoveries. The pieces mos 
sought are the $10, $15, and $2.50 coins 
struck by Conway & Co., and the $5 and 
$2.50 issues of J. Parsons & Co. Very 
rarely are any of these offered for sale 
They are eagerly sought and no doubt 
would bring large figures under compet- 
itive bidding. 

There are many other very rare 
American coins, and if it had been the 
intention to include within the scope 
of this articles coins which have repeat- 
edly sold from $50 to $250 each, one 
might continue almost indefinitely. But 
the object was merely to touch upon a 
few of the high spots to show how rich 
in numismatie material the American 
field really is, with the added assurance 
to the reader that should he be able to 
discover among the family heirlooms 
any of the coins herein mentioned he 
will have uncovered a “find” for which 
a large majority of the collectors’ cab- 
inets have an untenanted compartment. 


The Commercial and Savings Bank, 
St. Clair, Michigan, has awarded 4 
contract for the construction of a new 
bank building one story high to cost 
$60,000. 


A skyseraper bank building will be 


‘built in Greensboro, North Carolina to 


house the Jefferson Life Insurance Com- 
pany. It will be seventeen stories high 
with basement. 

The First National Bank of Wilkins 
burg, Pennsylvania has granted cor 
tracts for the remodeling of the interior 
of their present building. The interior 
is being wrecked. 


Plans have been submitted by 4 
chitects for a one story building for the 
New Bedford Institution of Savings 
New Bedford. It will be fireproof and 
made of brick limestone and reinforeed 
concrete. 


Contract has been awarded for 4 
$500,000 bank building to house the 
Federal Reserve Bank of Oklahoms 
City, Oklahoma. The building will be 
fire proof, and made of brick, steel and 
reinforced concrete. 
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Anakin’s re-locks your door, top and bottom, also 
the main bolt work on the door. 


Anakin Locks have withstood repeated charges 
of nitro-glycerine and other explosives. They have 
baffled the acetylene torch and every other desper- 







Ea IF TY-TWO banks saved in 1921 by 

4) Anakin Locks, and fifteen during the 
first eighteen weeks in 1922, is a re- 
markable record. And the fact that 
the Anakin System of Burglar Proof 
Locks is saving an average of one 






























combination of your vault. 


vented eighty-five burglaries. 


the cost of Anakin Locks. 







Write for Information ° *™s: 


secure 
protection and also learn how in other 
ways you can reduce your insurance cost 
more than 50%. 


bank every week is conclusive proof of the wonder- 
ful protection these locks afford. 

The Anakin System of Burglar Proof Locks is 
the only sure protection against all efforts of yegg- 
men through burning, punching or blowing of the 
In case of attack, 


85 BANKS SAVED 


To date the Anakin System has pre- 


The cost of this wonderful system of 
protection is so small that the reduction 
of 10% in insurance allowed when Ana- 
kins are installed soon pays the bill. 
guarantee is to the extent of four times 
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21 NORTH LA SALLE ST. 


NATIONAL BANK TO 





HE First National Bank, St. Louis, 

Missouri, has announced through 
its president, F. O. Watts, its plan to 
open offices at important centers of 
business within the city. This announce- 
ment is nation-wide in its significance 
in view of the years’ old tradition that 
national banks were limited under their 
charters to a single location. Some 
months ago Mr. Watts had his attor- 
neys make a special study of the Federal 
law with reference to this point and 
they gave the opinion that the law does 
permit a national bank to establish addi- 
tional places of business within the city 
in which it is located. This opinion 
was submitted to the present Comp- 
troller D. R. Crissinger who has con- 
curred in this view. It is therefore with 
the full knowledge of the Comptroller 
of the Currency that the First National 
Bank is thus preparing to provide a 
broader banking service to the people 
of St. Louis. This is in keeping with 
the forward-looking policies and plans 
under which the consolidation which re- 
sulted in the First National Bank was 
effected when the St. Louis Union Bank, 


the ThirdNational Bank and the Me. 





OPEN BRANCHES 


chanics-American National Bank were 
merged. President Watts stated that the 
view commonly accepted for so many 
years restricting national banks to a 
single location was found to have been 
based upon an administrative ruling of 
a former Comptroller and had no 
foundation in law. 

The action of the First National Bank 
in opening these branches has aroused 
great interest throughout the country 
and President Watts has been receiving 
letters and telegrams from national 
bankers in other cities asking for copies 


of the opinion which was prepared by . 


Jones, Hooker, Sullivan & Angert. 
Leases have already been taken by 
the First National Bank on several 
locations and others will follow as rap- 
idly as possible. The bank expects to 
open some of its supplementary offices 
by June 1. Mr. Watts stated that 
these offices located in several sections 
of St. Louis will not only be centers for 
commercial business but would also be 
a great convenience for the increasing 
number of people who are opening sav- 
ings accounts. It will bring the bank 
to the people, thus reversing the old 
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ate attempt to break through. And they are today” 
giving silent, sure protection to thousands of banks 
in every part of the country. 


A guaranty bond of-$500 is given every pur- 
chaser as assurance that Anakin Locks will give 
the protectian claimed. 


" YEGGMEN BAFFLED 


The Charles County Bank, La Plata, 
Md.—“On April 11th, our bank was vis- 
ited by yeggmen who made a determined 
attempt to burglarize by knocking off the 
knob of the combination and then blow- 
ing thecombination by the use of some high- 
powered explosive. 
working of the Anakin System the door of 
the vault would have been easily opened.” 


ANAKIN LOCK & ALARM CO. 





~ 


But for the perfect 


CHICAGO, ILL. 


practice of forcing the people to go 
great distances to the bank. 

These offices will also be the location 
for branches of the First National Com- - 
pany which is the Investment Division 
of the First National Bank. 








Cleveland Bank Changes 

Harold Chandler Avery, for a dozen ° 
years connected with one of Chicago’s 
largest commercial paper houses, has 
been elected a vice president of The 
Midland Bank, Cleveland, Ohio. 

Mr. Avery, is 35, and a native of: 
Syracuse, N.*Y., where his family has 
lived for more than a century. He was 
educated in the Syracuse public schools, 
at Syracuse University, and the Colorado 
Schoot of Mines. He has had commer- 
cial paper experience in New York and 
Chicago. 

J. Brenner Root has been elected 
cashier of the Midland, succeeding 
Frank A. White who recently resigned 
to move to California, 

To facilitate its rapidly increasing 
business, the New York Title & Mort- 
gage Company, 135 Braodway, New 
York City, has increased its capital 
from $3,000,000 to $4,000,000. The new 
stock was entirely subscribed by the 
present holders. This gives the com- 
pany capital, surplus and undivided 
profits of about $6,500,000. 
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TO A GREAT VAULT IN A 
NEW YORK BANK 


By EDNA WORTHLEY UNDERWOOD 


A wall of chastest marble, white and high, 
Unbroken save at center where there stand 
Four guardian columns blended with the wall, 
(White angels made of stone with folded wings) 
To frame a central space of sanctity. 


Is this the altar of a God, pray tell, 

Of noblest marble wrought, so pure, so white, 
One fears lest even prayer may sully it, 
Whereon a flame burns ever as a shrine, 
High guarded by a rail of glittering brass? 


The altar of the Modern World is this, 

Here sits enthroned the grinning God of Gold 
Where Mecca-like all men make pilgrimage, 
For elsewhere now, tell me, who dares to kneel? 


This is the East of all men’s thoughts and dreams, 

This is the end of every man’s desire, 

This is the altar of high sacrifice 

Where blood is spilled and souls and hearts are 
sold, 

Where every one gives up the best he has, 

Makes sacrifice too stupendous, crueler far 


Than any made to Moloch or to Baal. 


Its worshipers—day long—pray see them come, 

Within rowed temple doors outswinging wide; 

Young men in their first vigor, strong with hope, 

The Gold God's flame still dim within their eyes. 

Cripples and children with their feeble mite, 

Gay pleasure ladies with their brazen gold, 

Old men whose lives have gone to serve the 
shrine, 

Its bloodless crippled priests and votaries. 


Above it bends a clock, this, too of gold, 

(Sad, sullen emblem of Eternity,) 
For here we find Time joining hands with Fate 
And counting out man’s life as clicks the gold, 


Not battle fields where once the Caesars swayed, 
And Roman eagles shrieked their scorn of life, 
Nor somber, inquisition-chambered Spain, 





Nor bubbling wrongs that broke the heart of 
France 

And guillotined the gay who loved and laughed, 

Have wrought such desolation as Gold’s God 

Nor such deep, deep destruction unto man. 


Within all cities splendid shines his shrine, 
Where daily, daily come the feet of men; 
Some pleadingly, in fear, triumphantly, 

But always with the shattered calm of self, 

To pour their best in worship at his fane. 
Love, honor, conscience, all lie emptied here, 
There is no tie that can withstand his lure. 
This cold, white, marble shrine of Gold unto. 
Day-long the pattering footsteps come of them 
Who mercy seek, or proud, or triumphing. 


Within this sanctuary calm of stone, 

Where day and night the flickering flame does 
burn, 

There sits nor faith, love, hope, humanity, 

Nor pulsing heart of blood—naught, naught save 
gold, 

A grinning God who shoots Doom’s arrows down. 

With Fate he has joined hands and marches on 

As Nature’s fierce forces—as snow or storm— 

A blind dumb power that takes uncaringly 

The best of life, the things not life can buy, 

And gives back empty power and fame that scorns 

Itself, and tinkling pleasure’s falsest toys, 

Vain imitations all, not worth one hour 

Of honest love, or joy, or youthful life, 

Or rainbow vision of the dreaming brain. 


Why build ye ever temples elsewhere pray, . 
O little foolish Men who serve this God! 
What is there that ye worship like this ? 

Why build ye longer to deserted Gods 

When all men worship here? "Tis here alone 
The Modern World’s enthroned rich its heart. 
Within this noble church of chastest fane, 


" In marble spotless as a dead saint’s shrine, 


For lilies fit, and pearls, and love, and prayer. 
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Chicago 


New York Providence 
Detroit Boston St. Paul 
Cleveland Baltimore Minneapolis 


e . 


Diebold Bank Vault Equipment 


Quality First Consideration 


HETHER yours be the largest institution in one of our 

big cities, or only a small bank in a rural center, the 
scope of the Diebold: Product is broad enough to provide 
absolute security for its funds and other valuables. 


DIEBOLD SAFE & LOCK COMPANY 
CANTON, OHIO 





BRINGING COUNTRY BANKS INTO 
FARM LOAN SYSTEM 


Existing lack of co-operation might be eliminat- 
ed for the general good of agricultural credit 






URING all of the pioneer days and 

during all of the development 
period of American agriculture, the 
country banks of the nation financed 
the mortgage credit needs of the farm- 
er, and even at the present time most 
of our farm mortgages are negotiated 
by the country banks either for their 
own investment or for their investing 
clients, the large private mortgage com- 
panies, or the~ insurance companies. 
Only a comparatively small percentage 
of the farm mortgage business has as 
yet found its way into the great new 
system established under the Federal 
Farm Loan Act, and consequently only 
a small proportion of all of the farmers 
yet enjoy the very great advantages 
that go with the amortization form of 
loan which is one of the outstanding 
features of the Federal Farm Loan 


System and which makes it possible for 


farmers to borrow for a thirty-three 
year term, the loans being gradually 
reduced by small annual or semi-annual 
payments. 

When the Federal Farm Loan Act 
was passed many farmers were given 
the impression that the banks were op- 
posed to the legislation because some 
bankers expressed the opinion that 
small local co-operative associations 
would not be able adequately to look 
after the mortgage needs of their re- 
spective communities, and after the 
system was finally started many farmers 
fame to feel that the banks were un- 
friendly toward the system because the 
fountry banks very naturally tried to 






By GEORGE W. WOODRUFF 
Vice-president, National Bank of the Republic, Chicago 


by a simple amendment to the present law 





hold the farm mortgage business that 
they had built up over a period of 
many years and that was in some cases 
threatened by the competition of the 
loeal co-operative associations. 





GEORGE W. WOODRUFF 


However, dny lack of co-operation 
between the country banks and the 
Farm Loan System has not been due to 
any general opposition on the part of 
the banks, but has been due almost en- 
tirely to the fact that the Federal Farm 
Loan Act contained no provisions that 
would make possible the adequate use 
of the services of the more than thirty 
thousand banks in America, notwith- 
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standing the fact that the country banks 
are the natural agencies through which 
farm loans are negotiated and that the 
stock of the country banks is in a very 
large number of cases owned by farmers. 

The working of the Federal Farm 
Loan Act, with its provisions for a ¢o- 
operative system of banks and _ local 
associations and a Joint Stock System, 
is now becoming generally understood 
throughout our country. Most farmers 
realize that it is possible under the law 
for any ten of them to organize a local 
Farm Loan Association through which 
they can negotiate amortization mort- 
gages on their land, the local association 
turning the mortgages over to the Fed- 
eral Land Bank and the Federal Land 
Bank securing the money with which to . 
purchase the mortgages from the local 
association by selling tax-free Federal 
Land Bank bonds. However, many 
farmers have complained about the lack 
of activity on the part ‘of -local associa- 
tions after they have been formed. In 
a considerable number of cases the 
farmers who have formed local associa- 
tions have not wished to take in any 
more members, because there is a cer- 
tain degree of joint liability among the 
members, and the farmers who already 
belonged to the associations and had 
secured their farm loans, did not wish ° 
to assume any liability in connection 
with loans to other farmers who might 
wish to join. Furthermore, in other 
eases farmers belonging to some -par- 
ticular local group or some particular 

(Continued on page 62) 




















































































































































































































































































HIS MAIN BANKING OFFICE of the Peoples State Bank 
reflects the stability, the hospitality, the broad policies 
of this leader among Michigan’s financial institutions. 


Here is room to care for the needs of every one. And 
here are provided in abundance those facilities that enable 
us to handle his business quickly, accurately and courte- 
ously—the facilities that make this bank a real aid to its 
customers, and a vital factor in the industrial greatness of 


this community. 


This sort of complete equipment in every department fits 
The Peoples State Bank to serve you in Detroit. 


Capital, Surplus and Undivided Profits Over $14,000,000 


RESOURCES OVER ONE HUNDRED MILLION DOLLARS 


THE PEOPLES STATE BANK 


DETROIT, MICHICAN 





“Sunshine” Propaganda. 

Springtime always colors men’s views, 
so, disregarding the less cheerful factors 
affecting the business situation, im- 
proved trade has encouraged much 
“sunshine” propaganda, and boom 
prophecies are increasing’ in number 
and confidence. At the same time, con- 
servative people are asking themselves 
seriously whether any pronounced ex- 
pansion beyond the present rate of in- 
dustrial output could be long main- 
tained. It is true that increased buying 
by domestic consumers, both in the agri- 
cultural and non-agricultural sections, 
is absorbing the bulk of the output of 
the country’s plants, and that buying 
demand has sufficient momentum to 
support the improvement in output. 
But to fulfill the current boom proph- 
ecies and establish peak activity for 
industry, a part of the country’s out- 





put “must find its sale in other than 
domestic markets. The foreign outlet 
for American goods is still in consid- 
erable measure closed because of the 
unusual economic conditions prevailing 
over a large part of the world; during 
the first three months of 1922 our 
merchandise exports. were $861,000,000, 
as compared with $1,527,000,000 in the 
same period last, and $2,186,000,000 in 
the first three months of 1920. 

A reasonably strong condition of 
foreign business must be established if 
domestic trade prosperity on any large 
scale is to be attained. And, as a 
creditor nation, as we sell we must 
arrange some means of payment.— 
Mechanics & Metals National, N. Y. 


Work will start soon on remodeling the 
interior banking rooms of the Midland 
National Bank, Newton, Kansas. 
tracts have been awarded. 


Con- 
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BRINGING COUNTRY 

BANKS INTO FARM 

LOAN SYSTEM 

(Continued from, page 61) 
nationality have formed local associa. 
tions and have declined to admit farm- 
ers outside of the group or of different 
nationality. Factors of this nature 
have caused considerable dissatisfaction, 
and in addition there has been difficulty 
in connection with the secretaries. These 
secretaries are the active officers of the 
local associations, and as they are paid 
but small salaries they have not always 
given the necessary attention to the 
affairs of the associations, and it has 
even been difficult for the Farm Loan 
Board at Washington to secure the 
various reports that the secretaries are 
required, under the act, to submit at 
regular intervals. 


Of course, many farmers have felt 
that the organization of local associa- 
tions and the necessary purchase of 
stock in these local associations, for an 
amount equal to 5 per cent of the 
amount of money that they wished to 
borrow, constituted too much red tape, 
and consequently the suggestion has 
occasionally been made that the local 
Farm Loan Associations be abolished 
and that the country banks of America 
be substituted for them. It has been 
pointed out that the farmers would then 
be able to transact their mortgage bus- 
iness through regularly and permanently 
organized business concerns, rather than 
through somewhat ‘intangible associa- 
tions without permanent offices and 
lacking the facilities properly to look 
after the farmer’s needs. On the other 
hand a very large number of farmers 
feel that the co-operative features of 
the system have not yet been given an 
adequate and fair test, and these farm- 
ers point out the fact that there 
are many sections in need of the 
services rendered by the local associa- 
tions that are not now conveniently 
served by any regularly organized bank, 
and that there are many farmers having 
mortgage needs too small or too out-of- 
the ordinary to be taken care of through 
a bank. 

In view of this situation it would 
doubtless seem to ba advisable to continue 
the present provisions of the Act pro- 
viding for the organization and opera- 
tion of local Farm Loan Associations, 
but at the same time it would seem to 
be quite clear that if we in America are 
to take advantage of the greatest oppor- 
tunity that any country has ever had 
to build up the greatest system of land 
credit in the world, we must admit the 
country banks as members of the sys 
tem, and this could very easily be done 
by leaving all of the provisions of the 
Act exactly as they are at present and 
merely adding a new section that would 
make possible the admission of the 
country banks as members. 
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Section 15 of the Act now provides 
that, under certain circumstances, in- 
corporated banks, trust companies, mort- 

ge companies, or savings institu- 
tions chartered by the states in which 
each has its principal office, may be 
employed by the Federal Land Banks 
as agents to procure and handle loans, 
but this agency arrangement is not suf- 
ficiently attractive to interest the banks. 
A paragraph might be added to Section 
15 providing for membership in the 
system for these financial institutions 
now enumerated in the law, together 
with national banks, most of which are 
already engaged to a limited extent 
in the farm loan business. Such an 
addition to Section 15 might possibly 
read somewhat as follows: 


Upon application by any bank, trust com- 
pany, or savings institution, incorporated! 
under the banking laws of the state in which 
it has its principal office, or under the laws 
of the United States, and upon the puchase 
by such institution of farm loan bonds of 
8 principal amount equal to five per centum 
(5%) of its paid up capital and its surplus, 
such institution shall be designated by the 
Federal Farm Loan Board as a member bank 
of the Federal Farm Loan System, and shall 
remain a member bank so long as it continues 
to hold farm loan bonds, of a principal 
amount equal five per centum (59%, of its 
paid up capital and surplus. 

Any person desiring to secure a loan from 
a Federal Land Bank may apply for such 
loan through a member bank, and such 
application shall receive the same considera- 
tion from the Federal Land Bank as an ap- 
plication made through a National Farm 
Loan Association. Each such loan shall be 
subject to the same conditions and restric- 
tions as if the same were made through a 
National Farm Loan Association, and each 
borrower shall contribute five per centum 
(5%) of the amount of his loan to the capital 
of the Federal Land Bank, and shall become 
the owner of as much capital stock of the 
land bank as such contribution shall warrant. 
Each member bank may make such reason- 
able initial charges against applicants for 
loans and to borrowers, in order to meet 
necessary expenses, as National Farm Loan 
Associations are permitted to make. Each 
member bank shall be paid a commission 
by the Federal Land Bank equal to one 
quarter of one per centum per annum upon 
the unpaid principal of each loan made 
through such member bank, such commission 
to be deducted from dividends payable 
to the borrower on his stock in the 
Federal Land Bank. Each member bank 
shall collect, receipt for, and transmit to the 
Federal Land Bank payments of interests, 
amortization installments or principal aris- 
ing out of loans made through such member 
bank, and shall perform such further services 
for the Federal Land Bank as are usually 
required of the secretary-treasurer of a Na- 
tional Farm Loan Association. 

Member banks shall not be required to 
endorse loans that are made through them, 
but each member bank shall guarantee the 
genuineness of all loan papers in connection 
with such loans as may be made through 
such member bank: 

Member banks shall be allowed to parti- 
cipate to such extent as shall be decided by 
the Federal Farm Loan Board in such syn- 
dicates as may be formed from time to time 
for the sale of farm loan bonds. 


An amendment of this nature would 
in no way give the banks control of 
the system because the banks would 
not own stock and would consequently 
have no votes. Farmers have objected 
to proposals that the country banks buy 
stock in the system, and consequently 
it would seem to be wise to compel the 
member banks to buy Farm Loan Bonds 
instead of stock. This would help to 
provide a broad market for the bonds, 
amd a broad and continuous market 


for the bonds is one of the things that 


has been greatly needed by the system 
m order that it might adequately and 
wunterruptedly serve the farmer. 
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The cradle of modern textiles 


ITH crude spinning wheel 

and wooden loom, Colonial 
weavers of New England produced 
cloth equal to Europe’s best. In- 
fluenced perhaps by fine Oriental 
cloth imported by adventurous 
sailormen, they improved in skill 
each year. 


Certain families excelled in the .- 
art, and cloth woven in these homes 
was highly prized. Mechanically 
inclined neighbors helped invent 
faster working devices. Commer- 
cial manufacture, beginning in 
1788, increased until textile 
production became the premier 
industry of the district, as it 
is today. 


Capital and Surplus 
$20,000,000 


THE NATIO 


NeNeTi 
aS 









All eyes now look toward New 
England for cotton and woolen 
cloth. Here is also the home of 
good textile machinery for all the 
world. A vast international com- 
merce centers around the industry, 
helped materially by the counsel 
and financial co-operation of The 
National Shawmut Bank. 


Technicalities of the textile trade 
are every-day details in this bank. 
Direct representation in every city 
and port enables us to handle im- 
port and export business rapidly, 
accurately and thoroughly. It 
is a service founded on com- 
plete understanding of the 
needs. 


Correspondence is 
cordially invited ~ 


aay MUT BANK 


of BOSTON : 





Under the terms of this proposed 
amendment the banks would not share 
in the profits, and consequently the co- 
operative feature, as regards profits, 
would not be disturbed. The capital 
stock would still be owned by the bor- 
rowers and the profits would be paid 
out through dividends to the farmers who 
had borrowed money through the sys- 
tem. The farmers would consequently 
obtain their loans at actual cost as all 
profits would eventually come back to 
them. 

Under this suggested amendment the 
cost to the farmer would be just the 
same when he borrowed through a coun- 
try bank as when he borrowed through 
a local association, but if he borrowed 
through a bank he would not be jointly 
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liable for the loans of any other farmer, 
while if he borrowed through a local 
association he would assume a limited 
form of joint liability. This would 
seem to be an entirely proper arrange- 
ment because joint liability would not 
be necessary when the loans were nego- 
tiated through independent, outside or- 
ganizations like country banks; but 
joint liability would seem to be desir- 
able when the loans were negotiated 
through local associations made up en- 
tirely of interested parties, all of whom 
were themselves borrowers. 

The same duties as devolve upon local 
associations would also devolve upon 
member banks, but while they would 


- guarantee the genuineness and regu- 


(Continued on page 64) 





























































SIN CE its organization over thirty years ago, dur- 
ing which time it has continued under the same 
Management, 


THE NATIONAL BANK OF THE 


REPUBLIC 


OF €HICAGO 


has constantly endeavored to be of the right sort of assis- 
tance to its patrons. That the relationship between the 
bank and its customers has proved mutually pleasant and 
profitable is evidenced by the substantial success of both. 
To those desiring this exceptional banking service in 
Chicago, the management continues to offer its facilities 
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The efficient service 
which we give to corre- 
spondents is the result 
of 55 years’ constant 
effort to improve our 
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facilities :-: i: 


THE OMAHA. 
NATIONAL BANK 


Omaha, Nebraska 


Capital - - - $1,000,000 
Surplus (earned) $1,000,000 
























































PATENTS 


Business from non-resident attorneys 
and banks especially solicited. Highest 
references; best services. Attorneys and 

ers having clients who wish to patent 
inventions are invited to write for full 
particulars and terms. 
ware E. COLEMAN, Patent ere 
Street, N. W., WASHINGTON, D 
























































Trust Company, Memphis, Tennessee, 
have elected T. B. Ricks, president, suc- 
ceeding C. C. Hanson, who resigned. 
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President 

President, Bauer & Black 

- Levinson, Becker, Schwartz & Frank 
Pres, Chicago City Railway Company 
President John V. Farwell Co. 
President, Franklin MacVeagh & Co. 
Farmer 


President, Interstate Iron and Steel Co. 
President, Atlas Portland aaa Co., N.Y. 


Vice- -President 
President, Swift & Company 


Formerly Vice- Pres., National Aniline & Chemical Co. 


Dhscea President, Armour & Co- 
Vice-President 





D. Irving Mead Resigns 

Announcement is made that D. Irving 
Mead has resigned as vice-president of 
the Irving National Bank, to become 
president of the South Brooklyn Sav- 
ings Institution. Mr. Mead was admit- 
ted to the bar in Brooklyn in 1900 three 
vears after his graduation from Yale. 
He practiced law until 1911, when he 
was elected vice-president of the Na- 
tional City Bank of Brooklyn, a posi- 
tion which he also held after that insti- 
tution became part of the Irving Trust 
Company in 1919. When the Irving 
Trust Company was converted into a 
national bank and later merged with 
the Irving National Bank in 1920, he 
was made a vice-president of the con- 
solitated bank. Mr. Mead is widely 
known in banking circles in and outside 
of New York City. He is a member of the 
Council of Administration of the Amer- 
ican Banking Association. In 1916 he 
was Chairman of Group VII of the 
New York State Bankers’ Association, 
and in 1919 served as president of 
that body. 


Mr. W. E. Guerin, manager of the 
foreign department of the Guardian 
Savings and Trust Company, of Cleve- 
land has been elected a vice-president. 
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BRINGING COUNTRY 
BANKS INTO FARM 
LOAN SYSTEM 


(Continued from page 63) 
larity of each loan transaction they 
should not be required to guarantee the 
payment of the loans, for it would no} 
be wise and would seem to be unneees. 
sary for the member banks to assume 
this contingent liability. 

The co-operation of our banks would 
promptly bring about the simplification 
of the procedure required of the farmer 
in quest of a loan and would provide 
thousands of well equipped, permanent 
local headquarters for the Farm Loan 
System. Such co-operation would also 
insure the services of experienced finan- 
cial men, and would guarantee the mak- 
ing of safe loans based on conservative 
values. 

The participation of the banks would 
be of great importance in spreading the 
amortization principal, and would also 
be of great assistance in connection 
with the sale of the Federal Farm 
Loan bonds. The Farm Loan Board 
could well follow the example of those 
who planned the sale of the Liberty 
Bonds and could secure the broadest 
possible distribution ‘through the eo- 
operation of the member banks. 

Under this proposed plan American 
agriculture would seem to have the op- 
portunity of creating one great unified 
and permanent system of land credit, 
but very unfortunately for the Amer- 
ican farmer, present tendencies as re- 
flected in Congress would seem to in- 
dicate that this great opportunity will 
not be grasped, and this is doubly re- 
grettable because of the fact that this 
opportunity will never return. 

If this opportunity is not taken ad- 
vantage of, the country banks must 
turn toward the Joint Stock Land Bank 
System, and in time the Joint Stock 
System will overshadow the Federal 
Land Bank System. As a matter of 
fact, the country banks will find some 
advantages in co-operating with the 
Joint Stock System, but co-opera- 
tion with the Joint Stock System 
will mean that American agriculture 
has lost its opportunity to create one 
great unified system, because there will 
be many different Joint Stock Banks 
seattered all over the country and havy- 
ing no direct relation one with the other. 

It must be admitted as a fact that 
the country banks now handle the farm 
loan business of the nation and they 
must soon definitely cast their lot with 
either the Federal System or the Joint 
Stock System, because the country 
banks must extend to the American 
farmer the most convenient, the most 
approved, and the most liberal terms 
for the handling of farm mortgage 
loans, and this means that the country 
banks must be able to offer long-time 
credi‘, on the amortization plan. 
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Exchange and Your 


American investors are becoming 
increasingly interested in the buy- 
ing and selling of Canadian internal 
securities. .During the past six . 
months Canadian stock brokers 
probably handled more American 
business of this kind than ever 
before. 

American bankers who are called =~ 
upon to collect “security” drafts 
on Canadian brokerage houses, can 
save money for themselves and 
their customers, by routing these 
drafts through the Foreign Ex- 
change Department of this bank. 

Close rates for Canadian exchange 
will enable them to obtain the 
largest possible number of American 
dollars for their Canadian funds. 


A Canadian Bank for Canadian Business 


Union Bank of Canada 


New Yerk Agency, 49 Wall Street - 
Resources Over $152,000,000 
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HOW FINANCIAL ADVER- 
TISERS ASSN. CAN HELP 
COUNTRY BANKERS 


(Continued from page 29) 
for accounts among school children, 
clubs for farm boys and girls, crop 
exhibits, service to the farmer, among 
others. 

Here is something for us to think 
about in considering the small-town 
banker’s advertising difficulties : 

The smaller the town, the more im- 
portant do media other than news- 
papers become. Small town people and 
farmers resident in the neighborhood 
get the message of the town’s business 
houses in other ways. They pass the 
show-windows on their way to the post- 
office and the depot. They see dodgers 
posted in prominent places and read 
them. When samples are left at their 
door, they try them; and when the 
store sends cuttings from a new lot of 
gingham received, they do not imme- 
diately go into the wastebasket. Dances 
and auctions are announced on special 
bills. There are messages on fences and 
barns along the highway. The period- 
ical pieces of mail sent out by the co- 
operative store and the cheese-factory 
carry sales messages on the back. 
Drinking-cups with the advertiser’s name 
in the bottom, paring knives for the 
farmer’s wife and other novelties, calen- 
dars and similar articles of “remem- 
brance” advertising are efficient means 
of bringing the bank’s advertising mes- 

sage home. 

’  T have left the most important thing 
till last, and that is advertising and 
other help to enable the country banker 
to sell sound investment securities in his 
community which now is overrun, as 
nearly all the country is overrun, by 
salesmen of “wild cat” investments. 
Millions are lost every year because the 
farm and the little town are being 
vietimized by these plausible well-dressed 
strangers. Three per cent in the sav- 
ings bank no longer attracts the man 
or woman who has enough to buy a 
bond, and when they get to that stage, 
the country banker must have a sound 
investment for them, and must be able 
to sell it to them, if this money is not 
to be wasted, the investor embittered 
forever against all forms of useful bus- 
iness and the self-reliant character of 
the small American community lost. 

Who can say how many millions of 
dollars of Liberty bonds went out of 
the farmer’s hands during the past two 
or three years and into concerns now 
“broke”? 

Well, that’s part of the country bank- 
er’s problem—and it is our problem. 
I should like to see a special study made 
this coming year of the wider applica- 
tion of F. A. A. help to the country 
banker by a special committee of quali- 
fied members and a report made to the 
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Association on their findings. It would 
be a find piece of service. It would be 
good business. 


By F. D. CONNOR 


Advertising Manager, Illinois Trust & Savings 
Bank, Chicago, Ill. 
F course the first thing that a 
banker should do is to become a 
member of the Financial Advertisers’ 
Association. As soon as he becomes a 
member we are in a position to render 
him real service. 

Please remember the Financial Ad- 
vertisers Association is not a service 
company or agency. It is a national 
organization, and was designed ex- 
pressly for the benefit of the banker who 
is desirous of increasing his business, 
and there are certain standards of 
practice for which the Association 
stands; 

First: To encourage clean and effi- 
cient advertising. 

Second: To discourage the publica- 
tion by newspapers and periodicals of 
financial advertising that does not meas- 
ure up to the highest standards. 

Third: To develop among financial 
institutions mutual points of contact 
which will tend to improve their ad- 
vertising so that this betterment will 
become permanent and nation-wide. 

Fourth: To encourage by advertis- 
ing the investment through reputable 
financial institutions of the surplus 
moneys of the American people. 

Fifth: To discourage unreliable and 
unsafe investments. 

Sixth: To make financial institutions 
realize the value of advertising, and, 
by co-operation, determine the most 
effective means of building business, 
through advertising, in the various de- 
partments of a modern financial insti- 
tution. 

The country banker will appreciate 
at once that these six Standards of 
Practice apply to his business just as 
much as they do to city bankers. 

The association reaches its members 
regularly, twice a month, by means of a 
bulletin and portfolio. The bulletin 
contains valuable information including 
ways and means which our members 
have employed for. the securing of new 
business, or the developing of customers. 
These articles, are not theories, they 
are the result of doing—the actual ac- 
complishment of methods which have 
proven profitable. The bulletin is 
mailed on the first of each month. 

The portfolio contains samples of 
literature, newspaper ads, from letters 
—actual exhibits of the physical thing 
used in connection with new business 
campaigns. The portfolio is mailed on 
the 15th of each month. 

Here you have two monthly publica- 
tions; one giving the description in 
detail, the other showing you the actual 
vehicle. In addition to these two def- 


Ss 


inite publications, our central office js 
continuously accumulating a fund of 
information regarding all kinds of finan- 
cial advertising methods. This partie. 
ular service is proving very beneficial 
to our customers, and they certainly 
appreciate the privilege of knowing 
where to go when they want real ip. 
formation. 

Each year the association holds its 
convention in connection with the As. 
sociated Advertising Clubs of the 
World of which the Financial Adver. 
tisers’ Association is one of the largest 
and most important departments. The 
convention is the big outstanding fea. 
ture of our association, because the pro- 
gram and the financial exhibit are 
thoroughly and carefully prepared, » 
that delegates coming from all over 
the United States feel that they are paid 
many times over for the time and ex. 
pense involved in attending these con. 
ventions. The convention this year js 
to be held at Milwaukee, June 11-15, 
We especially invite bankers who are 
interested in advertising and new bus- 
iness development. 

The cost of a membership in our As. 
sociaton is only $24, fiscal year begin- 
ning July Ist. 

I have related a few of the outstand- 
ing features, and reasons why bankers 
and financial advertising men should 
become associated with our organiza- 


tion, and I desire to put this question— 
“Where can you get so much for so 
small an expense?” 

We cordially invite our banker and 


investment banker friends 
members of our Association. 


to become 


By GAYLORD S. MORSE 
Assistant Cashier, State Bank of Chicago, 


Secretary Financial Advertisers 
Association 

HE central office of the Financial 

Advertisers Association is the 
clearing house of advertising ideas for 
more than six hundred banks and in- 
vestment bankers located throughout 
the United States and Canada. 

It is the “service station” to which 
hundreds of our members look and it- 
quire for new publicity ideas that have 
proven successful. 

Through the adoption of a monthly 
questionnaire service, we are fast build- 
ing files that contain a wealth of in 
formation inestimable in value to the 
membership generally. Subjects toueh- 
ed on in these questionnaires are all 
subjects about, or directly related to 
the advertising problems that every 
man or woman engaged in Financial 
Publicity work sonner or later seeks 
enlightenment on. 

The association publishes a monthly 
magazine, which, in addition to giving 
the general news of the association, 
carries articles on live publicity tops 
and business development _ plans. 
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These articles are written by men and 
women who have demonstrated their 
ability as business builders. 

Also once a month there are sent out 
to all members, in portfolio form, 
specimens of the best advertising, in- 
eluding booklets, pamphlets, news- 
paper advertisements and follow-up 
letters gotten out by financial institu- 
tions located in all parts of the country. 

By virtue of our connection with 
the Associated Advertising Clubs of 
the World as its largest departmental, 
membership in the Financial Adver- 
tisers Association further carries with 
it a subscription to “Associated Ad- 
vertising,” a monthly journal, recog- 
nized as a leader in publicity thought 
and the official publication of the A. 
AC. of W. 

Our association is an independent or- 
ganization to the extent that it has its 
own Constitution and By-Laws, its 
own officers, and conducts its own af- 
fairs in the interim of conventions, 
which are held annually, conjointly 
with the convention of the Associated 
Advertising Clubs of the World. 

The American Bankers Association 
now recognizes our association by ac- 
cording us a place ‘on their general 
convention programs, by devoting 
special meetings exclusively to finan- 
cal advertising and by having our ex- 
hibits of financial advertising prom- 
inently displayed during their annual 
conventions. 


By G. PRATHER KNAPP 


Vice-President, Bankers Service Corporation 


New York 
ROBABLY the most interesting 
development in financial advertising 
that I have observed in recent years has 
been the rapid, yet solid, growth of the 
Financial Advertisers Association. 

And probably the most interesting 
thing about the Financial Advertisers 
Association is the strong appeal it makes 
to the country banker. 

At the F. A. A. meetings in Atlanta 
last June, which, by the way, were the 
largest departmental meetings of the ad- 
vertising convention, I was impressed 
by the remarks of J. A. Abergathy, vice- 
president of the First National Bank 
of Fordyce, Arkansas, on the subject 
of “Financial Advertising from the 
County Seat.” 

Mr. Abernathy’s address did not con- 
tain a single dull or trite sentence, and 
I was instantly interested by his opening 
paragraph. As I remember, he said 
something like this: 

“We officers of comparatively small 
banks have td actually practice what 
the advertisments of the city banks talk 
about so forcefully and beautifully. 
There is an old nigger in my town who 
claims to be the father of the smiling 
cook in the Cream of Wheat pictures, 
and just so we county seat bankers 
recognize ‘personal service’ and ‘human 
interest? and ‘direct contact with eus- 
tomers’ as our boys when we see them 
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HIS MESSAGE is being carried 

by full page advertisements in 
national magazines with combined 
circulation of over 1,500,000. It is be- 
ing read by people who will go abroad 
for business or pleasure this year. 


To your customers, the ‘‘E T C’’ 
Dollar Letter of Credit means a letter 
of credit known and horored by the 
principal banks throughout the world, 


‘Ask your local banker for 
an ‘ETC’ Letter of Credit” 


plus the conveniences of The Equi- 
table’s Paris Travel Service Bureau. 


To your bank, it means additional 
goodwill and a means of advertising 
your bank abroad; for we are issuing 
the ‘‘E T C’’ Letter to correspondent 
banks, bearing their own imprints. 


. For full particulars, write to our 
Foreign Department. 


THE EQUITABLE 
TRUST COMPANY 


OF NEW YORK 


LONDON 
3 King William St., E.C.4 


CHICAGO OFFICE: 
National Life Building, 2) S. La Salle St. 


PARIS 
23 Rue de la Paix 


HOME OFFICE: 37 Wall Street, New York 








in the advertisements of 
spondents. 


city corre- 


“We see and knowV everyone of our 
customers personally. We call them 
by their first names; they come to us 
with their troubles; and we cannot stay 
in. business a year unless we make good, 
personally, with each and every one of 
them. 

“One of our problems,’ Mr. Aber- 
nathy went on to say, “is to publicly 
acknowledge these ‘boys’ of ours on a 
very limited advertising appropriation. 
Fordyce has three thousand population; 
it has two railroads, a large saw mill, 
stave factory, spoke and handle fac- 





Readers will confer a favor by mentioning THE BANKERS MONTHLY when 


writing to our advertisers 


tory, ice plant and cotton gin. Our 
trade territory easily reaches from fif- 
teen to twenty miles in all directions, 
and includes the county seats of three 
counties. The population of these coun- 
ties is about 36,000, mostly native-born, 
law abiding, liberty loving people who 
own their farms.” 

As Mr. Abernathy spoke I was think- 
ing “How many publicity and new busi- 
ness managers of big city institutions 
analyze their field as closely as Mr. 
Abernathy has analyzed Fordyce, Ark- 
ansas? How many of them even at- 
tempt it?” 

(Continued on page 68) 
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ANMIAVZ 


LOOSE -LEAF -DEVICES -AND 
ACCOUNTING -SYSTEMS 


BECAUSE- 


HE exact loose leaf device to meet 
any banking requirement can be select- 
ed from the widest line on the market. 
Various forms for general banking practice 
carried in stock; special forms supplied 


promptly. 


Ledger end General 
Purpose Binders 
Catalog Covers 
Ruled Sheets 
lithographing 
Printing 
Indexes 
Mechanical and 
Hand Accounting 

Equipment 


Write for “Time’s Changes”. 


KALAMAZOO 


Loose LEAF BINDER CoO. 
KALAMAZOO,MICH. 
Service-Sales Offices Everywhere 


H. Fred Riechmann has been elected 
president of the West Side Bank, Evans- 
ville, Indiana, to sueceed the late Ben- 
jamin Bosse. 


The American State Bank, Great 
Bend, Indiana, has elected E. C. Davis 
to the presidency. 


The directors of the Lyndon, Illinois, 
State Bank have elected Glen Craddock 
cashier. 


The new Totowa, New Jersey, Na- 
tional Bank has elected the following 
officers: Walter R. Hudson, president; 
William Harris, Frank Jackson and 
John R. Morris, vice-presidents; John 
R. Parmelee, cashier and Edward 
Acorn, assistant cashier. 


Reynold M. Johnson, cashier of the 
Commercial Savings Bank, Moline, IIl- 
inois, was elected president of the Rock 
Island County Bankers’ federation sev- 
eral weeks ago. 


J. H. Stephenson, president of the 
First National Bank, Danvers, Illinois, 
has resigned. C. R. Ewins succeeds 
Mr. Stephenson. 


Henry Wehner, vice-president of the- 


Fremont, Nebraska,‘ National Bank has 
retired. He has been with the bank 
for twelve years. 


John F. Sweet, assistant cashier of 
the Farmers National Bank, Great 
Bend, Kansas, has resigned. E. A. 
Kirkpatrick succeeds him. 


Then the speaker went on to say how 
much time he spends in the lobby of 
his bank making those who eall there 
more at home. He mentioned that he 
goes out oceasionally and visits his 
friends in the fields, taking time to sit 
on the fence and listen to their plans, 
and on his return to the bank, writing 
them a letter about the visit and offering 
to serve them in some particular way, 
He spoke of making appointments to 
talk in the schools on thrift and bank- 
ing, giving the parents who visit the 
school on these occasions an oppor- 
tunity to see what a banker really looks 
like. He said: 

“Tt won’t hurt the banker to take his 
holidays for attending public gather- 
ing such as pienics and barbecues. The 
social feature is fine and the bank will 
serve more people as a direct result.” 

Then I thought of big city publicity 
and new business managers, sitting in 
beautiful upholstered swivel chairs with 
highly trained stenographer-secretaries 
at their elbows and signs on the outside 
of their private offices reading “Callers 
will please confine their visits to the 
hours between 2 and 4 P.M.” 

Mr. Abernathy told of a friend of 
his, Mr. Carl Hollis, cashier of the 
Merehants and Planters Savings Bank 
at Warren, Arkansas, who is active in 
the formation of clubs for boys and 
girls of his county such as pig clubs, 
poultry clubs, canning clubs and the 
like. He told how live county seat 
bankers of his acquaintance are work- 
ing out charts of their territories, show- 
ing ownership of properties and pro- 
duction of individual farmers. 

“By Jove!” I thought, “These fellows 
actually work at their jobs. They are 
not literary men or psychologists or 
experts, but they shoot right at the 
bull’s-eye. They save their fire until 
they can see the whites of the eyes of 
the people they are trying to hit, and 
they make every bullet count.” 

After the meeting I was privileged 
to attend the Director’s meeting of the 
Financial Advertisers Association, when 
the question came up of “How can this 
Association best help the country 
bank?” and I was moved to reply, 
“The interesting thing to me is not how 
ean this Association help the country 
bank, but how ean this Association se- 
eure the invaluable education whicl the 
country banker is able to give the city 
publicity manager?” 

As a matter of fact, both attitudes 
are absolutely right. The country 
banker is sometimes likely to over- 
emphasize word-of-mouth advertising, 
just as the city man is sometimes likely 
to over-emphasize general publicity. 
The close study which the country 
banker gives customers as individuals 
sometimes makes it difficult for him to 
see them as a group and makes him 
skeptical on the possibilities of talking 
to all of them in one day through 4 
well written newspaper advertisement 
or carefully planned  direct-by-mail 
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campaign. His attitude toward adver- 
tising is admirable in its skepticism. 
He tests every plan and weighs every 
penny in a way which the big city 
pank will often gain by imitating. But, 
if he carries this attitude too far, he 
is likely to fall out of step, perhaps, 
with the development of his county seat 
jnto a good-sized city and the develop- 
ment of his tributary territory into a 
close-knit agricultural community. 

On Mr. Abernathe’s own showing, he 
has 36,000 people around him, every 
one of whom could use and should use 
the First National Bank of Fordyce, 
Arkansas. His personal attitude to- 
ward these people and the way he in- 
dividualizes each one of them is a 
splendid thing, but their mere numbers 
make it impossible for him to earry his 
personality to all of them in a regular 
and periodical way unless he uses that 
great multiplier of personality—modern 
advertising. 

My organization has adopted the 
slogan “America needs better bank pub- 
licity,” and just like every other banking 
funetion, publicity is an altogether 
human problem. It is by close contact 
between the men and women who are 
handling publicity for small banks and 
those who are handling it for larger 
banks that America may best hope for 
better bank publicity. 


By. A. H. MARCH 


Commercial Service Dept., 


Manager, 
mercial National Bank, Oshkosh, Wis. 


Old Com- 





ERVICE, the principal stock in 
trade of the large banker, is the main 
factor with the small town and country 
banker as’ well. The difference lies only 
in the quantity of the service dealt in 
and the number of people served. 
Today, most small town bankers ad- 
vertise in some way or other. This is 
largely a direct result of seeing the ad- 
vertising matter about the new business 
efforts of large city bankers, through 
which the work of the F. A. A. asserts 
itself even to many who are not members. 
The sum of it all is: the country 
banker wishes to advertise and secure 
new business and in doing so must ac- 
complish, proportionately, the same or 
better results with a much smaller ap- 
propriation. He cannot afford to ex- 
periment and try out various means of 
advertising and new business schemes 
like larger institutions have very often 
done. This condition provides a chance 
for the F. A. A. to prove its value in 
showing the country banker to some 
extent how he may get the best for the 
money he has to invest for these purposes. 
The country banker hasn’t the time 
or perhaps the ability in many cases to 
Write his own copy or plan new methods 
of securing new business and as a result 
buys what he can afford. 


I believe that through membership in, 


the F. A. A. and attendance at its con- 
Vention sessions, the country banker 
(aa gain much valuable knowledge. 
(Continued on page 89) 
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H. E. Fay, cashier of the First Na- 


tional Bank, Belle Plaine, Minnesota, 
has been elected cashier of the State 
Bank, Lamberton, Minnesota. 


Ex-Governor Albert E. Sleeper has 
been elected president of the Truman- 
Moss State Bank, Sandusky, Michigan, 
to succeed Thomas J. Anktell of Detroit. 

The Traders’ Bank, Joplin, Missouri, 
has chosen R. Stultz president to fill 
the vacancy left by the death of the late 
T. W. Cunningham. Dr. E. E. John- 
son was elected to the board of direc- 
tors. B. F. Cox was elected vice-pres- 
ident. 





FIRST NATIONAL BANK BLDG., WOODWARD AVE. at CADILLAC SQUARE 


FIRST NATIONAL BANK 


All of the space up to the fifth floor, one half of the 
sixth, seventh and eighth floors and three sub- 
basements in this new home are required by this or- 
ganization. Each floor covers-nearly one-half an acre. 


This bank is in first position to serve you in the 


The First National Bank, the Central Savings 
Bank and the First National Company of 
Detroit are under one ownership 


when writing to our advertisers 
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Architect Frederich J. Teich has 
moved his offices from 305 S. La Salle 
Street into Suite 816 Garrick Theatre 
Building, 64 West Randolph Street, 
Chicago, Tilinois. 

Herbert C. Roer, former vice-presi- 
dent of the Fort Dearborn Bank, Chi- 
cago, is now associated with Bartlett, 
Knight & Company, investment bonds, 
39 S. La Salle Street, Chieago. 

At a recent meeting of the stock- 
holders of the Citizens Bank, Parker, 
South Dakota, O. C. Nicolls was elected 
A. Wei- 


president in place of Joseph 
who resigned. 


land, 
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DANKER 412 [ARMER 


PROPOSED NEW SYSTEM 
TO HELP FARMERS 


$8,000,000 INVESTED IN 
FOX INDUSTRY 


ORE fur farmers are engaged in 

raising foxes than any other fur- 
bearing animal, according to reports to 
the Biological Survey of the United 
States Department of Agriculture. Ob- 
servations made in the field by repre- 
sentatives of the Survey indicate that at 
least 500 ranchers are raising silver 
foxes, and that there are between 12,000 
and 15,000 foxes in captivity. It is 
estimated that about $8,000,000 is in- 
vested in this industry. 

The industry of breeding fur-bearing 
animals has grown because of the rapid 
development of the modern fur trade 
in the last 25 years. The United States 
is the largest fur market and fur-con- 
suming country in the world. 

Many inquiries concerning fox farm- 
ing are sent to the Biological Survey. 
The problems met by fox and other fur 
farmers require, as in the ease of other 
live stock, a knowledge of species, 
temperament, sanitation, diseases, and 
parasites. In addition, fur farmers are 
handling wild animals in eaptivity and 
not domestic stock. A knowledge of 
pelts, particulary of values and market 
requirements, is essential to success 
from the business standpoint, and this 
ordinarily means to visit personally 
warehouses, manufacturing furriers, or 
sales of furs. As breeders ean not al- 
ways do this, representatives of the 
Biological Survey are constantly bring- 
ing before them all possible information 
relating to the fur industry in all its 
phases. 


Mortgage Debt on Property 

Aecording to a preliminary report 
issued by the Bureau of the Census, the 
total estimated mortgage debt on owned 
homes and farms in continental United 
Stats, in 1920 was $11,001,000,000 and 
the total estimated value of these mort- 
gaged homes and farms was $31,708,- 
000,000, the mortgage debt thus repre- 
senting 34.7 per cent of the total value. 
It should be noted that the term “owned 
home” is used by the Bureau to des- 
ignate those homes which are oceupied 
by their owners and similarly, “owned 
farms” is applied to farms operated 
by their owners, rented homes and tenant 
farms not being ineluded in these totals. 


MOVE is on foot to establish a third 

great financial system or set of 
banks and in all probability the idea 
will win in some form, according to 
H. A. Moehlenpah, former member of 
the Federal Reserve Board. 

The plan in short, Mr. Moehlenpah 
says, is to have a separate $500,000,000 
corporation which would succeed the 
War Finance Corporation, take over 
its assets and set up a new system of 
banks which would make loans to farm- 
ers from one to three years. This class 
of loans, Mr. Moehlenpah adds, is not 
being made and cannot be made either 
by the farm loan banks, or by the Fed- 
eral Reserve System. Loans with the 
best security would be made to banks 
and trust companies, live-stock associa- 
tions, agricultural corporations and 
other specified bodies. 

Mr. Moehlenpah explainea that if 
the $500,000,000 capital would not be 
sufficient to meet the needs, the corpora- 
tion would be authorized to issue bonds 


* * 


FARMERS EAGER FOR 
LOANS TO BUY SEED 


F the $1,500,000 provided in the 

seed loan act for the relief of farm- 
ers in drought-stricken areas of the 
Northwest, $784,734 had been lent up 
to April 30 to 6,361 farmers. Leon 
M. Estabrook, chairman of the Seed 
Loan Committee composed of officials 
ot the United States Department of 
Agriculture, says that applications for 
loans for the purchase of seed have 
come in rapidly and that the entire sum 
available will probably be exhausted by 
May 15. 

Up to April 22, about two weeks 
after distribution, of the money began, 
3,451 loans aggregating $457,790 had 
been made. Of this amount 1,833 loans 
aggregating approximately $260,000 
were made in North Dakota; 1,478 loans 
for $187,000 in Montana; 121 loans for 
$10,000 in South Dakota; 5 loans for 
$500 in Idaho, and 3 loans for $330 in 
Washington. ; 

The relief is provided for farmers in 
the “crop failure areas” for the pur- 
chase of grain for seeding this spring 
and is limited to wheat, oats, barlev, 
and flax. The area comprises North 
Dakota, northwest counties of South 


or debentures and sell them in the open 
market up to 10 times the capital, 
which would make $500,000,000 in loans 
available to the farmers if need be. 
Mr. Moehlenpah is opposed to having 
these loans handled by the farm loan 
banks which are now devoted to long 
time amortized loans as it would cause 
confusion in the minds of the publie and 
decrease the usefulness of these farm 
banks. Opposition to a third financial 
system would be certain, he added, but 
the Federal Reserve and the Farm 
Loan banks likewise aroused opposition, 
while now they are conceded as highly 
valuable to the country. 


“We must see to it that the farmer 
will never again be penalized as he has 
in the last two years when his purechas- 
ing power was destroyed,” said Mr. 
Moehlenpah. “The blow to the farmers 
hurt business generally and hence this 
new bank plan is of great importance 
to all business men and to all citizens.” 


* * 


Dakota, Montana, several counties in 
Idaho, and Washington. For a number 
of years droughts have worked severe 
hardships with the farmers of this re- 
gion, many of whom have no seed and 
no credit or money with which to buy 
seed for planting this year. 

The large demand for loans this year 
and additional detail work has made 
necessary increasing the office force of 
the committee at Grand Forks, N. D., 
to 30 persons. The supply of applica- 
tion blanks was exhausted within 10 
days. Each application is checked back 
to see whether the applicant was a bor- 
rower last year, and whether last year’s 
loan was extended. If the loan was 
not extended the borrower is required 
to execute a new mortgage on his crop 
to cover the loan he received last year. 

In 1921, approximately 14,000 loans 
aggregating $1,950,000 were made. 
About one-third of this money has been 
collected, 


The Union City National Bank, 
Union City, Michigan, is now doing 
business in its beautiful new home. 


Work will be started at once on al- 
terations of the Detroit Savings Bank 
building, Detroit, Michigan. 
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Corn to the Rescue 

A North Dakota banker says: “Shell 
corn has been cheaper than prairie hay 
when nutritive value is considerd, and 
all of our customers stocked up in ad- 
yance with a reasonable amount of it.” 
So that the outlook for the livestock 
industry is cheerful, and another banker 
js quoted, who says that the prospects 
for the coming vear are the most prom- 
ising and optimistic since the depression 
eame on. Sheep have advanced heavily, 
and cattle to some extent; wool is quoted 
at more than double what it was a year 
ago and livestock people generally are 
in very good humor, though a good 
many of them are heavily in debt. 

So, it appears among other things 
that corn, which the farmer had so 
much of, with market price below any 
possible profit in selling, had a good 
part in saving the cattle herds of the 
Northwest. Cheap and abundant corn 
has also assisted the hog crop, furnish- 
ing a means by which the farmer would 
be saved from loss on his corn crop by 
feeding. Feeders estimate that they 
were getting anywhere from 75c to 
$1.00 for corn fed to hogs, when to 
market corn in the regular way they 
would realize only 35¢ to 50¢ per 
bushel. This has induced farmers to 
breed more sows, and there are estimated 
to be now over 1,200,000 or 11 
per cent in excess of last year, the 
total supply being 12,424,000 on April 
Ist. When corn prices are too high this 
process is curtailed.—The Bache Review. 

Farm Products on the Rise 

Further gains are reported in the 
agricultural states as a consequence of 
the higher prices prevailing for grain 
and farm products. This has been a 
great relief making possible the reduc- 
tion of a large volume of past-due in- 
debtedness which a year ago threatened 
serious complications. The country’s 
loan account has been “purified,” the 
whole banking position rendered safer, 
and the credit structure strengthened 
as a result of the deflation which has 
taken place. Flood damage has been 
reported in some sections, but it is not 
possible to estimate yet how ‘great this 
loss will be. Apart from the shipbuild- 
ing yards, which have very little work 
o hand, most branches of industry 
show increases from last year, although 
the recovery is unevenly distributed. 
The country is doing business on a 
much safer price basis and the tendency 
to exact higher prices, where it is pos- 
sible to obtain them, is passing. Some 
merchants are offering inducements for 
fash business as collections in some sec- 
tions are slow. The situation in this 
respect is not unlike that encountered 
in this season of other years, but the 
losses of 1921 and 1920 have led to in- 
freased conservatism in mercantile 
areles—The National State & City 
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$20,000,000 


WHEN YOU WANT INFORMATION— 


or special service on any transaction on 
the Chicago live stock market apply to 
THE BANK THAT IS ON THE 


GROUNDS AND ON 


THE JOB 


THE LIVE STOCK tic BANK 
OF CHICAGO 


Try it on the Officers 

A Michigan bank was having diffi- 
culty with internal dissensions and the 
situation became so acute that clerks 
at times treated customers with short 
courtesy. Several. employes were dis- 
missed but the trouble was not abated: 
One evening the cashier posted a notice 
that on each pay day a bonus of $20 
would’ be added to the envelope of the 
employe voted by all the help as the 
most polite during previous two weeks. 

The following day there were many 
“Nice mornings” and “if you pleases.” 
The officers immediately noted a change 
in the atmosphere and customers began 
to talk ‘about the accommodating spirit 
of the tellers. Within the first two 
weeks the man who won the prize had a 
net gain of twenty new accounts and 
the daily record of closed accounts 
dropped to almost nothing. 

\ director says the scheme works so 
well that the board is going to offer a box 
of golf balls to the most polite official. 

Arehitect is taking bids on the erec- 
tion of a top addition for the People’s 
State Bank, Farmington, Michigan. It 
will be of brick, tile steeel and stone 
trimming construction, ~ 


Farm Loan Bonds 
C. F. Childs & Co., the big investment 
house specializing exclusively in Gov- 
ernment bonds, has just issued a small 
pamphlet giving a comparative analysis 
of farm loan bonds issued by Joint 


Stock Land Banks and Federal Land 


Banks. It is one of the most interesting 
bits of literature yet offered on this in- 
creasingly important subject and should 
find a place on every banker’s desk. 
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things in Cincinnati; 
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pondence of out of 
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favorable connec- 
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The OFFICERS and DIRECTORS 
of the LAKE SHORE TRUST AND 
SAVINGS BANK wish to announce 
the removal of their bank into their 
new home across the avenue, North 


. Michigan Ave. and Ohio St., on 
| May 22d, 1922. 
















When the Purchasing Department 
Ran Amuck 


N a recent journey I came across a rather unhappy incident. An 
Eastern commercial house, generations old and with a remarkable 
record, and bearing a name of high repute, went into receiver’s 

hands. Why did such an unfortunate termination come to this 
splendid enterprise? Was it avoidable? Was it the result of a serious 
mistake? 

The story is that the purchasing department of this enterprise 
ran amuck, bought goods right and left without any thought of the 
future, under the excitement of the hectic days when buying was 
outdistancing prudence. The scene changed. Values declined. 
The capital was wiped out. The last chapter was a receivership. 

This is but one vivid instance of the business crimes of 1919 and 
1920. A single department overstepped the boundaries of - discre- 
tion, had no thought of the future. What if the purchasing depart- 
ment had consulted the credit department, if conferences had taken 
place about the future and as to what would be a prudent amount 
of buying? A different story would have been told. Disaster would 
have been averted. Unless the departments of an enterprise func- 
tion as one, there are dangers ahead and success is made more dif- 
ficult. Ignorance of economic laws, of the business cycle, was at 
the base of our criminal mistakes in the two hectic years, mistakes 
that have impaired capital, brought us into a period of depression, 
and quieted our enterprise when there is a tremendous amount of 
potential buying power in the nation. Shall we repeat these mistakes? 
Heaven forbid! Chains must be thrown around the recalcitrant 
department of a business that wants to play the game alone. The 
credit department must be the balance wheel of an enterprise. Conser- 
vatism combined with progressiveness must ever be motto of the 
credit department. It should know the reefs and the channels of 
trade. It should know how the business ship is to be piloted safely 
into the port of success. 

I would offer this admonition even though my training had been 
in some other department than credit. I have been horrified at the 
sight of the wrecks resulting from the criminal mistakes of the two 
fevered years. I have wondered often why it was that so much 
economic ignorance pervaded the land, was found indeed in its 
highest places. Credit is the child of certain well defined laws; not 
to know these laws is too frequently the cause of mistakes in those 


who deal with credit.—J. H. Tregoe, secretary and treasurer National 
Association of Credit Men. 
















































































































42 Years of Service 


The continued growth of this bank over this long period of years is 
most conclusive proof that the service afforded meets the needs of 


its customers satisfactorily. 
Deposits Forty-three Million Dollars 


STATE BANK OF CHICAGO 


ESTABLISHED 1879 









































La Salle and Washington Streets 


Reinhart Eas 
























































OFFICERS : 
LEROY A. GODDARD, Chairman of the Board - 
HENRY A. HAUGAN ‘ President FRANKI.PACKARD . Assistant Cashier 
OSCAR H. HAUGAN. .._.. Vice-President JOSEPH F.NOTHEIS . Assistant Cashier 
C. EDWARD CARLSON Vice-President FRANK W. DELVES . Assistant Cashier 
WALTER J.COX  ._.__.._ Vice-President GAYLORD S. MORSE . Assistant Cashier 
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SAMUEL E. KNIGHT . ; Secretary PAUL C.MELLANDER. Assistant Cashier 
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G. A. Danforth has been elected A proposed addition to the Albany 
cashier of the Farmers and Merchants City Savings Bank, Albany, New York, 
Bank of Independence, Missouri. Wil- will be built at a cost of $100,000. This 
liam §. Palmer, former cashier of the will include the construction of a tall 
bank has been elected second vice-pres- tower similar to a tower on one side of 
ident. the present building. 
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RIPPING “THE LID” OFF 
SECRECY IN BANKING 


(Continued from page 14) 
Convention. To my mind, these figures 
represent one of the most encouraging 
notes in the development of Americay 
business and, considering the shor 
space of time involved, one of the mos 
remarkable. 


The banker is seldom “The first py 
whom the new is tried.” It is only the 
cautious man who gets to handle large 
sums of other people’s money. But, 
mainly due to the war and the liberty 
loan publicity, bankers are awake and 
alive to the necessity of intelligent 
propaganda for their business. 


The largest fund ever raised for ¢o- 
operative effort among bankers was 
spent last year in magazine advertising 
by the Trust Company Division of the 
American Bankers Association. — This 
expenditure was commended by the 
Trust Company Division in session at 
the Convention of the American Bank- 
ers Association in Los Angeles in Oe 
tober, 1921, and plans were laid there 
for an even greater ¢9-operative adver- 
tising appropriation during the current 
vear. 

Bankers are telling people about 
themselves and, if the past record of 
the American people is to be relied 
upon, it will not be long before the 
customers of bankers become equally 
self-revealing. 

Victor Profits $7,000,000 

Victor Talking Machine Co., does not 
publish an income account, but an idee 
of earnings may be had by examination 
of balance sheets. 


In 1921 the company paid dividends 
aggregating 45 per cent, in round 
figures $2,250,000. Besides this, sur 
plus was increased $2,190,681, and @ 
loan of $2,500,000, ineurred the pre 
vious year on account of purchase of 
the Gramophone Co., Ltd. (England), 
was paid off. Thus about $7,000,000 
profits can be accounted for the past 
year. 


Plant investment showed an increase 
of $375,743, but the company as ustél 
set aside a reserve for depreciation, 
amount of which is not stated, and the 
real new investment is believed to have 
been of liberal proportions. It is a¢ 
mitted that “a considerable amount was 
invested in new equipment.” Plant ae 
count stands at $12,301,188, but some 
authorities estimate its real value # 
nearer $20,000,000. 


Cash on hand at the close of the year 
was $4,224,635, an increase of $3,371, 
291. Inventories were reduced $3,255 
846, due mostly to the fact that mate 
rials were worked into production and 
sold. 
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1921 VEGETABLE CROP 
WORTH A BILLION 


EGETABLES grown on farms in 

the United States in 1921 had an 
estimated value of $1,104,000,000, ac- 
cording to the United States Depart- 
ment of Agriculture. This was 15.7 per 
cent of the total value of all crops. The 
products of market gardens, which may 
or may not have been productive enough 
to be farms within the census defination, 
are not ineluded in these estimates. 

The total estimated value of truck 
vegetables produced for sale, often called 
the commercial crop, was $227,000,000. 

The potato crop had a farm value of 
$385,000,000, and the sweet potato, 
$87,000,000. Together, these two crops 
comprised 43 per cent of the value of 
all vegetables in 1921. The tomato crop 
of 1921 had a farm value of $60,000,- 
000; the cantaloupe was worth $17,000,- 
000; the cucumber, watermelon and 
cabbage crops each had a value of 
about $15,000,000. 

Farm gardens are a new item in the 
vegetable list and had an _ estimated 
value of $405,000,000 in 1921. 

The value of the vegetable crop in 
relation to prominent single crops and 
to groups of crops has some striking 
ratios for 1921, a year when the values 
of the large crops were low. The total 
value of the vegetable crop for 1921 was 
85 per cent of the value of the great 
corn crop; it was almost as large as the 
value of the hay and forage crops; it 
was nearly one-half as large as the value 
of the dairy products; it was con- 
siderably larger than the value of all 
poultry products; 46 per cent larger 
than the value of the cotton crop; and 
50 per cent larger than the value of the 
winter and spring wheat crops. 


Illinois Central Strong 

In view of the strong financial posi- 
tion and consistent earning power of 
Illinois- Central R. R. Co., most of its 
bonds are legal for investment by sav- 
ings banks in New York and other 
states. Always selling on a parity with 
the highest grade railroad bonds, they 
are now at the high level of the year, 
but many ean still be purchased con- 


siderably under high prices reached in 
1917. 


Work has started on the new $100,000 
improvement to the banking rooms of 
the Palmer National Bank, Danville, 
Illinois. The building will be two 


‘Stories high and of brick and Bedford 


stone construction. 


A two story bank building with mez- 
zanine floor will be built for the Ohio 
Valley National Bank, Corapolia, Penn- 
sylvania. It is to be made of reinforced 


_— and steel. The owner is taking 
ids, 
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40 years of successful banking have built up 
the Drovers’ organization a homey 
atmosphere of friendly co-operation,—a will- 
ing spirit that finds genuine pleasure in every 
opportunity to assist our correspondents or 


The Drovers offers a financial service that 
completely covers every requirement of out-of- 
town banks—promptly and efficiently; but we 
are always glad to help out with the sort of 
favors you would ask of a personal friend. 


You will find here a spirit of cordial co-opera- 
tion that makes business relations pleasant as 
We would appreciate an 
opportunity to tell you of it in detail. 


Direct Member Chicage Clearing House hevvihidiie 
National Bank 


Union Sto ck Yards- Chicago 
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Teaching Them to Shoot 

Many banks in different parts of the 
country have been organizing employes’ 
teams for the purpose of engaging in 
revolver practice as a means of coun- 
teracting the relatively large number of 
burglaries and hold-ups within recent 
months. 

One of these progressive banks is the 
Noel State of Chicago which organized 
various teams of employes for this pur- 
pose. A shooting range has been placed 
at their disposal in a_ neighborhood 
police station and regularly the em- 
ployes visit the range after banking 
hours and blazes away at the targets. 
it is surprising to note the marksman- 
ship attained by novices who never held 
a gun before. 


The Planters Bank, Americus, Geor- 
gia, has increased its capital stock from 
$50,000 to $100,000. 


See 


For Advance 
Reports on 


Bonds 


Proposed issues, 
bids wanted, etc. 
WRITE 


PACIFIC NORTHWEST 
PRESS CLIPPING BUREAU 


Hinckley Bldg., SEATTLE, WASH. 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers 











PON the foundation of more 
than half a century’s experience 
and growth is based the present organi- 


zation of the FIRST 


NATIONAL 


BANK of CHICAGO and the FIRST 
TRUST AND SAVINGS BANK. 


This experience has developed 
a highly specialized service in both 
banks, applicable to the needs of banks 


and bankers. 


Calls and correspondence are 
invited relative to the facilities afforded 
for the transaction of domestic and in- 
ternational financial business of every 
conservative character. 


Combined Resources exceed $300,000,000 


JAMES B. FORGAN, Chairman 
Board of Directors of Both Banks 


FRANK O. WETMORE, President 
First National Bank of Chicago 


MELVIN A. TRAYLOR, President 
First Trust and Savings Bank 





SHARP INCREASE IN BANK 
INVESTMENTS 


ANKS continue to aceumulate in- 

vestments on a large scale. Many 
observers believe it is partly due to 
this heavy buying that all securities 
show so much strength after an advance 
of about nine months. 

Statements of 800 leading banks show 
that investments owned total $3,927,- 
425,000, an inerease of $62,865,000 in 
one week recently. In the past six 
weeks investments held by these 800 
banks do not believe the time is at hand 
for distributing investments. Aeccumu- 
lations have been proceeding more 
rapidly in the past ten weeks than 
during any similar period since defla- 
tion movement began. 


Federal Reserve banks have likewise 
been increasing investments although 
those they can take are limited. 

A. year ago total investments owned 
by combined Federal Reserve banks 
were $267,141,000. Today they total 
$617,505,000. 

Increase during past year in invest- 
ments owned by twelve Federal Reserve 
banks and 800 leading commercial 
banks is approximately $1,000,000,000. 
This leaves investments of the approx- 
imately 30,000 other banks throughout 
the country out of the reckoning. 


A $50,000 bank building will be the 
new home of the Palmyra National Bank, 
Palmyra, Pennsylvania. It will be 
three stories high. General contractor 
ready for bids on separate contracts. 
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FINANCE COMMITTEE FOR 
THE BIG CONVENTION 


RGANIZATION of a finance com- 

mittee and a committee on conven- 
tion information to take charge of ar- 
rangements for the American Bankers 
Association convention to be held in 
New York October 2 to 6 of this year 
has been announced by Seward Prosser, 
president of the Bankers Trust Com- 
pany, and chairman of the Committee 
of One Hundred, which has general 
charge of all preparations for the 
gathering. 


The finance committee, responsible 
for preparing a budget and providing 
for the expenses of the convention, will 
be under the direction of Gates W. 
McGarrah, chairman of the board of 
directors of the Mechanics and Metals 
Bank. His associates will be James §. 
Alexander, president of the National 
Bank of Commerce; Charles E. Mit- 
chell, president of the National City 
Bank; William C. Potter, president 
Guaranty Trust Company; Jackson E. 
Reynolds, president First National 
Bank; Albert H. Wiggin, president 
Chase National Bank and _ William 
Woodward, president Hanover Na- 
tional Bank. 


Guy Emerson, vice-president of the 
National Bank of Commerce, has been 
selected to head the committee on con- 
vention information. His associates 
will be Shepherd Morgan, assistant Fed- 
eral Reserve agent in New York; George 
E. Roberts, vice-president National 
City Bank; Francis H. Sisson, viee- 
president Guaranty Trust Company and 
Grosvenor Farwell of Hitt, Farwell 
and Park. 


Mr. Emerson has established head- 
quarters for his committee in the Equit- 
able Building. “It will be the duty of 
this committee,” said Mr. Emerson, “to 
suply complete information to the 23,- 
000 members of the Bankers Associa- 
tion in all parts of the country on all 
matters connected with the convention. 
We mean to emphasize the importance 
of the October meeting to the banking 
interests of the United States in view of 
the serious national and international 
problems that will come up for diseus- 
sion. We also hope to show the fun- 
damental hospitality of New York as a 
city and to make plain to all of our 
guests the attractions available to vis- 
itors here. We believe that more than 
7,500 members of the Association and 
their friends will attend. 


” 


William D. Downs, vice-president of 
the Bankers Trust Company of Denver, 
Colorado, has been chosen as one of the 
100 American bankers to tour France 
as guests of the French government to 
study the work of reconstruction in that 
country. 
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CALIFORNIA BANKS IN 
BIG CONSOLIDATION 


A REFINANCING plan looking’ to- 
wards one of the largest bank mer- 
gers of recent years is announced by 
Henry M. Robinson, president of the 
First National Bank of Los Angeles, 
the Los Angeles Trust & Savings Bank 
and the First Securities Company. The 
merger, Which is to follow the refinan- 
cing when completed will affect nine state 
or savings banks and seven national 
banks, in addition to the First National 
Bank of Los Angeles and the Los 
Angeles Trust & Savings Bank. Com- 
pletion of this proposed merger is ex- 
pected about July Ist next. The sav- 
ings banks will probably be taken over 
first, and this step is expected to be 
followed by the consolidation of the 
national banks. 


The financial institutions to be in- 
eluded in the consolidation are: Bank 
of Santa Maria; the Commercial Trust 
& Savings Bank, Santa Barbara; the 
Fidelity Trust & Savings Bank, Fresno; 
the First National Bank of Hollywood; 
the Hollywood Savings Bank; the Al- 
hambra Savings and Commercial Bank; 
the First National Bank, Redlands; the 
Redlands Savings Bank; the National 
Bank of Tulare: the Savings Bank of 
Tulare: the First National Bank of 
Visalia; the Producers Savings Bank, 
Visalia; the First National Bank, Ox- 
nard; Oxnard Savings Bank; the City 
National Bank, Long Beach, and the 
Lindsay National Bank. 


Under previous consolidations, the 
Union National Bank of Pasadena, the 
Union Trust and Savings Bank of 
Pasadena, the American Marine Na- 
tional Bank of San Pedro, and the 
Bank of Glendale have already become 
a part of the Los Angeles Trust & Sav- 
ings Bank. 


Under the plans announced by Pres- 
ident Robinson, the stock of the First 
National Bank, the Los Angeles Trust 
& Savings Bank and the First Secur- 
ities Company will be deposited with a 
corporate trustee, and the trustee will 
issue to each stockholder a Beneficial 
Certificate, which will represent the in- 
terest of the stockholder in all three in- 
stitutions. 


Under the call of the Comptroller of 
the Currency on March 10, the total 
capital, surplus and undivided profits 
of the three institutions were $13,842,- 
026.07. 


Through a declaration of cash and 
stock dividends, it is intended to re- 
finance these three institutions and to 
provide the funds necessary to complete 


the merger with the outside banks, giv- | 


ing the three institutions, after the out- 
side banks have been taken in, combined 
tapital assets of some $18,600,000. 


The Original 
Must Not Leave the Bank 


SEND A PHOTOSTAT PRINT OUT FOR TRANSLATION 


A PHOTOSTAT copy is a facsimile copy. 


It is a complete 


copy of signatures, seals, characters, type, manuscript,’ illustra- 


tions and headings, just as they appear in the original. 


The use 


suggested by the cut is just one of many. 


One of our bank customers writes: 


“In the banking business the necessity for accurate copies of 
various instruments, such as checks, notes, bonds, stock certifi- 
cates, bank statements, etc., frequently arises, which prompted 
us about four years ago to install a Photostat, since which time 
the demands for its use have greatly increased and the machine 
is kept in daily operation. The Photostat has become a necessity 
with us, an essential part of our mechanical equipment.”’ 


Full information about machines or service on request. 
Write or telephone our nearest office. 


PHOTOSTAT CORPORATION 


299 STATE STREET, ROCHESTER, N. Y. 


88 Broad Street - - * = 
123 West Madison St 
209 Leader Bidg 

7 Dey Street 


- Boston 
Chicago 
Cleveland 
New York City 
Executive Office 


510 North American Bldg. - - Philade!phia 
317 Third Avenue Pittsburgh 
429 ‘Monadnock Bldg. San _ Francisco 
601 McLachlen Bldg. Washington 
Providence, R. 1. 


PHOTOSTAT 


TRADE MARK 


An unusually beautiful piece of bank 
architecture is the contemplated struc- 
ture that will house the Greenwich Sav- 
ings Bank, New York City, New York. 
Tt will be about eighty feet high, and its 
three facades will be enriched by Corin- 
thian columns, which will form project- 
ing porticos on two sides of the build- 
ing. It was designed exclusively for 
this bank, the third oldest savings bank 
in Manhattan, established in 1833. 
Construction work will begin early in 
June. 


A ten-story bank and office building 
will be erected by the Greenwich Bank 
of New York. The estimated cost of 
the structure will be $100,000. 


C. M. Clayton, vice-president of the 
Miami National Bank, Miami, Florida, 
has resigned and his resignation has been 
accepted. 


The annual convention of the Min- 
nesota Bankers Association will be held 
at the St. Paul hotel, St. Paul, on June 
20 and 21. 


One of the features of an extensive 
building program launched in Dubuque, 
Towa, will be the building of a new home 
for the Federal Bank and Trust Com- 
pany. The structure contemplated is 
a bank and office building thirteen 
stories high with basement. It will cost 
about $500,000. 


Readers uill confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers 
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HOW SOUVENIRS ARE 


PULLING ACCOUNTS 


Analysis made by St. Louis bank shows that 
people are usually responsive and gener- 


ous when attractive 


OT long ago the Liberty Central 

Trust Company of St. Louis sent 
out a questionnaire to a selected list of 
banks as to the most effective method 
used in securing new savings accounts. 
The response was both enlightening and 
gratifying because it showed the active 
interest of the banks in the development 
of new business along systematic lines 
and it revealed also many simple and 
profitable plans. 

Out of 85 banks replying, 25 found 
that the stimulation of savings accounts 
was decidedly satisfactory as a result 
of the use of fountain pens, pencils, 
coupons, American flags, miniature 
banks, insurance and so on. 

The biggest and best results secured 
by any institution in any campaign, 
was through an employes’ new business 
contest. The three letters which I have 
before me that one contest 
produced nearly 10,000 accounts at an 
average cost of 73 cents; the other 
which produced 6,017 accounts and the 
other 2,364 accounts. All speak for them- 
selves. There are many plans for the 
conducting of new business contest and 
space is too limited here to go into any 
of them thoroughly. But it goes with- 
ont saying that employes’ new business 
contests are exceptional producers. 


show 


Nine of the banks reporting spoke 
enthusiastically about Christmas Sav- 
ings Clubs, not only from the stand- 
point of publicity but also because 
many of them claim that a good pro- 
portion of such deposits are transferred 
to regular savings accounts. I am quot- 
ing below one paragraph in particular. 

“Our best source of new accounts out- 
side of the good-will of our old patrons 
is our Christmas Money Club which has 
been in operation since 1914. Fully 
25 per cent of the new accounts opened 
daily ean be definitely traced to mem- 
berships in the Christmas Money Club. 
This is a steady, daily contribution and 
produces good average savings accounts.” 





novelties are offered 


Another bank, one of the biggest 
banks in the East, tells of the splendid 
results secured from their “Banking 
By Mail” which has been built up to 
enormous proportions through steady 
and persistent publicity. 

A large bank in the South has this 
to say about personal solicitation and 
incidently, also touches on the subject 
of joint advertising: 

“The best plan that we have employed 
for securing new savings accounts is by 
neans of personal work. Of course we 
run savings advertisements in the news- 
papers continuously, and these are sup- 
plemented by a joint thrift campaign 
in which we join with the other New 
Orleans banks. This joint campaign 
has been running for about two and 
one-half years, and undoubtedly has 
produced good results.” 

Four of the banks reporting speak 
about the results secured through the 
Daily Dime Saver. The following is 
an excerpt from one of the letters: “An- 
alyze the Dime Saver—It gives you a 
first deposit of $3.10; it is necessary 
for the individual to put in thirty-one 
dimes, and these can be secured (in 
this city at least) in the ordinary way 
a person gets dimes in less than ten 
days to two weeks’ time. Each dime 
they receive reminds them of their pur- 
pose, and it forms a habit in a very 
short time. ' 

“In the last three months we have 
secured about 1,500 accounts through 
this source, and they are growing very 
strong with us. They cost about $45 
per 1000, and if no one in your good 
city is using it, we recommend that you 
tie to it.” , 

The pledge system which has come 
to light recently in many of the large 
cities is spoken of as producing good 
results in a middle sized town. The 
system calls for the customer to sign 
a-pledge card on which he agrees to 
save a certain amount for twelve 


months whereupon on the first of each 
month the bank mails a statement to 


the customer reminding him of his 
pledge. The campaign lasted about 
three weeks, during which time over 600 
pledges were signed. Besides news. 
paper publicity ete., two solicitors, a 
man and a woman were employed. 
They visited offices, stores and factories, 
No money was collected. All they 
secured was the signature. 

A Chattanooga bank tells about a 
system of securing savings accounts 
through the co-operation of church and 
other civic organizations, which pro- 
duced nearly 2400 accounts at a cost of 
about $1200. This bank says: “We 
are not able to advise the amount of the 
first deposit because we discovered in 
most eases the solicitors refused te ae- 
cept deposits over $1.00. (This may 
be accounted for by the fact that ac- 
counts could be opened for $1.00 or 
more and solicitors did not eare to as- 
sume any additional responsibility).” 

Four banks reported their best re 
sults secured were through the distribu- 
tion of home savings banks. One bank 
has two or three men selling thrift ac- 
counts and home banks. They averaged 
anywhere from seven to twenty accounts 
per day. This is an ideal combination 
between personal solicitation and home 
savings banks. 

One of the greatest successes on a 
small item was that seored by a Chi- 
cago bank which presented an Amer- 
ican flag with each new savings account 
of $10 or more. This bank does not 
give any of the so-called premiums but 
looked upon the American flag as some 
thing entirely different. It has used 
the American flag on several occasions. 
During the campaign it opened between 
1,500 and 2,500 new savings accounts. 
It usually starts before Decoration Day 
and closes just after the Fourth of July. 
They remarked that “there was a smaller 
percentage of these flag accounts closed 
than of ordinary savings accounts and 
we find that they show a very healthy 
growth.” 

A prominent bank in Los Angeles has 
found it profitable to use pencils on the 
order of the Eversharp in opening Up 
new branches. “We gave these pencils 
with each account opened on the open 
ing day. Only last Saturday, We 
opened a few more than 700 accounts 
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average balance of about 


with an 
$50.00. There is no reason why this same 
idea could not be utilized in securing 


new savings business. A certain week 
or a certain month might be designated 
as ‘Thrift Week’ during which, every 
one who opens a savings account of $10 
or more, would receive an attractive 
pencil.” 

A bank in the outlying district of 
Chicago reports that in about four 
months they secured something over 
4,000 accounts as a result of a fountain 
pen offered with every new account of 
$5.00 or more. They also offered to 
give an old customer who would bring 
in a new customer who would bring in 
a new customer, a pen as well. The 
pens cost them in 1,000 lots about $1.00 
apiece and retailed in the stores at 
about $1.50. They say that this one 
campaign has produced more new bus- 
iness in a short time than any other 
advertisement ever used. 


A Graphic Appeal to Women 
“The Ages of Mary” is the title of 
an attractive booklet put out recently 
by the Franklin Bank Branch of the 
Union & Planters Bank & Trust Com- 
pany, Memphis, Tennessee. It repre- 
sents a series of seven advertisements 
used in the daily newspaper of that city 
designed to gain women recognition. A 
similar newspaper series on “The Ages 
of Man” appeared in 1920. 

Each advertisment is pictorially illus- 
trated and paints a graphic word 


. picture of “Mary” going through the 


various stages of her career, from baby 
to grandmother, and shows how financial 
independence can be attained at these 
different periods when systematic sav- 
ings is carried out. Such headings as 
“Dad’s New Pal”, “The Algebra of 
Life’, “The Bride”, “Mother” give 
the series an interesting and human 
touch. 


The Flora, Illinois, National Bank 
has elected J. C. Scudamore a director 
to fill the unexpired term of Dr. C. E. 
Dunean, who resigned. 


Arley D. Burt hag been elected cash- 
ier of the Pioneer State Bank, Eureka, 
Kansas, sueceeding M. W. Allen who 
resigned to devote his entire time to 
his private interests. 


Announcement has been made of the 
election of A. A. Wilson as vice-presi- 
dent of the Bank of Italy, San Fran- 
eiseo, in charge of the international busi- 
ness department. He has been manager 
of the Park Union Foreign Banking 
enation of San Francisco since 


The American Loan & Trust Company 
and the Michigan Investment Company, 

th in Detroit, have moved into their 
new and modern home. 
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A new and better size of 
our popular bank—one 
that will come in often 
for deposit. 

Full advertising value, 
secured for your bank 
name on the side—instead 
of the top. 

Handsomely nickel plated 
on a strong all brass body 
—to prevent rust—this 
little bank will give good 
service. 


Sample on Request 





A Real “‘Cash Carrier’’ 


The Banking & Trust Associates 
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AN ATTRACTIVE SERIES ~ 
OF BANK BOOKLETS 
VERYONE enjoys picking up an 
unexpected bit of reading matter 

—a railroad folder about the Yosemite, 
a booklet of news in a street-car or 
taxi-eab. Modern advertising has be- 
come aware of this fact and is aiming 
many a campaign to capture the imagin- 


ings of idle moments by supplying in- ’ 


teresting and constructive light reading 
for publie distribution. 

A series of such booklets has been 
issued and used successfully by the 
Central Trust Company of Illinois. 
The well-known lessons of Thrift, Safety, 
Safe Investment, Success, and Com- 
munity Service are told here in a series 
of parables calculated above all to in- 
terest and hold the imagination. Some 
of the titles are amusing enough to 
attract all types of the bank’s cus- 
tomers. These are: “Mary’s Merry 
Martyrdom,” “Jim Tightwad, The Good 
Samaritan,” “I Paid $4,405.47 to Tell 
You This.” 

There is also a booklet called “Pres- 
ident Harding, Apostle of Thrift’? which 


outlines the story of the president’s 
rise in a manner interesting to the 
grown-up reader and inspiring to the 
child. There-are editorials whose con- 
tent may be suggested by the following 
titles: “How to Take the Worry out of 
Tomorrow,” “If We Can’t Save Money 
Balance- 
The style is 
and 
there are plenty of anecdotes to illus- 
On the back cover 
of each folder are a few facts regarding 
the strength of the Central Trust Com- 


We Can’t Succeed,’ “The 
Wheel Keeps Us Going.” 


always sprightly and _ readable 


trate the lessons. 


pany. 


The folders were written by Ralph 
Parlette, head of the publishing house 
of Parlette-Padget Company of Chi- 


cago. They are copyrighted. 


Wrecking has started for the erection 
of a modern building for the Liberty 
The 


National Bank, Cincinnati, Ohio. 
structure will cost about $225,000. 
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| Every Business 
Man Knows 


that his success 
is dependent upon 
the prosperity of 
his customers. 
Many banks and 
financial houses 
today have depart- 
ments devoted to 
promoting the busi- 
ness interests of their 
clients. That is not 
paternalism; it is 
far-sighted business 
sei vice. 


‘Canada is a 


‘Best Cistomer™ 
and the develop- 


ment, of her re- 
sources has only 
commenced. Can- 
ada needs settlers 


to cultivate -her 
broad areas—to in- 
crease her output—to 
multiply her demands. 
She offers attractive 
returns. She affords 
Americans an oppor- 
tunity for far-sighted 
business service. Pros- 
perity in Canada pro- 
motes prosperity in 
the United States. 


Advertisement inserted by the Cana- 
dian Department of Immigration & 
Colonization, Ottawa, Canada. 
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E. P. Bieber has been made active 
vice-president of the First Savings 
Bank, Reinbeck, Iowa. L. H. MeGrew 
was appointed cashier. 























J. A. Oliver, assistant cashier of the 
Pullman, Washington, State Bank, has 
resigned to become cashier of the First 
National Bank, Kent, Washington. 






































“Cash In’’ On the Liberty 
Bell July 4th! 


July 4th and the Old Liberty Bell are synonymous. Consequently, it is the 
psychological time for conducting a Thrift Campaign with the Liberty Bell Savings 
Bank. This unique home safe appeals to only the BEST in American citizenship. 
These are the REAL savers—the backbone of the nation. This is one of the 
reasons why accounts secured through the Bell Bank prove so profitable. An 
attractive Patriotic Window Display and the services of our Publicity Department 
are offered WITHOUT CHARGE towards making your July 4th Campaign a 
success. Write TODAY for full particulars and a sample Bell Bank with key, 


THE BANKERS SAVINGS & CREDIT SYSTEM COMPANY 


Madison Ave. and W. 103d St. 


D. & T. QUALITY 
Changeable Signs for Banks 


| OUR BOND DEPARTMENT 

Background is | WILL BE PLEASED TO 
|| HELP YOU SELECT THE 

Heavy Black ; _BEST INVESTMENTS 


FFER 


The Letters are | ARMOUR & 
From White | SWIFT BONDS sae) 


ELD 8% 


S PACIFIC GAS | 
& ELEC. TO PAY 9% | 


EEKLY FINANCIAL REVIEW 
BE MAILED ON REQUEST 


SPECIAL OFFER $31.00 


Complete with 250 Celluloid Letters and Figures shipped on approval 


DAVENPORT-TAYLOR MFG. CO. 


160 N. WELLS ST., CHICAGO 
Catalog on request 





The Madison Bank & Trust Company, 
Memphis, Tennessee, has increased its 
capital stock from $100,000 to $300,000. 


A. M. Lee, formerly vice-president of 
the Bank of Huntingdon, Tennessee, 
has been elected president to succeed 
the late George T. McCall. James Pat- 
trick succeeds Mr. Lee as vice-president. 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers 
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CLEVELAND, OHIO 


ARRANGING HOTELS FOR 
A. B. A. CONVENTION 


HE Hotel Commodore has _ been 

selected as headquarters for the 
American Bankers Association conven- 
tion to be held October 2 to 6 next. It 
is expected more than 7,500 out-of-town 
delegates will attend and inasmuch as 
the hotels are crowded at all times of 
the year the committee has decided on 
a plan which will facilitate the equal 
distribution of quarters and_ prevent 
failure on the part of any guest to get 
accommodations immediately on arrival. 

A sufficient number of rooms to care 
for all has already been set aside, each 
of the ninety-two hotels belonging to 
the Hotel Association of New York hav- 
ing made an allotment. Delegates may 
apply direct to the hotel they prefer 
and rooms will be assigned them from 
the allotment. Reservations will be 
granted those first to apply. When an 
allotment is filled, sueceeding applicants 
will be referred to other hotels where 
accommodations within the allotment 
are still available. 

The Hotel Committee is mailing cir- 
culars to all members of the Associa- 
tion, giving the names and location ot 
the hotels with which allotment arrange- 
ments have been made and giving als 
maximum and minimum rates. The 
hotels have voluntarily quoted lowest 
rates and if further reduction is possible 
prior to the convention, it will be made. 









The First National Bank of Chicago 
has re-elected Arthur N. Cordell assist- 
ant vice-president. Mr. Cordell resigned 
last September to assume the manage 
ment of a manufacturing business, and, 
having completed the work he undertook, 
returns to his official connection with 
the bank. 


T. C. Bradford has resigned as & 
sistant eashier of the Citizens Bank, 
Falmouth, Kentucky, and has been sue 
ceeded by M. W. Timber, formerly a 
sistant cashier of the North Middletow2, 
Kentucky Deposit Company. 
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$1,553,145 NEW ACCOUNTS 
IN .THIRTY DAYS 


By thirty days employes of the Guard- 

ian Savings & Trust Company of 
Cleveland in their “spring drive” 
brought into the bank 6,006 new ac- 
counts, with initial deposits of $1,553,- 
145. 

Officers and employes, numbering 
600, were separated into two competitive 
armies, the blues and the reds, with 
fourteen teams on each side. Each 
team had its captain. On the day the 
drive opened Cleveland newspapers car- 
ried an advertisment announcing the 
aim of the employes. 


The night before the contest opened 
an enthusiastic rally of all members of 


the staff was held, with a dinner, speeches, 


group singing, and cheering. The 
next day the papers carried brief stories 
of the rally and the goal of the drive. 
Thousands of letters—six letters, each 
with a different appeal—were ready for 
employes to send to their local and out-of- 
town friends and acquaintances in soli- 
citing business. On the first of April 
thousands of inserts, boosting the drive, 
went out with commercial statements. 
Once a week the newspapers carried 
an advertisement on the campaign. 


Once a week or oftener each captain 
met with his team to discuss ways and 
means of bringing in more _ business. 
Bulletins were issued frequently, giving 
reports and making suggestions for soli- 
citations. One bulletin, for example, 
listed the many classes of possible pros- 
pects to whom employes might profit- 
ably appeal in their campaigning. The 
list read as follows: 


_ WHOM TO SOLICIT: 
Friends you have among the bank’s 
customers. 
All your associations. 
All your relatives. 
your relatives’ friends. 


“The Slip Off Penholder Brings Business 


and is a Daily Reminder” 


aes new and original. A Penholder with no metal to corrode. The 
releases the pen. Made in any color. Made regular for black ink 
or double ends, for red and black. Your ad on this holder will be kept for 

ar holder $30.00 per M., Double ender $40.00 per M. 


girls with your ad on in gold or silver, “I ama 
Booster for Your Bank’’ makes many new accounts. 


Established 
1879 


CHICAGO 


3 A J Made in assorted colors 
Six sections with button top. Samples on request. 


F. LEWALD & CO. 


330 South Franklin 








All your fellow members in clubs 
and societies. 


All your friends in the church you 
attend. 


All the boys and girls you knew at 


grammar, school, high school and col- 
lege. 


All your friends in communities where 
you formerly lived. 


All your friends from the old home 
town who now live in Cleveland. 

All the people with whom you tran- 
sact business—your grocer, shoe dealer, 
barber, hairdresser, etc. 

All your friends’ friends. 
PUT YOUR FRIENDS TO WORK 

Your friends will be glad to see you 
and your team win in the Guardian 
centest. Give them some introduction 
cards, with the request that they urge 
their relatives and friends to start 
Guardian accounts. 

Three times during the month brief ral- 
lies were held in the bank lobby to hear 
reports and to get direct messages from 
the commander-in-chief and the gen- 
erals of the two armies. Two large 
thermometers, one blue and the other red, 
suspended in the rear of the lobby, reg- 
istered daily the total number of ac- 
counts each side had secured. 

Introduction, registration, and sig- 
nature cards were used. The registra- 
tion card was filled out by the employe 
following the solicitation of a prospect 
who intimated or promised that he 
would start an account with the bank. 
The card was filed by the new business 
department, and thus, if later, the pros- 
pect opened an accqunt, the first person 
reporting the solicitation had prior 
claim to eredit for the account. 

At the close of the contest, the blue 
teams led with 3310 accounts, of which 
2986 were savings. The reds led their 
rivals in the amount of deposits ob- 
tained with a total of $1,110,590. In 
addition to the savings and commercial 
accounts secured by the blues and the 
reds, almost 100 safe deposit boxes were 
rented and 20 pieces of trust business 
were signed up. 
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Army promotions were awarded those 
“privates” who attained certain quotas. 
If an employe obtained at least 25 ac- 
counts, he was made a corporal; if 35 
or more account, as a sergeant; if 35 


more accounts a lieutenant. More than 
fifty “privates” in the red and blue 
armies were promoted during the drive. 


The History of a Bank 

Every time a bank makes a trans- 
action, it is making history. In towns 
of small population this is particularly 
true. The community progresses no 
faster than its bank. It is therefore 
interesting to note how often bank pub- 
licity and advertising takes the form 
of historical sketches, which in telling. 
the history of the city tell also the story 
of the bank’s service to the city. j 


A most attractive small book issued 


‘recently by the first National Bank of 


Greenfield, Mass., is called “One .Hun- 
dred Years in Greenfield” and, as the 
title suggests, outlines the growth of 
Greenfield during the hundred years 
since the establishment of the bank. The 
publication is one which any citizen of 
of Greenfielf should be glad to own. It 
is beautifully printed and illustrated 
with many views of the town as well as 
pictures of the founders of the First 
National Bank. From the old mansions 
built when the founders of the bank 
wore ruffled lace cravats to the modern 
bank buildings, post offices and other 
civie institutions, the growth of the 
town is pictured. There are many homes 
which appear to be real show-places; 
beautiful rural spots vie with the very 
business-like-appearing district called 
“Bank Row.” The city, with a popula- 
tion of only 15,462, manufactured prod- 
ucts valued at practically $9,500,000 in 
1919, an increase of 16.8 per cent over 
the 1914 figures. The city has one 
national bank, two savings banks, one 
trust company, and one co-operative 
bank. 


More Business 


for your 


BANK 


OR thirteen vears the 

Bankers Service Corpor- 
ation has been producing 
actual results in increased 
business for banks and trust 
companies from Maine to 
California. 
Weare Responsible, Experi- 
enced and Efficient in 
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New Business Surveys 
Personal Solicitation 
Customer Cultivation 
Newspaper Copy 
Booklets and Folders 
Christmas Clubs 
Home Safes 
Advertising Agency 


There is at least one big bank 
in every big city which has 
used our Service— many of 
them over and over again— 
in the development of a Sav- 
ings department, a Trust 
department, a Commercial 
department, a Safe Deposit 
department or a New Busi- 
ness department. Every cus- 
tomer is a reference 


: «. 
| Bankers Service 
| Corporation 


19 & 21 Warren Street 
New York City 


Write for our booklet 
“The Voice of Experience” 


(BRONZE CHECK DESKS 


GRILLE WORK, CAGES, ENCLOSURES 


BRONZE TABLETS, BRASS SIGNS 
RAILINGS, GATES, BULLETIN BOARDS 


Write for Folder “B"’ 


THE NEWMAN MANUFACTURING CO., 
418 Elm St., Cincinnati, Ohie 


The American State Savings Bank, 
Holt, Michigan, will take bids soon for 
a $35,000 new home. Plans have been 
drawn. 
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SIMPLIFYING THE RECORDS 
IN THE SAFE DEPOSIT 
VAULT 


(Continued from page 17) 
payment of a term’s rental the three 
copies in this triplicate set are made 
in one writing on the typewriter. Car- 
bon impressions are used for the second 
sheet-renewal notice and third sheet- 
memorandum ticket. 

The receipt is on white paper, the 
renewal notice on buff paper and the 
memorandum on pink paper. The dif- 


ference in color distinguishes the copies 


and thus aids in handling and filing. 

The original or rental receipt is, of 
course, given to the box renter upon 
payment of rental. The second sheet 
or renewal notice is filed in a ecardfile 
under the expiration date of the rental 
term. This drawer of the cardfile con- 
tains year, month and day index guides. 

The person in charge of the safety 
vault department works a few days 
ahead of the expiration dates in mailing 
out the renewal notices to renters. It 
will be noted that the form is arranged 
for use with window envelopes. The 
names and addresses having been orig- 
inally written in the proper space, 
there is nothing to do but enclose and 
mail them when the renewal time ap- 
proaches. 

The renewal 
printed clause: 

“To facilitate matters for our DE- 
POSITORS, we will charge your ac- 
count with amount of rental shown 
above, 30 days after date of this notice, 
providing we do not hear from you to 
the contrary.. We hope this will meet 
with your entire approval and take this 
opportunity to thank you.” 

The Pearl-Market bank finds this 
plan has met the approval of practically 
all of its depositors who are also box 
renters. The bank reports however, that 
it has few delinquents among its 
renters as a whole, the majority paying 
upon or before the due date. 

The memorandum tickets from sets 
written during the day are assembled 
and accompany the daily report to the 
bookkeeping department at the close of 
the day. Afterwards they are returned 
to the safe deposit department where 
they serve the double purpose of expira- 
tion tickler and permanent record of 
boxes by number. . 

When returned they are first filed 
with the renewal notices by expiration 
date. They remain in this order after 
the notices have gone out and until the 
renewed term rental is paid or the box 
surrendered, thus reporting delinquent 
renters. Later they are filed in one of 
the cardfile drawers in box number 
order. Thus, a permanent reference 
file or history of boxes by box number 
is created. 

Each time a term’s rental is paid by 
renewal the above described triplicate 
set is written up and the procedure in 


notice carries this 


filing the blanks is the same as when 
the box was originally rented. 

After all transactions for the day in 
the safe deposit department have been 
recorded the custodian makes the daily 
report or summary. (Figure ITI.) 

This report shows the complete daily 
transactions in connection with ll 
boxes. It provides a perpetual inven- 
tory of the total number of boxes rented 
and available classified by sizes as in- 
dicated by the various rental rates from 
$2.00 to $10.00 per year. 

The receipts for the day are entered 
and accompanied by the pink memo- 
randum copies showing the rental re- 
turns for the day. The report is then 
sent to the general bookkeeper. The 
general bookeeper audits the report 
and after putting through the credit 
to the safe deposit rent account, gives 
the daily report and memorandum 
tickets showing individual transactions 
to the cashier. 

The cashier reviews the report and 
sees that it is permanently filed in a 
binder provided for this record. He 
examines the pink memorandum tickets 
thus familiarizing himself with the 
daily activities of the department. 

After data has been recorded by the 
advertising and new business depart- 
ment these tickets are returned to the 
safe deposit department where they first 
serve as the tickler and finally as the 
permanent box record by number des- 
cribed in an earlier paragraph. 

The safe deposit department in this 
bank shows an attractive margin of 
profit. Miss Gross, the manager of the 
department, says her work is a pleasure 
and troubles few as compared to their 
experience with an inadequate system 
of bound receipt books and ecards pre- 


viously used. 


The complete and perpetual records 
built up through the use of this system 
are almost automatic in their operation 
and the old fashioned safe deposit box 
ledger has been completely eliminated. 


The stockholders of the People’s 
Bank and Savings Company, Cinein- 
nati, Ohio, have elected Dr. B. F. 
Lehman a director to fill the vacancy 
made by the death of former Mayor 
John Galvin. 


Edward Mays of St. Louis, Missouri, 
and A. T. Huspeth have purchased the 
controlling interest in the Searcy Bank, 
Leslie, Arkansas. 


William H. Crocker has disposed of 
his interests in the Mereantile Trust 
Company of San Francisco, according 
to a statement issued by John S. Drum, 
president. 


R. H. Alexander, formerly cashier of 


the First National Bank, Coleman, 
Texas, has accepted a position in the 
Federal Reserve Bank, Dallas, Texas. 
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READY 
TO 
SERVE YOU 


IN CHICAGO 


CENTRAL IRUST 


COMPANY OF ILLINOIS 


Deposits $65,000,000 


Capital and Surplus $7,000,000 


Preventing Loss 

Will losses through 
check-alteration ever be 
entirely stopped ? 

Notso long as plain paper 
is used for checks. 

Every year more banks 
are using checks on Nation- 
al Safety Paper. 

Ask your stationer, printer, or 
lithographer. 


George La Monte & Son 
Founded 1871 
61 Broadway, New York 


CHICAGO 


THE TRAVELING TELLER | 


RECORDING HOME SAFE 


THE CENTRAL TRUST CO. OF ILLINOIS 


which has 
32,000 oF THESE SAFES 
says of them: 


THIS SAFE IS THE BEST MEANS 
OF SECURING DEPOSITS 


and we have hundreds of similar testimonials 


May we show you how they 
would benefit your bank? 


The Automatic Recording Safe Co. 


159 North State Street CHICAGO 
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VER since The Merchants Loan and Trust Com- 
pany Bank of Chicago was founded, more than 
sixty years ago, the big end of its business has 


been commercial banking . 


Today this Bank is recognized as one of the leading 
trust companies of the United States in volume of com- 
mercial business and holdings of bank deposits. 


BOARD OF DIRECTORS 


CLARENCE A. BURLEY 


Attorney and Capitalist 
ROBERT W. CAMPBELL 


Knapp & Campbell 

MARSHALL FIELD 
Meant 7, Glore, Ward & Co. 
ERNEST A. Chairman 
Boat au National a 
HALE HOLDEN ident 
Chicago, pea & Quincy R. R. Co. 
MARVIN HUGH Chairman 
Chicago | ties Railway Co. 
EDMUND D. HULBERT President 
The Merchants Loan & Trust Co. 
Illinois Trust & Savings Bank 
Corn * mag National — 


CHAUNCEY KEE Truste: 
Marshall Field Estate 


CYRUS H. McCORMICK Chairman 
International Harvester Co. 

JOHN J. MITCHELL Chairman 
The Merchants Loan & Trust Co. 

Illinois Trust & Savings Bank 

JOHN S. RUNNELLS Chairman 


Pullman Co. 

EDWARD L. RYERSON Chairman 

Joseph T. ss & Son 

JOHN G. SHEDD resident 
ORSON SMITH 

JAMES P. SOPER President 

Soper —- Co. 


Marshall Figid & Co. 
ALBERT A. SPRAGUE hairman 


Chairman 
Advisory Committee 
Sprague, Warner & Co 


WE INVITE INQUIRIES IN REGARD TO ANY 
FEATURE OF OUR SERVICE 


JOHN J. MITCHELL, Chairman of Board 
EDMUND D. HULBERT - - - President 

RANK G. NE Vice-President 
bs at es nay 


K LSO 
JOHN E. BLUNT, JR. -- 
C. E. ESTES 


Vice- 
F. W. THOMPSON --- Vice-President 
H.G.P. DEANS - - - - 


JOHN J. GEDDES Cashier 


F. E. LOOMIS - Assistant Cashier 
- Assistant Cashier 
Assistant Cashier 
L. LOEHR_ - Sec'y and Trust Officer 
.EONARD JOHNSON - Assistant Sec’y 
. HARDIE - Manager Bond Department 
. ADAMS - - Asst. Mgr. Bond Devt. 
. SAMPSON - Asst. Mer. Foreign Dep 


Capital and Surplus F shia Million Dollars 


Appoints Foreign Agent 

The Central National Bank Savings 
& Trust Company, Cleveland, Ohio, is 
enlarging the service of its foreign de- 
partment and has appointed P. A. 
Fernandez, of that city, as foreign rep- 
resentative, according to an announce- 
ment made by C. E. Sullivan, president. 
He left on May 8 for an extensive 
trip to Central and South America, 
from where he will send back periodical 
reports on trade, shipping and credit 
conditions of interest to Ohio manu- 
facturers. 


John G. Zellar, vice-president of the 
National Biscuit Company, was elected 
a director of the Savings Investment 
and Trust Company, East Orange, New 
Jersey. 


The First State Bank, Tenaha, Texas, 
has increased its capital stock from 
$20,000 to $40,000. 


Becomes A National Bank 

Application made some time ago by 
the Standard Savings Bank in Wash- 
ington, D. C., for conversion to a na- 
tional bank was approved recently by 
the Comptroller of the Currency. The 
institution is now known as the Stand- 
ard National Bank. It is capitalized 
at $200,000 and has $100,000 surplus. 
Total deposits are in excess of $600,000. 

This bank -was opened less than two 
years ago. A. S. Gardiner is president 
and other officers are: Wistar M. Bald- 
erston and J. Rozier Biggs, vice-pres- 
idents, and James Trimble, Jr., cashier. 

Plans are under way, according to 
Mr. Gardiner, to eae the bank build- 
ing. 


Miss Nettie Lancaster has _ been 
elected assistant cashier of the Farmers 
& Merchants’ Bank, Newbern, Tennes- 
see to fill the vacancy caused by the 


‘resignation of Miss Luna Bone. 


WHY BANKERS SHOULD 
BE PUBLIC SPEAKERS 


HE necessity for widespread eg. 
nomic knowledge is granted. Hoy 
should this knowledge be spread? Jj. 
rectly by the banker, says John ] 
Puelicher, first vice-president of the 
American Bankers Association, anj 
chairman of its public education eo. 
mittee. In addressing the conventio 
of the Maryland Bankers Association, 
he said: 

“The banker owes his knowledge ty 
the public. He should see that no cop. 
vention, no club program, no _ busines 
men’s meeting, no labor gathering, 
farmers’ institute, no teachers’ institute 
no gathering of any importance eve 
convenes in his community without 4 
banker appearing on the program—giy. 
ing accurate financial and economic jn. 
formation and teaching fundamentals, 

“And does not the banker owe this 
service as a teacher of financial ep. 
nomies to the boy and girl in the schoo 
today, the future citizen of America! 
He is a wise banker who sees that be. 
cause of his position of respect and 
leadership in the community and because 
of his knowledge of financial funds 
mentals, the door of the schoolroom js 
open to him, and he may federate the 
services of his institution with that of 
the school in the task of building the 
future American character and enlight- 
ening the future American intellect. 

“Thirty-seven states and the Distriet 
of Columbia are not only organized but 
doing work. Some 1500 bankers have 
been speaking in California and over 
130,000 high school pupils have been 
reached during this last year. In Pem- 
sylvania the material of the lecture out 
lines has been simplified and _ bulletins 
issued each month. Pennsylvania bank- 
ers will tell you that Pennsylvania is in 
the plan to stay and that every banker 
who has been working this year would 
not give up his opportunity to continue 
the work next year. The radio is als 
made use of. They know what the 
plan means to the state, to the bankers 
and to the individual student and «iti 
zen. They know, too, that those who do 
this work must study and unquestionably 
possess that knowledge which they wish 
to give to others in simple, understané- 
able language. It means, in the end, 
better bankers, as well as better citi 
zens.” 


The Bank of Lemoore, California, has 
received permission to change its name 
to the National Bank of Lemoore. 


The People’s Bank, Templeton, lows, 
is planning to erect a new home 2 
which it will conduct its business. 


The State Bank and Trust Compaty; 
McComb, Mississippi, has moved into 
its new home where it is now doing 
business. 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers 




























yntinue 
is also 
at the 
yankers 
1d citi- 
who do 
ionably 
ay wish 
rstand- 
he end, 
er citi- 















nia, has 
is name 
re. 






1, Lows, 
ome it 
ss. 








ompany; 
yed into 
w doing 























































ADVERTISING AS IT AIDS 


HONESTY IN BUSINESS 
By CHARLES H. MACKINTOSH 
DVERTISING, as an ethical foree, 
is not yet fully appreciated by 
many of those who employ it constantly 
even in its higher manifestations. The 
pusiness-building power of honest ad- 
vertising has long been recognized by 
forward-looking merchants and manu- 
facturers, but not all have come to see 
advertising as the creator of a new 
sense of the essentiality for honesty in 
business. It was seen some years ago that 
advertising must be true if it is to be 
trusted, and that it must be trusted if is 
to be productive of profitable results-— 
and from that thought-seed has sprung 
the present tree of Truth-in-Advertis- 
ing. Advertising, however, is merely 
the reflection of the thing advertised in 














CHARLES H. MACKINTOSH 
President Associated Advertising Clubs 
of the World 


terms of the sense and morality of the 
advertiser. Back of honest advertising 
there must be honest business, and so the 
Truth-in-Advertising movement was, in 
reality, a foreshadowing, or mirroring, 
of a new conception of Honesty-in- 
Business based upon a scale of ethical 
values never before generally applied 
in the processess of trade. 

“Caveat emptor!” let the buyer be- 
ware, has been the rule of trade 
throughout the centuries. It might con- 
tinue to be the rule today, were it not 
that advertising, with its indefinite 
multiplication of the power and_ re- 
sponsibility of the individual trader, 
acted as a mental microscope on the rela- 
tions between buyer and seller; reveal- 
ing the fact that the continuity of these 
relations, under conditions of aggres- 
sive competition for the purchasing 
power of the buyer, must always rest 
upon the determining factor of his 
GOODWILL. Wherever his goodwill 
goes, there will his trade go also; and 
the goodwill of the buyer waits upon 
the service and the truthfulness of the 
seller. 

Men do not continue to trade with 
those who have tried to cheat them if 
there are others whose desire is to give 
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honest and friendly service, and who 
make that desire known through the 
medium of advertising. Advertising 
has’ not created the need for honesty in 
business; it has merely brought more 
people to realize the inevitable nature 
of that need. Now it is a fundamental 
fact in human nature that people do not 
take important action except upon per- 
sonal conviction of the need for such 
action. Philosophers and teachers may 
recite the rules of ethies indefinitely, and 
we may nod our heads and murmur 
“That’s so!” but it takes the shock 
of personal experience before most of 
us will change the emphasis upon that 
phrase of acquiesence and say instead 
“That’s so!” with the force of absolute 
conviction. 

Personal experience with the destruc- 
tive force of misued advertising, and with 
the constructive force of advertising in- 
telligently employed perhaps by com- 
petitors, has brought thousands to be- 
lieve what has hithérto been only a 
copy-book maxium to them—that, in 
business, and in advertising, which is 
the reflection of business, absolute 
honesty is the only suecessful policy. 
And so we are entitled to recognize in 
advertising perhaps the greatest modern 
force making towards practical and ap- 
plied ethies. 

During the past ten months I have 
traveled over a greater part of these 
United States and into Canada and have 
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Solve your storage problem by adopting our economical] filing boxes purposely made for 
IT SLIPS, CANCELED DRAFTS, CASHIERS CHECKS, GENERAL 


They are made in five standard bank sizes from the finest grade of heavy corrugated 
paper, shipped to you flat for convenience, but when instantly adjusted for use they are the 
maximum of strength and absolutely dust proof. 

Each one of our boxes contains a perforated sheet of assorted gummed labels for use in 
designating its contents, making your oldest records distinguishable and as accessible as 
those recently filed. Our boxes are today safeguarding the records of hundreds of the 
Let us also prove to you that they are the ideal 
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addressed a total audience of nearly 50,- 
000 business men and women, talking 
on “Advertising as an Ethical Force” 
and “Better Business” and I have told 
these men and women that if they want 
business to be better they must make it 
better; that if they sit with folded 
hands, waiting for conditions to im- 
prove and for business to get better of 
its own accord, conditions will not im- 
prove and business will not get better; © 
that the responsibility for the return of 
prosperity rests upon every individual 
engaged in business. Thirty-five thou- 
sand of my audience have been retailers, 
who control the tap at the end of the ° 
pipeline of business. I have urged 
them to turn on that tap by adopting 
now progressive and aggressive tactics of 
a sound and permanent business build- 
ing character, and I have placed these 
tactics fully at their disposal through 
the Educational and Better Business de- 
partments of the Associated Advertising 
Clubs of the World, for the Association 
has recognized the need for increased 
efficiency in advertising. 


F. C. Hassler, formerly assistant man- 
ager of the real estate loan department 
of the Fort Dearborn Trust & Savings 
Bank, Chicago, has been appointed man- 
ager of the newly opened real estate 
loan department of the Standard Trust 
& Savings Bank in that city. 





































































































































































































































































































































WHY WE SHOULD GIVE LONG-TIME 
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CREDIT TO EUROPE 


We have all the major legislation that is needed 
to aid American business in foreign trade 


HE world is afflicted with a greater 
number of complicated economic 
ills than at any time since international 
world trade has been established. 
During the past century a_ highly 
developed, complicated and sensitive or- 
for International trading has 
grown up. Its parts, like those of the 
human body, perform highly specialized 
functions, and no one part or fune- 
tion could be injured without affecting 
the whole organism. Its eredit, trans- 
portation, finance, currency, taxation, 
and many other divisions operate with 
the nieety of the human body, or a highly 
complicated machine. The world war 
has done to this organization of Inter- 
national trading much the same as a 
rock would do if thrown into a modern 
machine. Sabotage, on a world seale, 
has practiced. It has left the 
owners and operators of this interna- 
tional trading organization, or machine, 
stunned. The basis of eredit, which is 
primarily the actual or 
ownership of saleable goods, and see- 
ondarily the confidence existing between 
seller and buver, has been destroyed. 
The eurrency which is pri- 
marily a stable value in the monetary 


ganism 


been 


prospective 


system, 


units of trading nations, has been 
wrecked. The transportation system 
and related agencies for distributing 


and exchanging the surplus goods of 
nations, has been demoralized. Political 
jealousy, fear, and hatred have arisen 
among nations, as well as intensified am- 
bition.and selfishness among social and in- 
dustrial classes in the nations themselves. 
Worst of all, there is a pathetie absence 
of constructive thinking and plang to 








and our banks can supply the needed facilities 


By W. F. GEPHART 


Vice-president, First National Bank, St. Louis, Mo. 





restore world trading. Perhaps the dis- 
organization and the shock was too great 
to expect marked progress in restoring 
normal international industrial and 
social life. 

There have been advanced, now from 
this quarter, and now from that quarter, 
magical plans for restoration, varying 
from politicial Legues of Nations to 
Economie conferences, world banks, 
stabilized exchange, and so on. It is 
safe to assert that real progress will 
come most rapidly only in so far as the 
fundamental and simple principles of 
economies and are understood 
and followed. Human nature and the 
laws governing the production and dis- 
tribution of wealth cay not be changed 
by the Treaty of Versailles or the 
establishment of a Soviet regime. Bil- 
lions of hard earned and saved capital 
have been destroyed. 
reasoning can we 
that the world is not pocrer in 1922 
than it was in 1914. Millions of people 
are on a reduced standard of living and 
they will not purehase their accustomed 
amount of goods until they are again 
producing wealth in their former manner. 

Meanwhile, what is the position and 
duty of the American banker and bus- 
iness man with respect to this restora- 
tion of world trade? No nation has 
come out of the war with its industrial 
organization so nearly intact as has the 
United States. No nation has ever had 
such a wonderful opportunity to extend 
its foreign trade as has the United 
States; an opportunity that would not 
normally have eome to us for many de- 
eades. And vet, many of our people, 


finance 


By no specious 
convince ourselves 









bankers and business men, neither real- 
ize the extent to which we need foreign 
markets nor the unusual opportunity 


which we now have. For many ée- 
cades preceding the world war, ow 
manufacturing industry had been grow- 
ing by leaps and bounds, and this de- 
velopment was greatly accelerated by 
the world war. Our agricultural and 
extraetive industries, so far as our ex- 
port trade was concerned, were becon- 
ing of relatively less importance, both 
because we increasingly manu- 
finished produets, 
and also because our rapidly increasing 
population required a larger percentage 
of our food products. 

There is, therefore, no doubt about 
foreign 
markets and their effeet on our national 
prosperity. The marketing of these 
manufactured products requires a much 
more complicated and_ skillfully oper- 
ated organization than is the ease with 
food and other raw products which, 
because of their simple character, and 
ihe absence in general of competition, 
sell themselves. The relation of the 
American banker to this work of secur- 
ing and developing foreign trade is 
of outstanding importance. Finane- 
ing foreign trade is quite a different 
problem from that of financing 
domestic trade. Foreign trade finan- 
cing is primarily a long term eredit as 
contrasted with the short term credits 
of domestic trading. And, it is to be 
feared that both American bankers and 
business men have much to learn about 
long time eredits in connection with 
foreign trade financing. But for the 
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banker it is not simply a matter of long 
term credits, as this phrase is popu- 
larly understood. It is a special kind 
of long term credit which is necessary 
for securing and developing foreign 
business. This credit may be described 
as exploitation, or developmental, credit, 
which is not a matter of 90 days or 
even of six months. It is the kind of 
eredit which, in past years, has been ex- 
tended by the great English, German,and 
other Continental banks to business 
frms through a system of close ¢o- 
operation between the banks and the 
business firms and corporations. It is 
a function, not only of commercial, but 
also of investment banking by which 


the surplus capital of a country is per-. 


manently invested in other nations, as 
well as used to conduct the day by day 
export and import trade. The United 
States is no longer a deficient capital 
market. We will no longer seek capital 
from Europe, because our industrial 
development has proceeded so far that 
it makes this unnecessary. On _ the 
contrary, we will have an increasing 
surplus of capital to invest in foreign 
countries. 

A heavy responsibility and a difficult 
task rests upon the American banker in 
this matter of furthering our foreign 
trade. He will be expected not only to 
supply the machinery and the technical 
knowledge necessary to conduct these 
banking transactions growing out of 
foreign trading, but, just as is and has 
been the case of the International bank- 
ers of Europe, the American banker 
will be expected to supply the advice 
and counsel for much of the purely bus- 
iness side of the transactions. The in- 
ternational banker finds the opportu- 
nity for the foreign trader. He initiates 
the project and in many respects super- 
vises or advises as to the details of con- 
dueting the trade. The international 
banker is, in short, an entrepreneur. 

The undertaking is not only a banking 
but a business venture, requiring a wide 
vision and a sound understanding of 
the fundamental principles of interna- 
tional economics and finance. Without 
deprecating the ability and experience 
of the American banker, it is safe to state 
that a very difficult task confronts him. 
Few of our bankers have had oceasion to 
think of the problem of international 
banking and financing foreign trade. 
Much of this work has heretofore been 
done by foreign banks and a limited 
number of our own banks. Then, too, 
our foreign trade financing problem has 
become so large in such a short period 
of time that neither banker nor business 
man has had time to adjust himself to 
it, The task is made more difficult for 
the banker because our business men, 
as a class, have had even less experience 
in foreign trade and financing. It 
therefore, behooves the American banker, 
beeause of the urgency of the need and 
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DEN DANSKE 
LANDMANDSBANK 


Hypothek-og Vekselbank 


Copenhagen 


(Denmark ) 


Capital futty paia 100 Million Kroner 


Reserve - - - - 


50 Million Kroner 


The Bank Transacts 


every kind of 


Legitimate Banking Business 


Telegraphic Address - - 


‘*‘Landmandsbank”’ 


52 PROVINCIAL BRANCHES 


this twofold character of lis task, to 
equip himself as quickly as_ possible. 
Without any undue egotism, it may be 
predicted that the ingenuity, industry, 
and resourcefulness of the American 
will prove equal to the occasion. But 
granting that the American banker is 
preparing himself for this task, what 
can he do in the immediate future to 
further our foreign trade? 

In any diseussion of American bank- 
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writing to our advertisers 


ing and foreign trade, it is essential 
that the relation of banking to trade be 
thoroughly understood. At best, the 
service that banking can render to trade 
is limited to certain more or less well- 
defined functions. It is as important 
to know what banking cannot do in 
this respect as to know what it can do. 
There has accumulated, during and 
since the war, so much information 
(Continued on page 86) 
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“The Swedish Bank 


of Commerce” 


Svenska Handelsbanken 
STOCKHOLM 


The First Trust & Savings Bank, 


who recently resigned. 


F. L. Wall is the new eashier of the 
Harrisburg, Illinois, is to have a $200,000 Miami Beach, Florida, First National 
new home. It will be of brick construc- 
tion and thoroughly fireproof. 


Bank, succeeding Palmer Rosemond, 


BANKERS MONTHLY for JUNE, 1929 


WHY WE SHOULD Givg 
LONGTIME CREDIT TO 
EUROPE 


(Continued from page 835) 
concerning the workings of normal jp. 
ternational trade that it is not easy, at 
the present time, for the average ob- 
server to obtain a clear picture of what 
the actual situation is. Many of the 
banking services that were offered during 
the war period worked not primarily 
because they were economically sound, 
but because of the government support 
given to them. Now that these war 
conditions are behind us, it is essential 
that the true relation of American bank. 
ing to foreign trade be clearly defined. 
At best, it must be realized that the 
banking service is a means to an end 
and not an end in itself: It ean be of 
service only insofar as fundamental eco- 
nomic, financial, and ecurreney condi- 
tions permit its free operation. Credit 
can be extended only on the sound basis 
of valuable goods owned, or in process 
of production. However perfect a 
banking system may be, it cannot create 
credits beyond the sound value repre- 
sented by the goods being traded. The 
present situation in Europe and other 
parts of the World is only indirectly 
connected with the functioning of the 
American banking system. No banking 
system could have prevented the indus- 
trial depression of the world. Nor can 
any banking system at once restore 
prosperity. Without over-emphasizing 
or under-estimating what the American 
banker can. do in restoring normal in- 
ternational trade and extending our 
own foreign trade, there are some pre- 
liminary and absolutely prerequisite 
things which must be done by the peo- 
ple of Europe. 

The more important of these tasks 
may be categorically enumerated as fol- 
lows: 


1. Political and social peace must be 
established in order that the normal proc- 
esses of wealth creation can function. It 
is by this means alone that the goods can 
be produced which will not only furnish 
the primary base of credit but also because 
of this peace, create the second essential of 
credit, namely—mutual confidence. 

2. Europe must abandon her war time 
policies. This means not only a reduction 
in armies, navies, and other military ex 
penditures, including repressive taxation, 
but also the war time regulations of busi- 
ness, as well as the doles and other pauper- 
izing gratuities, granted to the unemployed 
or conceded to the employed as an unduly 
high wage. 

3. The artificial trade barriers erected 
by jealous and ambitious new nations must 
be torn down. 

4. Then there must be industry and 
saving, such as Europe has never known, 
in order that a beginning can be made in 
solving the problems of balanced budgets, 
inflated currency, and unstable exchanges. 
But these three problems, which are pop- 
ularly supposed to be primary, cannot be 
solved until the preceding conditions are 
met 


An inflated curreney, an unstable ex- 
change, and an unbalanced budget are 
results and not causes. They are the 
natural effects growing out of an orgy 
of capital destruction and of paralysed 
industrial life. They ean be corrected 
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only as the causes, which are respon- 
sible for them, are removed. When, or 
as all this is being done by Europe, the 
American banker and business man is 
preparing to aid Europe to effective res- 
toration of her normal industrial ex- 
istence. This will be done not only by 
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| “UNSECURITIES’ 


WO stuffed wildeats, snarling at 
each other in realistic manner, and 
looking like a page out of a Wild West 
thriller, formed an arresting window 
exhibit used by the First National Bank 
of Detroit, Michigan in the 
public against “Wildcat” securities. 
The exhibit was presented by the 
bank in co-operation with the Detroit 
Better Business Bureau in its eduea- 
tional drive against swindlers and fake 
investment The floor of the 
window, around the wildeats, was lit- 
tered with worthless 


warning 


schemes. 


“securities” while 


BANKERS 
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> AND “WILD” INVESTMENTS 


wi ecat SECURIMES 


signs posted about the window advised 
“lookers” to seek the advice of officers 
of the bank on financial matters, and to 
visit the exhibit:-of the “Better Business” 
bureau at the Board of Commerce being 
held simultaneously. The certificates 
used in the display were loaned to the 
First National Bank by the prosecuting 
attorney. 

The 


by display 


window exhibit was supported 
advertising. in the local 
dailies with the same theme for text and 
illustration. The text of one of these 


advertisements, headed by two silhou- 





American Banks and Trust Companies Requir- 
ing Publicity in Great Britain Should Consult 


DANIEL RAWKINS 


European Representative of the Bankers Monthly 
Financial 


and 


BOOK SPACE NOW: 


for the special Half-Yearly Financial Numbers of the 


TIMES, DAILY TELEGRAPH, MANCHESTER 
GUARDIAN, STATIST AND ECONOMIST. 


Lowest current rates invoiced at the rate of exchange 
on the day the announcement appears. 


PERMIT ME TO ACT FOR YOU 


37 King St. Covent Garden, London, W.C.2. 
Cables; 


and General 


Publiciiy Agent. 





‘Persolve, London’ 


Bankers: on Joint City and Midland Bank, Covent Garden Branch. 


- many 


ettes of the ferocious-looking animals, 
reads in part as follows: 

“During the past year $750,000,000 
was taken from the people of the Great 
Lakes Region for Wildcat Securities ae- 
cording to the Chicago Office of the 
United States Treasurer. 

“Most of are certifi- 
cates representing unsecurities. 

“Dividends have not been paid—in 
few cases ever will be -and the 
holders cannot get back even a_ small 
part of the money they paid in. 

“Slick with soft 
pleasant manners and cunning ways, 
who have needed the commission, have 
induced men and women in every walk 
of life to part with the money. 

“The United States Government has 
urged: ‘Consult your banker before 
you invest.’ It believes that most of 
these Wildeats would not have been 
sold had this been done. 

“If you ask an officer of your bank 
how much he is willing to lend with so 
shares of any stock as security, 
you will get a pretty good idea of the 
standing of the stock. 

“The officers of these banks, the 
managers of any Central Savings Bank, 
or the Executives of the First National 
Company of Detroit, will be glad to 
advise with you regarding finance at 
any time.” 

Standing room in front of the display 
was at a premium every hour of the day. 


these securities 


paid 


salesmen voices, 
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By RALPH P. HAMMOND 
Advertising Manager Second Ward Savings 
Bank, Milwaukee 
(Continued from page 69) 

HE growth in scope and effective- 

ness of the Financial Advertisers 
Association has been demonstrated in 
many ways during the past vear. Aside 
from the fact that it is now about the 
largest of the nineteen departmentals 
of the Associated Advertising Clubs of 
the World, it has had one of the most 
substantial growths of any of the elubs. 


Tt is only in the past few years that 
fnancial advertising has been rec- 
ognized as one of the major depart- 
ments, but the enormous growth of the in- 
yestment business, together with keener 
competition among banks, has brought 
financial institutions more and more 
into the realm of newspaper, direct- 
by-mail, street car and even bill board 
advertising. The financial advertisers 
the country over are primarily helping 
themselves through the interchange of 
ideas in their monthly bulletin and port- 
folio and the retailing of experience 
and displays of individual publicity 
materials at the annual conventions. 
During the past year monthly question- 
naires on timely subjects, such advertis- 
ing media, Christmas clubs, appropria- 
tions, etc., have been filled out and the 
resulting information tabulated 
made available for all. 


and 


Information which has been collected, 
based on the experiences of 600 of the 
country’s foremost financial institutions, 
is invaluable to the country banker, 
whose problems are the same in many 
ways, though perhaps on a_ smaller 
seale. It has been the idea to furnish 
through a central office and central 
files constructive criticism and co-oper- 
ation whenever sought. 


The establising of a permanent office 
with complete data on all topies of 
interest to any banker on the related 
subjects of financial advertising and 
new business is a definite step in the 
right direction. 


The correspondent banks of the 
larger city banks invariably refer to 
them for information on their individual 
problems. This is readily forthcoming 
and it is no doubt of great value. The 
Financial Advertisers Association is 
ready to go a step farther however and 
place the experiences of 600 members 


at the disposal of any non-member re- 
questing it. 


Perhaps the greatest opportunity of 
a country banker is to visit an annual 
convention of the financial advertisers, 
and not. only hear the talks by ex- 
perienced men of national reputation, 
but also to view several hundred: in- 
structive exhibits. Many more practical 
suggestions can be gained through view- 
ing the work of the larger institutions as 
exhibited at the convention. 


Plan Your Trips Before You Start 


When you want to tour, you can pick the route with ease, the 
RAND MENALLY way. Under the evening lamp, you and your 
family can determine, accurately, the best and shortest way from 


one point to another. 
directions to read. 


You don’t have to guess as you drive—no 


RAND MENALLY Official Auto Trails Maps tell you, as nothing 


else can, how to keep going, without even a pause. 


You just 


follow the signs on the poles along the smooth highways. There’s . 


no turning into back roads. 


You don’t have to watch for any 


old trees, nor buildings—nor become confused at a crossroads. 


You know beforehand, how many miles are ahead of you, or 


to any point. 


Official Auto Trails Maps. 


To tour pleasurably, use the RAND M¢NALLY 
You'll be sure of the best possible 


routes—shown in the most convenient form. 


The entire United States and portions of Canada are included 


in the RAND M¢&NALLY Official Auto Trails Map series. 


Each 


map of the series covers an extensive touring area—it can be 


carried in your coat pocket. 


Price 35 cents each. Buy from 


book stores, stationers, news-stands, drug stores, garages, hotels 
or RAND MG&NALLY & COMPANY Retail Store, 540 S. Clark 


Street, Chicago. 


Map Headquarters 


Dept. F-18 


42 E. 22ND STREET, NEW YORK 
Branches: « 


536 S. CLARK STREET, CHICAGO 


Philadelphia Washington 


Detroit 


Boston 
St. Louis 


Write for 
free booklet 


A, B. Sheadle, cashier of the Rochelle 
National Bank, Rochelle, Illinois has 
been promoted to active vice-president. 
J. A. Herrman, assistant cashier, has 


been chosen cashier. 


The Royal Oak Savings Bank, Royal 
Oak, Michigan, has elected J. A. Ber- 
ridge a director. 


Judge H. D. Palmer of Pine Bluff, 
Arkansas, has been elected cashier of 
the Lincoln County Bank, Star City, 
Arkansas, succeeding R. L. Fish, who 
resigned. 


San Francisco 


“THE BLAZED TRAILS” 


Buffato Pittsburgh 


Los Angeles 


Cleveland 


Valuable to 
every motorist 


Newell Elected Trustee 

Frank A. Newell, vice-president of 
the National Shawmut Bank of Boston, 
has been elected a trustee of the Wildey 
Savings Bank of Boston. He has been 
a member of the National Shawmut staff 
for many years and has a wide acquaint- 
ance among bankers throughout the 
eountry. 


George Mast, formerly manager of 
the savings department of the First 
Trust & Savings Bank, Canton, Ohio, 
has been named assistant cashier of the 
First State Bank, Louisville, Ohio. 
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AS A LOANABLE ASSET? 


Before money can be advanced for promotional 
purposes, the firm or individual should demon- 


OR fear you might think my talk- 
ing about your business is pre- 
sumptuous, I want to qualify hastily 
as a critic, even though my presentation 
to follow might show, like all who sit in 
judgment, that I have a few blind 
places in my soul. 

The banker has changed from a mere 
dealer in moneys into a polyglot type. 
He is the veritable Pooh Bah of Bus- 
iness, Lord High Keeper of the Wam- 
pum, Chamberlain of Defuncto Bus- 
inesses, Chief High Adviser to the 
Doubtful and High Executioner of the 
Delinquent. 

The banker bears the same important 
relations to your business that he does 
to most all industries. Resultful action 
has an affinity for money, which is the 
license that permits those of banks a 
wide latitude of inquisitiveness. Until a 
few years ago, a banker was a combina- 
tion of money lender and accountant. 
Today he must have an understanding 
of economies, a general knowledge of 
the raw materials and their supply and 
the demand for the basic manufactured 
articles. He must read the future from 
the past, and oratory, after my fashion, 
at least, must show up in his list of 
accomplishments. He is even expected 
to know advertising in general—how and 
when to stop or begin. 

Advertising, once considered an un- 
necessary appendage, as a vehicle for the 
spectacular, today is firmly entrenched 
in the world of commerce. It is the 
lifegiving vitamin of business—the 
great spark of vitality necessary to com; 
mercial relations. 

As a commercial adjunct, advertising 
is youthful as compared to the ancient 
fundamentals of business-bartering, sell- 
ing and banking. Still humanity has 
reaped blessing after blessing through 
the printed word. Advertising has 
traveled far, undergone its test by fire 
and out of its eyele of vicissitudes 
proven its real worth. Those who scoff 
at “paid publicity” can no longer be 
charitably classed as not wanting to be 
the “first to lay the old aside, nor yet 
the last by whom the new is tried.” 
The novelty and experimental stages 
were passed years ago. 

However, it has not been long ago— 
1690, to be exact—that Joseph Addison. 
the famous English essayist, poet and 
editor, was actually apologizing for in- 





strate the real value of the product to be advertised 


he once ran 


which read: 





John G. Lonsdale, president of 
the National 
St. Louis, 
broad and constructive contri- | 
bution to modern advertising in 
a recent speech before a group 
of advertising men. 
sis of the function of advertis- 
ing, especially from the banker’s 
viewpoint, deserves the atten- 
tion of all advertising men, as 
is shown in the accompanying 


merce, 


article. 


By JOHN G. LONSDALE 


President, National Bank of Commerce, Sit. Louis, Mo. 


cluding advertising in his newspaper. 
As a means of mitigating the ignominy, 
a notice in his columns 





is by no means big enough for the 
Gazette may easily creep into the ad- 
vertisements; by which means we 
often see an apothecary in the same 
paper of news with a plenipotentiary, 
or a running footman with an am- 
bassador.” 

Bank so, Addison, we excuse; he was the prod- 
uct of his time, slave to past practices, 
The Addisons of today cannot be go 
leniently excepted. Advertising, how- 
ever, cannot be approved in toto, any 
more than business as a simple practise 
can be indicted. Advocates of the 
“space message” should always grant 
to students of business the privilege of 
judgment, without unitedly branding the 


His analy- 








“Advertisements are of great use to 


the vulgar. 


instruments of ambition. A man that 





seeming offender a carping critic. 
Advertising should be judged by its 
accomplishments in particular and not 


First of all, as they are E 
collectively. Too often some over-zealous 


JOHN G. LONSDALE 


President of the National Bank of Commerce of St. Louis, elected president of the national 
bank section of the American Bankers Association at the Los Angeles convention. 
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champion of the cause prescribes adver- 
tising as & panacea for general ills, a 
sort of magic, superhuman obstacle-sur- 
mounter, an all-around substitute for 
business brains, which puts the tinkle of 
gold in the cash register without the aid 
of either artifice or acumen, while the 
owner summers at “Work-less-on-the- 
Hudson.” 

If the custodian of the funds, the third 

int of the important triangle, balks at 
the little thing of producing the where- 
withal, failing to see with the naked eye 
the Elysian Fields of sales, he is in a 
fair way to be branded as one of those 
who have not been “sold.” 

I hold no brief for-those bankers who 
eannot see advertising with either end of 
the telescope, no more than you agency 
men stand sponsor for some of the 
abuses of your profession. Correction 
ean only be attempted in your business 
and mine. There are many things that 
are thorns to our hopes until we have 
remedied them. Worth while accom- 
plishments often result from little words 
of encouragement. If I can arouse your 
interest in the advertising practices the 
banker views with a corrective eye, we'll 
both be traveling toward the acme of 
perfections, which, though perhaps never 
reached, is the highway of progress. 

We're all business men here together 
and I am going to speak frankly. There 
has been some good sensible comment 
lately on advertising as a loanable asset. 
Has it such a value? It surely has a 
great value. Then why don’t banks loan 
more money for advertising campaign? 
When you ask that question you are too 
inclusive, dealing in future and includ- 
ing every possibility from Dan to Beer- 
sheba. Until a firm has demonstrated 
by its own business acumen the value of 
its product and a clear, safe understand- 
ing of the relative values of advertising, 
a loan for promotional purposes is an 
extremely hazardous move. Presenting 
plans for a spread campaign without 
other backing as a loan consideration 
would be as logical as a firm coming to 
a bank and saying, “I’ve hired the high- 
est-priced sales expert obtainable; loan 
me $150,000.” 

Such proven business leaders are sure- 
ly an aid to confidence, and so is a sane 
advertising program, but are inadequate 
as tangible, definite assets for loanable 
collateral. Between the loan made on 
the basis of a proposed campaign and 
its maturity are all the elements of 
gamble in the world. A dozen vital 
conditions beside the mere buying of ad- 
vertising enter .into a successful cam- 
paign. Advertising, with all the glamour 
and halos that are sometimes cast about 
it, cannot substitute for sound manage- 
ment or real liquid assets. 

Yet, advertising has a most estimable 
Place in the mind of the average banker, 
and this regard is growing daily. In 
Suggesting how to improve this banker’s 
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conception, such criticism as I must 
necessarily indulge in will be to your 
advantage. 

I believe in advertising with my whole 
heart and soul. In St. Louis we’ve built 
up one of the nation’s largest banks, and 
advertising, backed by the goods, as it 
always must be, has been an important 
factor. Yet, I cannot argue for any 
and all kinds of advertising any more 
than I can approve of all methods of 
banking. 

More truth in some advertising agen- 
cies might raise perceptibly the bank- 
ers’ regard for advertising. This is not 
a blanket indictment. I speak of the ex- 
ception, but that exception, like the 
criminal in society, is unfortunately al- 
together too conspicuous. The penalty 
for advertising abuses comes to everyone 
connected with it, and therein should be 
your interest. 

There’s too much loose talk connected 
with advertising. A large manufactur- 
ing concern in the Middle West was 
considering a campaign some time ago 
and two or three agencies were hot on 
the trail. One zealous young salesman 
was exceedingly aggressive. On his 


third visit the general manager called 


in the credit man. 

This firm, while the largest of its kind 
in the country, produces a very high- 
priced product that had only 1,000 pos- 
sible customers in the United States. 
This young agency man proceeded to 
lay out a $250,000 campaign, spent 
mainly in a magazine of large cireula- 
tion and of high rate, a valuable medium 
indeed, but shooting two million shots 
at a cost of $250,000 to hit, 1,000 targets. 

“Young man,” said the credit man, 
“do you make $15,000 a year?” 

“No,” said the youngster, unabashed. 

“Do vou make $10,000 a year, or even 
$8,000?” 

“No, what’s that got to do with it?” 

“Everything,” replied the credit man. 
“Here you stand trying to give us expert 
advice on spending $250,000 a year, 
when you have no conception of such 
money values. You rush us, theoretiecal- 
ly, into a magazine of great circulation, 
not because it especially fits our needs, 
or particularly reaches our markets, 
but because it is the quickest way to use 
up the $250,000 with the least effort on 
behalf of the agency for its copy- 
writing commission.” 

Now, bankers do not usually handle 
loosely money considerations of such 
proportions. Many heads and advisers 
would counsel on an expenditure of this 
size. Conservative, yes, that’s the appel- 
lation, but I look back over 1921 with 
its quota of wrecks and failures and 
give thanks that the purse strings of 
the nation are in sanely conservative 
hands. 

I know a washing machine company 
—you perhaps can identify them— 
whose advertising was par excellence, 
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and yet, good as it was, it could not 


carry the entire load. Advertising is 
the strongest ally of business, but not a 
substitute for masterful conception or 
able management. True, I’ve known of 
shoe-string starts that rose rapidly to 
fame and fortune through first having 
the right product and being able 
to float a snappy advertising campaign; 
but the meager, back-room start, with 
advertising as the siren of success, and 
the banker holding the bag, is the ex- 
ception. However, these exceptions are 
the will o’ the wisps like the 1,000-bar- 
rel oil well everyone hears about, which 
sells stock in the thousands of wild-cats 
and “dusters” that we’re all ashamed to 
tell about. 

Then, too, there has been teo much 
advertising lightly placed to make busi- 
ness for the agency, but not for the trade; 
the banker hears more of these failures 
than he does of the successes. I have 
talked frankly of these abuses to you 
gentlemen, not because your are at fault, 
or to blame, but because every abuse of 
credit for such purposes but retards the 
greater regard of advertising. It hurts 
not only the particular agency, but ad- 
vertising in general. 

In the council chambers of various: 


_ boards I’ve heard criticisms of the sales- 


men or the agency that induced large 
concerns during 1920 to advertise exten- 
sively, when the greatest possible benefit 
that could be derived was the pointing 
out of the ‘president by his fellow-towns- 
men as he sat on the country club 
porch, as “the head of a great and 
growing concern—a BIG advertiser”— 
big modifying money and not advertis- 
ing. 

Some have suggested that this sudden 
awakening to the values of advertising 
by those long dormant to its. influences 
had something to do with the tax ques- 
tion. I do not presume to know. I do 
know that every piece of advertising, 
great or small, placed with any other 
motive in view than the studied and 
careful enlargement of markets and the 
legitimate development of business is 
a reflection on all men connected with 
this vital and powerful element of busi- 
ness promotion. One such ease can do 
more to destroy the confidence of the 
public than fifty successful examples, 
because the word so easily assimilates 
derogatory gossip. 

The advertising counselor’s or agency’s 
relation to business is as sacred as that 
of the banker to his customer. His ad- 
vice is as important to the client as the 
brief of a lawyer, as pertinent as the pre- 
scription of a doctor—I speak of medi- 
cine, of course. I am glad that the 
major purpose of the American Asso- 
ciation of Advertising Clubs is the 
encouragement of this attitude of re- 
sponsibility. You could not be engaged 


in a greater work for yourselves, for 
(Continued on page 98) 
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WHO IS ABSORBING 


ALL THE BONDS? 


HE most important factors affeet- 

ing the bond market are the continued 
ease of money and the lowering of loan 
rates. The heavy oversubseription of 
$150,000,000 six months Certificates of 
Indebtedness, bearing a 34% per cent 
rate as compared with a 414 per cent 
rate on the March 15th issue, indicates 
the condition of our own money market. 
The decline in interest rates has not 
heen peculiar to the United States alone 
for the Bank of England has reduced 
its rediscount rate from 44% per cent 
to 4 per cent, the lowest rate recorded 
since 1914. The gradual readjustment 
of our Government debt in serial form 
through the issuance of Certificates and 
Notes maturing at various periods of 
from six months to five years is foreing 
the reinvestment of large sums of 
money. Of the $400,000,000 Victory 
334’s which have been called for pay- 
mént, approximately $80,000,000 have 
been presented and $320,000,000, there- 
fore, will seek new investment channels. 
In addition, practically all of our large 
loans during the past two or three 
years, including both foreign and do- 
mestic, have incorporated substantial 
sinking funds which are now operating 
in the market. These sinking funds 
make it necessary for the holders of the 
securities to seek reinvestment for large 
sums of money and in one foreign loan 
there is available every month $750,000 
for the retirement of this particular 
issue. 

The rapid absorption of new issues 
and the broadening of the investment 
lists presented by the various bond 
houses, in conjunction with the great 
activity on the Stock Exchange, has 
naturally led many people to ask who 
is absorbing all the bonds which are 
reported in the daily sales. A New 
York Times reporter has answered this 
question as follows: 

“When I was a youngster in the bond 
business, the field stretched only from 
Portland, Me., to Baltimore, with Pitts- 
burgh the outer edge of the bond-buy- 





ing 


territory. Investors in Chieago, 
Kansas City, St. Louis, Denver, and 
San Francisco turned to real estate 
mortgages when idle funds accumulated. 
The Liberty Loan Campaigns were the 
greatest advertisement the bond market 
could have had, and if you could see the 
tail of any large bond house today you 
would find that inquiries come from 
every corner of the country, and while 
this is probably a platitude the possi- 
bilities for distribution of good bonds 
in the United States are unlimited. The 
surface has just been scratched.” 

Some of the older bond men have ex- 
pressed surprise at the rapid absorption 
of the new issues for they have found 
that their larger buyers are prevented 
from participating in the general issues 
to any great extent on account of the 
high income taxes. The loss of the 
large buyer in general issues other than 
taxfree municipals has undoubtedly 
been offset by the broad distribution 
which the bond houses are obtaining 
today. In a recent public utility issue 
of $5,000,000, one house reported a 
final distribution among 2,122 sales 
which gave an average. of than 
$2,500 per sale. 


less 


HEAVY PURCHASES IN 
FOREIGN SECURITIES 


HE foreign trade situation has been 

greatly helped by the immense 
purchases of foreign government and 
foreign industrial securities by Amer- 
ican investors. Ineluding the recent 
flotation of the huge Canadian Govern- 
ment loan more than $500,000,000 of 
foreign bonds have been floated in the 
United States since the year began. 
The total . flotation of all kinds, both 
domestie and foreign, for the first three 
months of 1922, according to the com- 
pilations of the Financial Chronicle, 
aggregated $1,329,372,737 which breaks 
all records in the history of American 
financing. Besides these heavy pur 


chases of foreign bonds, American in- 
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vestors have bought large blocks of for. 
eign railroad and industrial securities, 
as well as foreign municipal bonds, 


from foreign markets direct. In this 
way the foreign buyers are being pro- 
vided with the credits that they require 
in connection with the purchase of the 
products of the United States. 

This has been more useful than would 
have been the purchase by American 
banks and investment institutions of im- 
mense blocks of foreign paper or se- 
curities which would have been a non- 
liquid asset and conceivably might have 
proved highly embarrassing. As it is, 
the lion’s share of these loans have been 
lodged with genuine ‘investors in this 
country who will retain them for in- 
come-producing purposes. In consider- 
ing the thoroughgoing revival of bond 
buying, however, it must not be for- 
gotten that the principal influence has 
been the splendid recovery of various 
Liberty Loan which advertised 
the attractions of the bond market, as 
nothing else could have advertised them, 
to the great American public. The re 
covery of Liberty Loan prices has been 
also of great benefit to banking and in- 
vestment institutions everywhere and 
has cheered the whole investing and 
financial community in no uncertain way. 
—First National, Philadelphia. 


issues 


Money Rates Going Lower 

The indications are that money rates 
will deeline still further in response to 
genuinely easier credit conditions. 
Many corporations, through the sale 
of bonds and notes, have been able to 
thus -reduce the volume of bank loans. 
While loanab’e funds are in greatly i- 
creased supply, it is to be hoped that 
they will be used wisely and not et- 
ployed in fixed investments. In such 
a situation it is always wise to proceed 
cautiously for it must not be forgotten 
that 1921 was one of the most difficult 
and treacherous years in the history of 
American finance—First National, Phil- 
adelphia. 


The directors of the Citizens Bank, 
Clinton, Indiana, have chosen Arthur 
B. Roberts assistant cashier to succeed 
U. G. Wright, who resigned to become 
president of the First National Bank 
of Clinton. 
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Eugene M. Stevens 


Vice-President 


Steel Shows Sharp Loss 


The United States Steel Corporation’s 
quarterly report issued recently, showed 
that the net earnings for the first quar- 
ter of the year fell some $395,000 short 
of enough to pay the preferred divi- 
dend, with, of course, nothing for the 
comnon. This is the fourth time with- 
in & year when the company was obliged 
to use some of its surplus to fill out 
dividends on both classes of stock. 
With only one exception (last Septem- 
ber’s quarters), the quarter’s net earn- 
ings were the smallest since 1915’s 
first quarter, and January’s net was 
the smallest of any month since 
February, 1915. Those early months of 
1915 felt the worst effect of the break- 
ing war, and from then on recovery 
began, working gradually into swelling 
profits from the enormous war demand. 

The quarter’s showing would be most 
depressing if the statement did not re- 
veal that the low point had been passed. 
In March, the last month of the quarter, 
the corporation “practically earned its 
tommon dividend—a highly favorable 
showing compared with December and 
January, when the company earned 
Very little at all over its current charges. 
In December the corporation earned 
$4,654,134, in February $6,180,685, and 
In March $8,505,166. Operations in 
January averaged around 40 per 
cent, in February 50 per cent, and 
m March over 65 per cent. This im- 
provement by months shows the trend 
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Investment Service for the Banker 


For many years this institution has been 
one of the largest holders of investment 
securities in the West, and its own require- 
ments have taught it the investment service 
needs of banks in general. 
department a trading department has been 
established which is designed to find markets 
for those who wish to sell, as well as buy. 





In the bond 








Bond Department 


ILLINOIS TRUST 
&@ SAVINGS BANK 


La Salle at Jackson:-:Chicago 


Roger K. Ballard 
Manager Bond Department 









of. the trade upward. The company 
drew on its surplus to meet quarterly 
dividends on the preferred and common 
stocks -during the quarter, to the extent 
of $6,749,468—the surplus at the begin- 
ning of the year was $508,926,958. This 
leaves the surplus still over $500,000,- 
000.—The Fuche Review. 


Low Volume of Commercial Loans 

The banking situation reflects clearly 
the transition period through which in- 
dustry has been passing. Accompany- 
ing the decrease in business activity, 
demand for bank accommodation by 
the business community showed a_no- 
ticeable drop during 1921, and this has 
continued thus far during the present 
vear. Demand for new accommodation 
has not yet been sufficient to keep up 
the volume of bank loans in the face of 
continued liquidation of old loans. 
Total loans of reporting member banks, 
which were about $13,250,000,000 at the 
opening of 1921, are therefore now about 
$11,000,000,000. Sorte evidences of a 
tendeney toward slackening in the rate 
of decrease are, however, appearing. 
Varying conditions are shown in differ- 
ent sections of the country. Since the 
opening of the year the item “other 
loans” of reporting member banks, 
which are largely of a commercial char- 
acter, has decreased in all districts ex- 
cept No. 4 (Cleveland), where the re- 
verse is true, and No. 1 (Boston) and 


No. 3 (Philadelphia), where it is sub-- 


stantially unchanged. The special agri- 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers 


Likewise? a statistical department has been 
established to report on any securities on 
which our clients desire information. In 
our purchases of bonds for our clients, we 
aim always to have in mind the needs of 
bankers as well as private investors, and in 
many other ways we aim to make our 
service valuable to our banking clients. 


M. H. Bent 
Ase’t Manager Bond Department 


cultural demands at this season of the 
vear have not affected markedly the 
loans of reporting member banks (which, 
however, are located in the larger cities), 
and the’ March 1 settlements - generally 
passed without embarrassment, in spite 
of the heavy payments required.—Fed- 
eral Reserve Bulletin. 
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specializing exclusively tn 
Govergment Bonds 
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C. F. CHILDS & Co. 


Capital One Half Million Dollars 
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120 Broadway 
Chicago 


New York 


The oldest house in America 
specializing exclusively in 
Government Bonds 








BANKERS MONTHLY for MAY, 19» 


JOINT STOCK LAND 
BANKS ENDORSED 


ETERMINATION to extend all 
sound and practical banking co- 
operation to the farmer was a leading 
feature of the sessions of the executive 
committee, State Bank division, of the 
American Bankers Association at the 
recent annual spring meeting of the or- 
ganization’s executive council at White 
Sulphur Springs, W. Va. The special 
committee on farm finance submitted 
the following report, which was ap- 
proved: 
“Recognizing the long-established 
fact that agriculture is basic industry 
and that before the general business of 


this country can be restored to a pros- 
perous condition the American farmer 
must be prosperous, and believing that 
no class of men suffered more and are 
still suffering from the depression that 
followed in the wake of the war, unless 
it is the laborer without a _ job, 
without money without credit, 
we therefore pledge ourselves, as 
American bankers, to use all sane, 
sound and substantial means within our 
power not only to finance his commer- 
cial and investment needs, but to bring 
about a condition that will enable him 
to sell his products, the prices of which 


and 


BONDS 


WE specialize in the underwriting and dis- 
tribution of entire original issues of First 
Mortgage Bonds which are the obligations of 
fundamental industries whose products are 


classed as_ essential. 


Among some of the well-known industries we 
have financed in the past two years are: 


COOPER UNDERWEAR COMPANY 
KENOSHA, WISCONSIN 


LA SALLE STEEL COMPANY 
CHICAGO, ILLINOIS 


THE KILBOURNE & JACOBS MFG. CO. 
COLUMBUS, OHIO 


THE STANDARD BOLT CQMPANY 
COLUMBUS, OHIO 


THE CLARK EQUIPMENT CO. 
BUCHANAN, MICHIGAN 


Bankers interested in the financing of high 
grade industries in their own localities, will find 
it to their advantage to avail themselves of the 
services rendered by our organization. 


Hyney, Emerson @Co. 
39 South La Salle Street, Chicago 


have been ruinously low for the pas 
two years, for a consideration that wil] 
be reasonably profitable. 

“After due consideration, we belieye 
the Federal Farm Loan System to be 
of great benefit to the American farmer 
and recommend the development of the 
joint stock land banks and the Federal 
land banks whereby the farmers may be 
able to secure the proper amount of 


. long-term land credit for their fixed 


investments. 

“We further recommend that the 
state and national laws be so amended 
that incorporated banks may be per. 
mitted to invest in the stock of joint 
stock land banks not to exceed 3 per 
cent of their capital and surplus. The 
War Finance Corporation has and js 
serving a great need in this country and 
in our opinion, should be extended for 
a period of one year. 

“Your committee met in Washington, 
D. C., April 12, 1922, at a hearing 
before the Banking and Currency Con- 
mittee of the House and went on record, 
assuming that the War Finance Cor. 
poration was to be discontinued, as 
favoring an intermediary credit where- 
by the farmers and livestock men might 
be enabled to establish credit through 
their respective banks to enable them 
to market their products in an orderly 
way. The committee did not indorse 
any particular bill, but recognized in a 
general way the good features and ob- 
jectionable features that all bills that 
have been presented seem to contain. 

“The committee differed as to the plan 
of securing the so-called intermediary 
credit, the chairman of the committee 
believing it should be handled in some 
way through the Federal reserve bank- 
ing system and other members believing 
a separate organization should be estab- 
lished for this purpose. Therefore, all 
members of the committee that were 
present were unanimous in their opposi- 
tion to placing it in the Federal land 
bank system for the reason that discount 
banking and investment banking should 
be entirely distinct.” 


May Remove Headquarters 

The membership of a_ nation-wide 
bankers’ committee of the Americal 
Bankers Association to consider the re 
moval of the organization’s headquarters 
from New York City to Washington, 
D. C., has been announced. The sugges 
tion for removal was made by President 
Thomas B. MeAdams of the Association 
in his report at the recent annual spring 
meeting of the executive council at 
White Sulphur Springs, West Virginia 


R. S. Woolridge, president of the 
State Bank of Harrisonville, Missout, 
has resigned on account of ill health. 


Lynn D. Lasswell, vice-president of 
the Waxahachie National Bank, Wax 
hachie, Texas, has resigned. 
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VIRGINIA BANKS TO 
HELP FARMERS 


THE banks of Charlottesville, Va., 

are co-operating with farmers of the 
surrounding county in obtaining pure- 
bred sires. According to reports re- 
ceived by the United States Department 
of Agriculture, if a farmer will sell his 
grade or scrub sires and purchase pure- 
bred animals, the banks supply the 
necessary funds to cover the purchase 
of the purebred sire over the amount 
received for the inferior animal. The 
loan is made on the basis of a year’s 
time. 















































Sentiment among bankers regarding 
the use of pure-bréd live stock in prac- 
tical farming operations appears to be 
growing more favorable, and the atti- 
tude of the Charlottesville banks is 
evidence of this point. Pure-bred sires 
of good quality, as shown by informa- 
tion obtained by the Bureau of Animal 
industry, increase the earning power of 
herds and flocks in which they are used. 



































Business Men Back Montana Tillage 
It is an inspiring thing to see a great Three I tility Bonds 

movement sweep a state when that 

movement is a forward looking one and 


is designed for the common good. In For Conservative Investment 


Montana 5,000 business men are behind 
a drive for summer tillage that fits 






































































i Reiiatin. Yeo enguaiadiion off Indiana Power and Water Co. 6's 1936 95 6.50% 
which these men are members is of a Indiana Power Company 73°s1941 105 7.00% 
nature similar to city associations of Utilities Power and Light 7°s 1937 953 7.50% 
commerce, or commercial clubs, but, in 
quite the Western manner it is Sequoia- Public Utility Financing 
like in its proportions and is state-wide a 
in its scope. It was first formed to 
combat legislation that was thought to G 
be inimical to business, and later threw OAGLAND, LLUM e 
its weight to the conservative side in a 
political compaign; but it is primarily INCORPORATED 
a business men’s organization of the | §) ° 
commercial club order. 4&stablished 1909 
' . 115 Broadway 14 S. LaSalle St. ° 
The purpose of summer tillage, briefly NEW YORK CHICAGO. 
stated, is to defeat drought and to in- 














crease crop production. It is a system 
of plowing, discing, subsurface packing 
and cultivation, all of which processes 
when properly done and adapted to local 
conditions tend to conserve the moisture, 
to establish a seed bed and create a con- 
dition of soil favorable to the growth 
of the plant roots. The main object 
is to form a surface mulch which holds 
the moisture. The soil is cultivated fre- 
quently enough to prevent evaporation 
and particularly should follow rains 
immediately after a crust forms or while 
it is in process of formation. It is 
related to summer fallow merely in that 
it ealls for a season of crop inactivity. 
The two should not be confused. Sum- 
mer fallow simply involves a season of 
plowing under of weeds on idle land, 
and serves no purpose whatever in the 
compervation of moisture —Northwest- 


ern National Bank Review, Minneapolis, 
Minn. 




















Are You Losing Money 
on Your Coal Properties? 


Our specialty is making 
. money out of coal property. 
Our records show that we 
have done it for 39 years. 
Give us the chance to make your 
coal property make money for you. 


"oo 


Founded 1883 
332 South Michigan Ave. - CHICAGO 


Operating 36 bituminous mines in 11 fields with annual capacity.of 21,000,000 tons 
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EXCHANGE BANK BUILDING 


Canal-Commercial 
bank, New Orleans, Louisiana, has been 
completed and is now doing business in suceeed Chas. M. 


Reaping the Reward 


na of high-grade 

bonds have had the pleas- 
ure of seeing their judgment 
vindicated in the notable 
advances of the present market. 


Their faith was based on sound 
values—and again it has been 
shown that, despite all conflict- 
ing temporary factors, genuine 
security is the best foundation 
for investment. 


Prices are still below normal. 


Current List on Request 


WM. L. ROSS & COMPANY, INC., 


108 South La Salle Street 
CHICAGO 


ESTABLISHED 1916 


JACOB BACKER 


FINANCIAL BROKER 


Trust and .Savings Condon National 


St. PAUL, 
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LAW RETIRES AS HEAD 
OF FIRST NATIONAL 


LIVINGSTON E. JONES has been 

elected president of the First Na- 
tional Bank of Philadelphia succeeding 
William A. Law who becomes president 
of the Penn Mutual Life Insurance 
Company. Mr. Jones has been for 
years an active director of the First 
National Bank. 

As president since 1913 of the Saving 
Fund Society of Germantown Mr. Jones 
has greatly enlarged its operations and 
has managed its affairs with signal sue- 
cess and ability. He is a director of 
the Fire Association and of the Amer. 
ican Pulley Company. Mr. Law will 
remain as a director of the bank and 
chairman of the Board of Directors. 


What Future Holds Forth 

There are six sets of influences now 
in the making that may have important 
effects for good or ill on the general 
business situation. Two are interna- 
tional, two political, and two relate to 
conditions in agriculture and industry 
in this country. 

The two that are international are the 
conference at Genoa, and the outeome 
of the present desperate financial con- 
ditions in Germany. with the resulting 
increasing friction between that country 
and France. 

The two political questions are those 
of our legislation with regard to the 
tariff and the bonus. Here the pros- 
pects are that the outcomes will be 
unfavorable to the development and sup- 
port of general prosperity and national 
well-being. 

The remaining problems are those 
presented by the strikes in the coal 
fields and the textile industry, and the 
effect on the crops of the wet and cold 
spring. If the strikes continue much 
longer they will inevitably result in 
much suffering on the part of the idle 
workers, and ultimately in widespread 
slowing down of other lines of business, 
commerce, and industry. The _ pros- 
pects for agriculture are as yet uneer- 
tain, but they are improving as the 
weeks pass and it becomes increasingly 
probable that the average weather con- 
ditions will prove at least fairly favor- 
able-—The Cleveland Trust Company 
Business Bulletin. 


T. R. Gerlach has been chosen pres- 
ident of the Commercial Trust & Sav- 
ings Bank, Joliet, Illinois, succeeding 
E. J. Murphy, who died recently. Jobn 
T. Clyne is vice-president and James 
Clyne cashier, 


Myron ‘R. Sturtevant, vice-president, 


Market branch of the Bert L. Perry, active president of the Liberty Central Trust Company of St. 
Coffeyville, Louis, was recently elected Treasurer 
Kansas, has been elected president to of Missouri Bankers Association a 
who died re- the annual convention held at Excelsior 


its new quarters. 


cently. 


Springs, Missouri. 
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An Encouraging Development 

Increase in business activity, nor- 
mally expected at this outdoor season, 
jg unusually marked this year. Build- 
ing construetion, projected and in pro- 
gress, is enormous and is a strong factor 
in reducing unemployment. In fact, 
increased wages are being denanded in 
the building trades, the supply of cer- 
tain classes of skilled labor being in- 
sufficient. The railroads are carrying 
increased tonnages and are placing in 
sizeable amounts orders for rails and 
equipment. The whole steel industry 
is approaching normal conditions, the 
operating percentage being about 80, as 
compared with 40 .at the low point. 
The steel corporation’s unfilled orders 
increased over 600,000 tons in April in 
spite of heavy shipments, and here and 
there plant additions are being made. 
The encouraging development, aside 
from increasing volume and _ better 
prices, is the placing of “ahead” orders 
for delivery in the last half of the year, a 
complete and sudden reversal of- the 
hand to mouth buying of the past year. 
The motor industry, especially the 
stronger companies, are having an ex- 
cellent business and finding in some in- 
stances difficulty in securing deliveries 
of materials. Crop conditions are fair 
and sentiment in the agricultural sec- 
tions is vastly improved. The security 
markets, founded on plentiful money, 
continue to rise with heavy daily turn- 
over of both stocks and bonds. There 
have been fresh advances in cotton, 
cotton textiles, wool and woolen goods 
and a small but welcome improvement 
in hides, leather and shoes. Settlements 
of New England textile and shoe strikes 
are not far distant. For eight successive 
weeks bank clearings have shown gains 
over last year and recently these in- 
creases have been running about 30 per 
cent in New York City and 10 per cent 
for the balance of the country. Based 
on the above facts and on a belief that 
commodity prices, which have been 
more or less stable for nine months, 
afford a reasonably firm basis for doing 
business, the commercial community 
seems to have regained its mental poise 
and is looking forward to better, if 
slowly improving, business.—First Na- 
tional Bank, Boston. 


Weary & Alford, Chicago bank arch- 
itects, have moved to their new studio 
building, 1903 Calumet avenue, where 
they will occupy spacious offices and 
work rooms. 


Work has been started on a one story 
home for the Jefferson County Savings 
Bank, Watertown, New York. It will 
oecupy a site 64 x 100 feet. 


_ Bids are being accepted for a build- 
ing to house the First National Bank, 
mton, Ohio. Plans have been pre- 
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AN Private Wire System € 
G iu Our offices are all in direct charge of partners [RD 
ra a or our own managers. The close co-ordination i 5 
rai of our facilities is fully maintained by our pri- [MIE 
RZ Q vate wire system. . * By 5 
by EV 2 Ae 
i iS Foreign Connections <1 
il > Our foreign department is in direct, constant [DP 
Gil: communication with our correspondents in jM> 
alae London, Paris, Amsterdam, Antwerp, Brussels, [MIB) 
a Buenos Ayres and other foreign markets. s 5) 
iq Investment Service 2 DS) 
e We carry a line of investment securities, care- [AP 
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Britain’s Sound Policy 

Once more the inherent soundness of 
British fiscal policy is demonstrated, 
and that country, grievously handicapp- 
ed by economic depression and wide- 
spread unemployment gives an example 
of common sense in financial adminis- 
tration. The Chancellor of the Ex- 
chequer in making his report on the 
budget, announced that it had been 
decided to reduce income taxes by one 
shilling in the pound, or a cut of 5 per 
cent from the former rate. This reduc- 
tion is designed to aid those engaged 
in enterprise, while the classes outside 
the income tax brackets are favored 
by taking four pence per pound off the 
tea duty. There is also a downward 
revision in the postal and telephone 
charges. 


In making his budget proposals, the - 


Chancellor gave his reasons for the 
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action. There were signs of trade re-.. 
vival, he said,jand with a little encour- 
agement the movement might develop 
into solid progress. It therefore was 
determined to give the taxpayers the 
benefit of certain economies effected in 
public expenditure instead of devoting 
the major portion of this increment to 
reducing the national debt. 


Here we have a distinct line of cleav- 
age between British and American fiscal 
policy. In the United Kingdom the 
program is carefully worked out by ex- 
ecutive officials. There is no log roll- 
ing, no attempt by large numbers of 
legislators to curry favor at public ex- 
pense. Parliament merely exercises the 
right to accept, reject or amend the 
proposals coming from the fiscal adminis- 
trator of the Cabinet.—Woolman’s Re- 
view. 
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HAS ADVERTISING ANY 
VALUE AS A LOANABLE 
ASSET 


(Continued from page 91) 


advertising or for business in general. 

Now as to its credit standing: I wish 
it were possible for me to take you into 
the credit department of a large bank, 
or before a session of the discount com- 
mittee. You would find there that next 
to actual liquid assets—and many times 
not even this exception is made—good 
will or the reputation of a prospective 
borrower is the acid test of credit, the 
gauge that determines a firm’s borrowing 
power, for advertising or any other 
purpose. 

Constructive, result-producing adver- 
tising is the greatest builder of good will. 
It adds to the stability and reduces the 
doubt and normal hazard involved in 
financing. : 

In this respect, every American bank- 
er is giving advertising a greater amount 
of consideration and eredit than is gen- 
erally realized. This seems to be over- 
shadowed by the bankers’ failure to re- 
gard advertising plans as a substitute 
for gilt-edged assets. Knowledge of the 
results of advertising is the real borrow- 
able collateral, not the expectancy. 

A banker keeps one eye on assets, two 
eyes on liabilities and his mind on 
maturity. As a credit-seeking factor, 
the modern bank man, I am sure, would 
much rather view the eventuality of 
realizing on a business backed by ad- 
vertising than one without. As a mat- 
ter of fact, when all other assets of a 
once progressive firm are jeopardized 
or lost, the remaining attribute of 
value is the reputation or good will 
gained through advertising. 

One fisheries concern I have in mind 
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was virtually stripped of every asset ex- 
cept its good will and nationally-known 

rands created through its newspaper 
and magazine messages. Today, through 
careful management, it is again well 
back to its former high standing. That’s 
entirely an advertising victory. 

I expect many an advertising appro- 
priation has been detrimentally affected 
by some banker’s advice; either cut down 
or cut out; but that is more the fault of 
advertising itself than is usually admit- 
ted. If advertising is mighty enough to 
sell everything from soup to phono- 
graphs and it is—apply some of that in- 
genuity along the lines I have suggested. 
Avoid all detrimental sharp practices, 
thereby increasing the bedrock regard 
for advertising, and sell advertising by 
advertising methods to bankers. 

Unfortunately, perhaps, a banker al- 
ways looks at liabilities first. However, 
the assets of advertising are greatly in 
excess of its shortcomings. Its record of 
things done is so bright that to those 
other than you who seek to analyze and 
thus to improve it would be unfair to 
enumerate its faults. It is well to re- 
member though, that there are some 
things advertising cannot do. The year 
1921 is scattered with some advertising 
wrecks of firms who tried to force mar- 
kets. Everything has its limitations. 
Keep advertising within the bounds of 
reasonable conception. Do not advance 
its claims as good for everything from 
the saving of civilization to dethroning 
kings, as well as the ointment for eco- 
nomi¢ disabilities, and your record of 
hits will show a cleaner score. It is 
quite natural to turn to advertising in 
every dilemma because it does usuallly 
deliver in such’a wonderful fashion. Its 
limitations seem few, yet only one 
power is omnipotent. 


HEINFORMATION@nd ExPERIENCE back 
of this National Investment Service 
are at the command of bankers in or near 
the 50 leading cities. 


CHICAGO 
SAN FRANCISCO 
MONTREAL 


BOSTON 


LONDON 


PHILADELPHIA 
NEW ORLEANS 
TOKIO 


‘greatest 


Advertising has been the greatest 
single factor in creating the supports of 
modern day business, efficiency and 
standardization. Keener competition en- 
gendered by advertising means greater 
plants and office efficiency: Products 
and institutions around which advertis. 
ing campaigns are built must attain to 
higher quality and standards than the 
unadvertised article, else the value of 
characteristic selling points would be 
overlooked. 


I can remember as a barefoot young. 
ster buying a nickel’s worth of soda 
crackers for my mother and getting an 
added value, the perfume of coal oil 
and mixed aromas from the grocery 
store. Today, those crackers come in 
damp-proof packages. Advertising 
made this and hundreds of other whole. 
some standardizations possible. 

The record of triumphs for this 
“many tongued salesman,” great indus- 
ries from little grown at the behest of 
the “agate line”, a proud and undefiled 
war record, marks advertising as the 
modernly developed ‘business 
practice. In its far-reaching salesman- 
ship, it has put human energies to 
work exchanging the handicraft of the 
world’s workshop. It has brought style 
to Spodunk and relegated to oblivion 
hundreds of seeming indispensables of 
the by-gones—hitching posts, lamp 
chimneys and eandle snuffers. Inven- 
tion without advertising would he a 
measured progress indeed. 

As we look onward to advertising’s 
future, consider this pertinent fact: that 
where quality and production were once 
paramount as a basis for a well-con- 
ceived selling and advertising campaign, 
the growing factor is ample and quick 
distribution to the largest possible mar- 
ket. 

Pretty much of every condition can be 
artificially created, but distribution is a 
matter of geography. Location at the 
edge of your market, on the rim, is 4 
distinct disadvantage over being in the 
heart, the center of your greatest pos- 
sible market. That’s why St. Louis has 
for three years spent $50,000 yearly in 
advertising nationally its central loca- 
tion as the advantageous distribution 
point of the United States. 

Does the Middle West believe in ad- 
vertising? Ten years ago, according to 
figures given out by a certain publisher, 
St. Louis was in thirty-second place as 
the home of national advertisers. To- 
day it is eighth. Besides, St. Louis was 
the first city, and so far as I know, 38 
still the only city, to appropriate from 
its tax money $25,000 a year for ad- 
vertising purposes. 

I call attention to my home city with 
pardonable pride, but principally 
demonstrate the latest and perhaps the 
largest field for advertising—construetive 
community building. 

(Continued on page 102) 
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Quaintance, King & Quaintance 
Ernest and Cranmer Bldg. 
Denver, Colo. 





Cuthell, White, Hotchkiss 
and Mills 


Counsellors at Law 
Munsey Building Washington, D.C. 





Fordyce, Holliday & White 


506 Olive Street 
St. Louis, Mo. 


Grant and Grant 
, Attorneys and Counsellors 
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Washington, D.C. 
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Kansas City, Mo. 
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McLanahan & Burton 


Union Trust Bldg., Washington, D. C. 
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America’s 


Leading 
Banking 
Magazine 


Asa bank executive, you 
really cannot afford not 
to have the BAN K- 
ERS MONTHLY 
come to your desk 
every month when 


the price is sosmall. 
This magazine is the 
only bankers’ maga- 
zine dealing exclu- 
sively with bank 
management and 
banking success, 


_This maga- 
zine is not 
theory or 
guess, it is 
not some 
ideas fabri- 
cated out 
of somebody’s 
brilliant brain 
who was per- 
haps never inside a bank; 
on the contrary it is the 
work of the most exper- 
ienced bankers. e 
Magazine contains —. ar 
TRIED-OUT pen. ROVED policies, 
DEMONSTRATED banking ideas that have 
worked for others and that will work for you. 


Humphrey & Boxley 
Suites 1112-13 Commerce Bldg. 
Kansas City, Mo. 


Attorneys for South Side Bank 
Corn Exchange Bank 








Fowler, Carlson, Furber & Johnson 


Attorneys at Law 


Suite 817-825 New York Life Bldg. 
Minneapolis, Minn. ; 
Attorneys for Minnesota Bankers Association 


Edward H. Brink 
Fourth Nat'l Bank Bldg. Cincinnati, Ohio 
General Practice —~ 


Reference: Chemical National Bank of 
”  -New York. All Cincinnati Banks 


Nathaniel H. Maxwell 


Attorney and Counselor at Law 
Suite 904 First National Bank Building 
Cincinnati, Ohio 


“CANADA” 


Lamothe, Gadbois & Nantel 


Advocates, Attorneys and Counselors 
Montreal Trust Building, Montreal, Canada 
Commercial, Civil and Corporation Law 


Claims 
Are Backed by What 
Our Readers Say 


Worth $25 A Year 
W. C. Johnson, National Bank, 
Barre, Vt. 


“This bank is a regular subscriber 
and advertiser in your Blue Book. 


Does this entitle us to a subscription 


tothe BANKERS MONTHLY? If not, 
you may enter our tg for — — 
for one year from the present subscriptio 

date. I would not be without the BAN RERS 

MONTHLY for $25 a year. _1t carriés more good 

sense and practical banking ideas than ~~ period- 

ical that ever came intoour bank. I enclose herewith 

january statement. You will note that we had a good 
growth in depotits in spite of the Liberty Loans. 


Send for Sample Copy. $5.00 a Year 


Rand McNally & Co. 
CHICAGO and NEW YORK 
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Arthur N. Cordell has been re-elected 
assistant vice-president of the First Na- 
tional Bank of Chicago. 


Robert E. Hughes has been elected 
a vice-president of the Citizens-Union 
National Bank, Louisville, Kuntucky. 


Appointment of W. J. O’Dea as as- 
sistant cashier of the Liberty Bank, 
San Francisco, California, was recently 
announced by F. M. Buckley, cashier 
of that institution. 


Fullerton C. Vose has been chosen 
assistant treasurer of the Massachusetts 
Trust Company of Boston. 


Paul P. Pullen has resigned as vice- 
president of the Merchants and Savings 
Bank, Janesville, Wisconsin to become 
vice-president and a director in the 
Bank of Evansville, Wisconsin. 


The Schiff & Company State Bank, 
Chicago, has announced the appoint- 
ment of Isadore W. Wool, assistant cash- 
ier, and Samuel Schulman, manager of 
the bond department. 


The First National Bank, Kiester, 
Minnesota, has appointed A. M. Elve- 
bak a director. 


We cordially invite all our 
friends when in New Orleans to 
visit our new banking room in 
the New Hibernia Bank Build- 
ing. 


Hibernia Bank © Trust Co. 


NEW ORLEANS, U.S. A. 
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Plans for the annual convention of 
Investment Bankers Association of 
America to be held at Del Monte, Cali- 
fornia, on October 7 to 11, are already 
under way, according to Cyrus Peirce, 
chairman of the convention committee. 
This is the first time since it was or- 
ganized ten years ago that the associa- 
tion has visited the Pacific Coast with 
its convention. 


Roy P. Roberts has been chosen pres- 
ident of the Auburn Park Trust & Sav- 
ings Bank, Chicago. Harry D. Wil- 
liams was chosen vice-president ; Charles 
H. Jones, cashier and Richard D. 
Breaks, assistant cashier. 


U. Grant Hillman, who has bee 
connected with the First National Bank, 
Woodstown, New Jersey, has _ been 
elected cashier to succeed the late Wil- 
liam Z. Fliteraft. 


Hubert F. Thomas has resigned as 
vice-president of the Harriman National 
Bank, New York, N. Y., to engage in 
business for himself. Milton S. Bill- 
mire, who has been with the bank for 
several years, and was formerly cashier 
of the Citizens National Bank of Balti- 
more, Maryland, has been elected a vice 
president. Amos Sulka, president of 
A. Sulka & Co., has been appointed a 
member of the advisory board. 


A BIRTHDAY AND A PRESIDENT 


ee lll OT 


Lucius Teter, president of Chicago 
Trust Company, recently celebrated the 
twentieth anniversary of his bank com- 
pletely surrounded with flowers received 
from admiring customers and friends. 

Mr, Teter organized and started the 
bank as cashier on opening day, May 
1, 1902. He bécame vice-president in 
1907 and president in 1908. He has 
seen the deposits grow from $27,801.01 
to today’s total of $13,854,798.09. The 
bank was orginally located at Washing- 
ton and State Streets, Chicago, out- 
growing these quarters to move in 1904 


to the bank floor of its present location 
—State and Madison Streets, where it 
now occupies eight floors of space. Its 
growth has been so great that it has 
found it necessary to construct a new 
home at Monroe and Clark Streets 
which is now under way. The bank re 
cenly increased its capital from $1,000; 
000.00 to $1,500,000.00 making Cap- 
ital and surplus $2,000,000.00 and ut 
divided profits $259,756.52. Total a 


sets on the bank’s twentieth anniversary 
were $16,333,254.85. 
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R. H. Cochrane Elected 
The City National Bank of Tusca- 
joosa, Alabama, announces the elec- 
tio of Robert H. Cochrane as pres- 
jdent and Samuel F. Clabaugh as vice- 
president and cashier. 


Mr. Cochrane, who succeeds the late 
§, F. Alston, has been connected with 
the City National Bank for thirty- 
five years, having entered the bank’s 
service as messenger in 1887. He was 
later made assistant cashier, and cashier 
in 1904, which office he held until last 
year when he was made vice-president. 

Mr. Clabaugh, who becomes active 
vice-president and cashier, has been on 
the board of directors since 1917, and 
actively connected with the bank since 
1919. Although a young man, he is 
prominently known throughout the 
state. He is a vice-president of the 
Alabama Bankers’ Association, one of 
the trustees of the Alabama Farm 
Bureaus Federation, president of the 
Tuscaloosa Chamber of Commerce, 
president of the Tuscaloosa Hospital, 
former president of the Alumni of the 
University of Alabama, and has been 
identified with many other civie and 
business activities. 


The City National Bank was es- 
tablished in 1865 as the Banking House 
of J. H. Fitts & Co., and is the oldest 
bank in Alabama. It was nationalized 
in 1902. It has been closely identified 
with the development of the State 
throughout its history and is regarded 
as one of the strongest and most pro- 
gressive banks in its section. It has a 
eapital of $150,000.00, with surplus and 
total resources of nearly two million. 
It has just completed erection of a 
magnificent new building. 


Directors of the Rock Island Savings 
Bank, Rock Island, Illinois, have elected 
M. E. Strieter vice-president. 


S. G. Sweet is the new vice-president 
of the Citizens’ National Bank, Corry, 
Pennsylvania. He has been a member 
of the board for many years. 


Directors of the Miami Beach First 
National Bank, Miami, Florida, have 
elected F. L. Wall, cashier, to fill the 
vacancy caused by the resignation of 
Palmer Rosemond. 


Urges Curb in Immigration 

A curb on immigration, particularly 
in respect to the kind of people allowed 
to come in, was advocated recently by 
Thomas B. McAdams, President of the 
American Bankers Association, before 
the convention of the Oklahoma State 
Bankers Association. The United 
States, he said, should not be used as a 
dumping ground for the jail-bird, the 
anarchist, and the malcontents of the 
old world. 








FRED A. CRANDALL, en President 
. V. KEL 


Special Service Bureau 


LL Bankers who contemplate visiting or passing 
through Chicago are invited 


Information and Travel Service Bureau. We will gladly 
make your hotel or railroad reservations, furnish time tables for 
all railroads and’steamship companies, purchase theatre tickets 
furnish information regarding shops and general points of interest, 


Address mail or wires to Travel Service Bureau 


The NATIONAL (TY RANK 
of GHICAGO 


DAVID R. FORGAN, President 
Banks and Bankers Dep Bankers oe 


LEY, aedauee Cashier 


to make use of our 
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P. JOHNSON, Assistant Cashier 


MISS HOAGLAND HEAD OF 
SAVINGS DEPARTMENT 


At the annual meeting of the board 

of directors of the National City 
Bank of Chicago, Miss Jessamine -G. 
Hoagland was elected an officer of the 
bank with the title, Manager of the Sav- 
ings Department. 

Miss Hoagland has been in attive 
charge of the savings department since 
its installation in 1914. There were but 
500. depositors in that department when 
she went to the National City Bank and 
new there are almost 18,000. 

In addition to directing the work of 
the savings department, Miss Hoagland 
has been in charge of all the advertising 
and publicity work of the bank. She 
is the one woman member of the Execu- 
tive Board of the Associated Adver- 
tising Clubs of the World, is president 
of the Women’s Advertising Club of 
Chicago, is serving a third term as Di- 
rector of the Financial Advertisers Asso- 
ciation, and at the recent annual election 
of the Advertising Council of the 
Chicago Association of Commerce was 
elected vice-chairman of the executive 
committee of the financial department. 


The directors of the Fifth National 
Bank, New York, have elected Max 


Englander first vice-president. John 
Bunke was appointed assistant cashier. 


Greater Louisville Savings and Build- 
ing Association, Louisville, Kentucky, 
increased its capital stock from $2,500,- 
000 to $3,000,000. 


George M. Passett has been elected 
to the presidency of the Worcester 
Mechanics Savings Bank, Worcester, 
Mass., to fill the vacancy caused by the 
death of John M. Coes. Walter E. 
Bigelow was elected a member of the 
board of investment. 


Frank H. Clement, cashier of the 
First National Bank, Petoskey, Mich- 


igan, has resigned. He remains on the 
board of directors. 


At a meeting of the board of directors 
of the First National Bank, Copperhill, 
Tennessee, M. A. Caine was elected 
president for the unexpired term of the 
late M. C. King. , 


Announcement has been made of the 
appointment of J. Willis Hopson as 
president of the Farmers and Mer- 
chants Bank, Mena, Arkansas. 


At the annual meeting of the board 
of directors of the Bank of Osage City, 
Missouri, John Kramer was re-elected 
president and Henry Mueller vice-pres- 


- ident. 


At the annual meeting of the Peoria, 
Illinois, Clearing House Asséciation, 
William E. Stone was elected pred 
ident; Henry W. Ulrich, vice-pres- 
ident; Carl F. Harsch, secretary-treas- 
urer, 7 


T. E. Tollesfrud has resigned as 
cashier of the Farmers & Merchants’ 
State Bank, Orfordville, Wisconsin. A. 
C. Gaarder, cashier of the Forestville, 
Wisconsin, State Bank, will succeed 
him. 


Vance Wilson, of Ft. Wayne, Indiana, 
has been chosen assistant cashier of the 
Farmers State Bank, Ossian, Indiana, 
sueceeding Forest Woodward, who re- 
cently resigned. 


J. H. White and W. L. Kegel have 
purchased the First National Bank at 
Mountainair, New Mexico. Mr. White 
was formerly secretary of the City 
Mortgage Company, E! Paso, Texas. 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers 
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CORN EXCHANGE 
NATIONAL BANK 
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Capital and Surplus $15,000,000 


OFFICERS 


ERNEST A. HAMILL, 
Chairman of the Board 
EDMUND D. HULBERT - President 
CHARLES L. HUTCHINSON, 
Vice-President 
OWEN T. REEVES, JR., Vice-President 
J. EDWARD MAASS .- Vice-President 
NORMAN J. FORD- - Vice-President 
JAMES G. WAKEFIELD, Vice-President 
EDWARD F. SCHOENECK, - Cashier 
LEWIS E. GARY - - Assistant Cashier 
JAMES A. WALKER Assistant Cashier 
CHARLES NOVAK - Assistant Cashier 
HUGH J. SINCLAIR - Assistant Cashier 


DIRECTORS 


WATSON F. BLAIR 
CHAUNCEY B. BORLAND 
EDWARD B. BUTLER 
BENJAMIN CARPENTER 
CLYDE M. CARR 
HENRY P. CROWELL 
ERNEST A. HAMILL 
EDMUND D. HULBERT 
CHARLES H. HULBURD 
CHARLES L. HUTCHINSON 
JOHN J. MITCHELL 
MARTIN A. RYERSON 
J. HARRY SELZ 


EDWARD A. SHEDD 
ROBERT J. THORNE 
CHARLES H. WACKER 
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Bank of Detroit 


Detroit, Michigan 
TRANSIT DEPARTMENT 


With our direct connections and satisfactory arrangements 
with banks in Michigan, we are in a position to 
offer quick service at a minimum of cost 


OFFICERS 
JAMES COUZENS, President 
JAMES T. WHITEHEAD, Vice-President C. A. KINNEY, Assistant Cashier 
Cc. H. HABERKORN, JR., Vice-President A. E. LARK, Assistant Cashier 
G. B. JUDSON, Vice- ident W. R. LAING, Assistant Cashier 
R. B. GRIPMAN, Cashier . A. A. McPHERSON, Assist. Cashier 
F. J. BEYER, Assistant Cashier G. T. MURRAY, Auditor 
DIRECTORS 
Dr. GEORGE R. ANDREWS, Vice-President G. B. JUDSON, Vice-President 
Highland Park State Bank ARTHUR J. LACY, Attorney 
JAMES CO ZENS, President Cc. HAYWARD MURPHY, Sec. Simon J. 
ALONZO P. EWING, Director Detroit City Murphy Co. . 
Gas Co. ANDREW J. PEOPLES, Treas. Detroit Cop- 
Cc. H. HABERKORN, Jr., Pres. C. H. Haber- per & Brass Rolling Mills ° 
rn Co., Inc. and Haberkorn InvestmentCo. H.H. RACKHAM, Director Detroit Trust Co. 
GEO. W. HERGENROETHER, Dodge J. T. WHITEHEAD, Pres. Whitehead & 
Brothers, Inc. Kales Iron Works. 
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HAS ADVERTISING ANY 
VALUE AS A LOANABLE 
ASSET 


(Continued from page 98) 

You students of selling, artists of the 
printed appeal, can continue to render 
even greater service by seeking out the 
manufacturer who makes a dependable 
article of public value and converting him 
to the good business of telling the world 
of his wares. Therein lies America’s 
most promising avenue of industrial 
progress. There is many a manufacturer 
in these United States today who is 
making a superior article of mer- 
chandise, who estimates a strictly local 
absorption, without any conception of 
national distribution. His short-sight- 
edness not only restricts his own de- 
velopment, but the progress of his com- 
munity. 


Being a prosperous business man until 
last year was comparatively easy; being 
one from now on is going to depend on 
capacity for hard work and _ business 
acumen. Merchandising of a high 
type, studied and sure methods, must 
supply the void left by the departure of 
easy business. Do not forget that any 
plan must take cognizance of the publie’s 
careful buying and the desire for fuller 
values. 


Advertising, the newest and fairest 
handmaiden of business, and yet the 
most useful of the commercial family, 
is to play an important role in this era 
of competition. 

Business, while still a bit irregular, is 
on a decidedly upward move. On every 
side are heard encouraging reports of 
betterment, especially in places I have 
recently visited in the West and South- 
west. I am told that one of the big 
weeklies issued the largest magazine of 
their career last week. Increased ad- 
vertising is one of the surest harbingers 
of better times. 

With this great onward movement 
continuing in our commercial life, you 
pilots through the channels of me- 
chandising are the trail blazers of glory. 
Merchant, banker, manufacturer, and 
even the farmer, is looking to you as 
the beacon of an enlightened season of 
commercial relations. Thus fortified, 
there can be no doubt but what we are 
entering into an era of business, backed 
by constructive advertising, that will be 
the most golden period of American 
prosperity. 
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Work is under way on the erection 
of a new home for the San Fernando 
Valley Savings Bank, Newhall, Cali- 
fornia. 


Plans have been drawn for a new 
banking home for the People’s Savings 
Bank, Templeton, Iowa. It will be con- 
structed of hard red brick and trinimed 
with Bedford stone. 
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Today eighty per cent.of 
the banks are daily using? 
the Rand M° NallyBankery 


Directory- lhe Blue Book-- 
because of it's dependability 
rehability and prompt de- 
jivery. issued March and September : 

















































































The Bank of Haywards, California, 
will make extensive improvements in 
its present quarters. 


The directors of the recently organized 
National Bank of Penbrook, Pennsyl- 
vania, have awarded contract for the 
erection of a one-story limestone biuld- 


ing. 


The Tippecanoe Loan & Trust Com- 
pany, Lafayette, Indiana, moved into 
its attractive new building a short time 
ago. 


Announcement has been made of the 
election of David Hickey as a director 
of the Commercial National Bank, 
Ogden, Utah. 


Contracts have been awarded for the 
new building of the Fairfield Savings 
and Loan Company, Lancaster, Ohio. 
The new structure will be three stories 
high and will be strictly fireproof. 


The Norman State Bank, Norman, 
Oklahoma, is erecting a new $80,000 
home of reinforced concrete and Bed- 
ford limestone. 


Work has been started on additional 
quarters for the Farmers’ Bank, Nanse- 
mond, Virginia. The work will cost 
about $75,000. 


A modern building will be erected by 
the People’s Bank, Enola, Pennsylvania. 
It will be of stone and brick construc- 
tion. 


Your Vaults | 


need thorough testing and 
inspection by competent 
engineers. 


We specialize in consultation and 
inspection service upon bank vaults. 
We test all classes of building 


materials, supervise the erection 
of buildings, make examinations 
and prepare reports on properties, 


operations 
kinds. 


and processes of: all 


Let Us Serve You 
ROBERT W. HUNT & CO. 
Engineers 


2200 Insurance Exchange 
Offices in Principal Cities 


Chicago 





Contract has been awarded for re- 
modeling the building of the Farmers 
Bank and Trust Company, Magnolia, 
Arkansas. 

Contract for the erection of a modern 
banking home for the First Bank and 
Trust Company, Hendersonville, North 
Carolina, has been awarded. 





Exeavation work has been started on a 
building to house the El Dorado County 
Bank, Placerville, California. The 
structure will cost approximately $40,- 
000. 


A $100,000 bank and office building 
is to be erected for the Lufkin National 
Bank, Lufkin, Texas. It will be five 
stories in height. 


The Exchange National Bank, Mus- 
kogee, Oklahoma, will make exten- 
sive improvements to its bank building, 
at a cost of $75,000. 


The First National Bank, Canton, 
Ohio, will erect a $1,000,000 bank and 
office building. It will be thirteen stor- 
ies high with basement and occupy 
ground 65 x 87 feet. 


Plans are being drawn for a one- 
story banking house for the United 
States National Bank, Sawtelle, Cali- 
fornia. 


Contract for the erection of the Grand 
River and Fourteen avenue, branch of- 
fice building of the People’s State Bank, 
Detroit, Michigan, has been awarded. 

City 


The Marine Savings Bank, 
Marine City, Michigan, has awarded 
contracts for the erection of a new 
banking home. It will be ready for 
occupancy next fall. 





Contracts have been awarded on a 
rear addition and interior alterations to 
the building occupied by the Jefferson 
County National Bank, Watertown, New 
York. The new addition will be six 
stories high. 


The enlarged and remodeled quarters 
of the People’s Bank, Farrell, Pennsyl- 
vania, were opened some time ago. 


The Bank of Commerce, Tampa, 
Florida, will make extensive improve- 
ments to its banking rooms. Contracts 
have been awarded and work will start 
at once. 
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Plans are being finished for the new 
home of the Farmers and Merchants 
Bank, Cape Girardeau Missouri. It 
will be two stories high with basement, 


Earl §S. Gwin, formerly first vice. 
president of the National Bank of Ken- 
tucky, is president of the newly organ- 
ized Lincoln Bank and Trust Company, 
Chieago. Victor J. Bulleit is chairman 
of the board. 


The First National Bank, Ft. Wayne, 
Indiana, is planning the erection of a 
new home in the near future. 


Additional quarters will be added to 
the present quarters of the First Na- 
tional Bank, Trenton, New Jersey. The 
new quarters will cost $120,000 and will 
be five stories high with mezzanine floor. 


Work will begin at an early date for 
the erection of a building to be occupied 
by the Federal Reserve Bank, Little 
Rock, Arkansas. 


Plans are being drawn for a $60,000 
new home for the People’s State Bank, 
Crown Point, Indiana. It will be three 
stories high with basement. 


The Citizens Bank, New York, is 
having plans prepared for a new bank 
building. It will be three stories high. 


Work will start at once on remodeling 
the present quarters of the First Na- 
tional Bank, Batavia, Illinois. 


The First National Bank, Houtzdale, 
Pennsylvania, will erect a $30,000 bank 
and office building. It will be two 
stories high with basement. 


Renewed Building Activity 

An amazing outburst of building 
activity is observed throughout the en- 
tire country. Permits issued in 154 
leading cities of the United States to- 
talled $234,000,000 in March, as com- 
pared with $117,000,000 in March ® 
year ago in the same cities. For the 
first three months of 1922, building per- 
mits in these cities aggregated almost 
double the figures for the corresponding 
period of 1921. A large percentage of 
the buildings now being erected is for 
residential purposes, which would seem 
to offer some relief to the average rent- 
harassed citizen—The American Na- 
tional, San Francisco. 
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~ MIDLAND 
TERRA ©OUTA 


FOR BEAUTY AND INDIVIDUALITY 
IN BANK EXTERIORS 


QUALITY AND SERVICE 
Our Motto 


CITIZENS STATE BANK OF CHICAGO, ILL. 
Henry L. Newhouse, Architect 
R. C. Wieboldt, General Contractor 


MIDLAND TERRA COTTA COMPANY 
Chamber of Commerce Bldg., Chicago 


i, Ke 
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"THE accompanying illustration shows the 
EAST ORANGE BANK designed by 
THOMAS M. JAMES COMPANY. 


The stone trim is of cast or artificial stene, a 
clever imitation of granite and limestone—an 


economic feature. 


The simplicity of the design is very effective. 


EAST ORANGE BANK, EAST ORANGE, N. J. 


The brick is of the tapestry type, a rough sur- 
face in various shades of red, brown and orange. 


We shall be pleased to consult with you. 


Thomas M. James Company 


Bank Architects and Engineers 


3 Park St., Boston, Mass. 
Fuller Building, Springfield, Mass. 
511 Blackstone Building, Cleveland, Ohio 
31 East 27th St., New York 


The Colorado Texas, National Bank 
is to erect a modern banking home. It 
will be two stories high with basement. 


Contract has been awarded for the 
erection of a thirteen-story building for 
the National Bank of Commerce, Nor- 
folk, Virginia. The structure will cost 
about $400,000. Work will start at 
once. 


The Dollar Savings Bank and Trust 
Company, Bellaire, Ohio, will erect a 
new home. It will be six stories in 
height. 


Contracts for the new home of the 
National Manufacturers Bank of 
Neenah, Wisconsin, have been awarded. 


The Rutherford National Bank, Ruth- 
erford, New Jersey, will erect a one- 
story brick and limestone bank build- 
ing. It will' cost $175,000 and will 
occupy a site 48x50 feet. 

Store space is to be converted into 
banking rooms for the Union Savings & 
Trust Company, Wilkes-Barre, Penn- 
sylvania. The addition will be one 
story high. 

J. D. McKinney has been re-elected 
president of the Central State Bank, 
McKinney, Texas. 


The Bank of Juda, Wisconsin, is 
planning to enlarge its present quarters. 
Plans have been drawn. 


Additional quarters are to be erected 
by the Montclair, New Jersey, Trug 
Company, to cost $150,000. 


Contract for the new building of the 
Chesaning, Michigan, State Bank has 
been awarded. Work will be started 
immediately. 


The Citizens Bank and Trust Com. 
pany, Wartburg, Tennessee, will ereet 
a modern two story bank building, 
Work will begin at once, 


Contract has been awarded for the 
erection of a new bank building for the 
National Bank, Liberty, New York 
It will be of limestone construction and 
will occupy a site 40x60 feet. 


Contracts have been awarded for a 
new home to house the First State Say. 
ings Bank, Hillsdale, Michigan. Work 
will start soon. 


Work is under way on a three-story 
building to house the Reeves Banking 
and Trust Company, Dover, Ohio. The 
cost will exceed $100,000. 


A New $250,000 bank building will be 
erected for the Crawford State Savings 
Bank, Roosevelt Road and Crawford 
Avenue, Chicago, on its present site. 


The Bank of Hampsden, Maryland, 
is to erect a $50,000 new home in the 
near future. Architect has been select- 
ed to draw plans. 


Wrecking is under way for the ere- 
tion of a $500,000 side addition to the 
bank and office building occupied by the 
National Bank of Commerce, Norfolk, 
Virginia. 


Plans are being finished for a build 
ing to house the The Putnam County 
Bank, Hurricane, West Virginia. It 
will be of brick construction. 


Bids have been taken for the erection 
of a $10,000,000 bank and office build 
ing for The Union Trust Company, 
Cleveland, Ohio. It will be a 20 story 
skyscraper. 


A $75,000 building to house the Hyde 
Park Savings Bank, Cincinnati, Obio, 
will be erected shortly. It will be one 
story high with basement. 


Bids have been taken on a bank and 
office building for the Morningside Sav- 
ings Bank, Sioux City, Iowa. The 
structure will be two stories high and 
will cost about $35,000 when finished. 


The Exchange National Bank, Tamps, 
Florida, has awarded a contract for 
the construction of a ten story 
building. 
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GREENWOODS STATE BANK 
LAKE MILLS, WIS. 


BANK BUILDERS 


CHAMBER OF COMMERCE 
SAINT PAUL 


Write for 
THE BANK BUILDER 
Our Quarterly 
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We design, plan, remod- 
el, build and equip 
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RAND McNALLY 


BANKERS DIRECTORY 


Established in 1872 





It is HONESTLY revised twice a year. It is 
COMPLETE, UP-TODATE pa f is published 
nearer to the date of the information it con- 
tains than is any other similar publication. It 
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consult a 
bank directory and as conditions are chensing 
daily, unless you have an up-to-date book 

will get old and inaccurate ee oe 
should have the latest and and that is shat 
you get in ' the Rand McNally BLUE BOOK. 


Write for a copy of a new booklet we 
have just printed, in which some of our 
latest bank buildings and interiors are beau- 
tifully illustrated from actual photographs. 


















RAND McNALLY & COMPANY, Publishers 
Rand McNally Building 

536 S. CLARK STREE 

CHICAGO, ILLINOIS 







ST. LOUIS BANK EQUIPMENT 


AND FIXTURE COMPANY 
SAINT LOUIS, U.S.A. 
807-809-811 WALNUT STREET 
















The Bankers Directory is a Business Necessity 
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The following is a partial list of Bank Buildings 
designed and equipped recently by 


ALFRED C. BOSSOM 


BANK ARCHITECT AND 
EQUIPMENT ENGINEER 


680 Fifth Avenue 
NEW YORK 


NATIONAL BANK OF COMMERCE IN NEW YORK 
Mr. James S. Alexander, President 


SEABOARD NATIONAL BANK 


- 7 - 


- NEW YORK 


Mr. S. G. Bayne, President 


COLUMBIA TRUST COMANY 


- - - 


- NEW YORK 


Mr. Willard V. King, Presiden’ 


MERCANTILE TRUST COMPANY ~ - - 


- NEW YORK 


Mr. C. A. Austin, President 


GREENWICH ru 
r. 
FIRST NATIONAL BANK, - 


Mr. John M. Miller, Jr., President 


VIRGINIA TRUST COMPANY 
M 


ST COMPANY 
A. W. W. Marshall, Vice-President 


- - - 


- GREENWICH, CONN. 


RICHMOND, VA. 


RICHMOND VA 


r. Herbert W. Jackson, President 


CHARLOTTE NATIONAL BANK 


- CHARLOTTE. N. C. 


Mr John M. Scott, President 


AMERICAN EXCHANGE NATIONAL BANK, DALLAS, TEXAS 
Mr. E. M. Reardon, President 


FIRST NATIONAL BANK - 


- - 


JERSEY CITY, N. J. 


Governor E. I. Edwards, President 


We invite correspondence. 
Consultation without obligation, 
in regard to your building plans. 


Store room will be converted into 
banking quarters for the Border City 
Building & Loan Association, Piqua, 
Ohio. Foundation has been laid. 


Work will start at once on a one 
story home for the Piedmont State 
Bank, Piedmont, Ohio. It will be one 
story high. 


Bids are being taken on improving 
the Grand River & Trumbull avenue 
branch building of the Detroit Savings 
Bank, Detroit, Michigan. 


The Albany, New York, City Savings 
Bank is planning to enlarge its present 
banking rooms in the near future. 


Bank, 


Plans have been finished for a rear 
addition for the Merchants’ National 
Bank, Jersey City, N. J. It will be of 
brick and stone construction. Bids will 
be taken at once. 


A $250,000 bank and office building 
is to be constructed for the Ashland 
National Bank, Ashland, Kentucky. It 
will be of brick, stone, sandstone, granite 
and marble construction. Excavation 
work is under way. 


Wrecking has been completed to 
make way for a $400,000 new addition 
to be occupied by the Third National 
Philadelphia, § Pennsylvania. 
Work on foundation will start soon. 


The Mechanics & Metals National 
Bank, New York, is planning remodel. 
ing its Central Park branch office. The 
remodeled quarters will be four stories 
high and occupy a site 45x100 feet. 


Contracts have been awarded for re. 
modeling the Long Island City branch 
office of the Corn Exchange Bank, 13 
William Street, New York. Alteration 
work will cost about $50,000. 


Contracts for improving the present 
quarters of the Fidelity Trust Com. 
pany, Buffalo, New York, have been 
awarded. It will be of brick construe 
tion. 


Excavation work has been started for 
an addition to the present building of the 
Orange County Trust & Safe Deposit 
Company, Middletown, New York. The 
new addition will cost $100,000. 


The Mallard, Iowa, Bank has ap- 
pointed Albert Steil president to sue 
ceed Edward Clark, and Charles Hahn 
has been chosen vice-president. 


The Farmers National Bank, Leb- 
anon, Kentucky, will soon be housed 
in a new home. Plans are now being 
drawn, 


The Lacona National Bank, Lacona, 


New York, is planning the construction 
of a new home shortly. 


Work has been started improving and 
enlarging the building occupied by the 
Germantown Trust Company, Philade- 
phia, Pennsylvania. 


Bids have been taken for the erection 
of a $100,000 home for the Ephrata 
National Bank, Ephrata, Pennsylvania. 
It will be one story high. 


Plans are being drawn for a one 
story bank edifice for the Valley View 
Bank, Valley View, Pennsylvania. The 
building will be of brick construction. 


Contracts have been awarded for 4 
$50,000 banking house for the Palmyra, 
Pennsylvania, National Bank. It wil 
occupy a site 30x50 feet. 


Additional quarters will be erected 
for the Commonwealth Savings & Loan 
Company, Cleveland, Ohio. The ne¥ 
addition will be one story high. 


An Architect has been selected to pre 
pare plans for remodeling and enlarging 
the banking rooms of the Anderson Na- 
tional Bank, Lawrenceburg, Kentucky: 


A $200,000 building is to be erected 
for the City Trust Company, South 
Bend, Indiana. Hoggson Bros., New 
York architects, are drawing plans. 
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WHY AMERICA NEEDS 
INTERNATIONAL TRADE 


(Continued from page 87) 
ing returns but the evidence of the last 
few years points clearly to the fact that 
we are now utilizing less fertile land at 
a greater per unit cost of production 
than was the case in former years. 

“Tf we are to maintain our standard of 
living under a condition of diminishing 
returns in raw production we must off- 
set such increased cost by devoting a 
larger and larger proportion of effort 
to those lines of industry that yield in- 
ereasing returns per unit, namely, to 
manufacturing. That we are doing this 
to some extent is evidenced by the cen- 
sus figures for manufacture. It should 
be borne in mind, however, that this 
process of offsetting diminishing re- 
turns in agriculture by increasing re- 
turns in manufacture involves an ever- 
expanding market for our manufactures 
and that such an expansion points un- 
mistakably and inevitably to the exten- 
sion of our foreign trade. 

“From the most important point of 
view that a nation can take therefore, 
namely, that of the standard of living 
of the masses of the people, we must 
have foreign trade to an ever-increas- 
ing extent.” 

Mr. Alexander argued against the be- 
lief that domestic trade alone can assure 
the prosperity of the United States. 
He declared that domestic trade is in 
fact dependent on progress in the inter- 
national field, since this gives an outlet 
for surplus production and for indus- 
tries overexpanded by the war, and 
thus prevents price demoralization. Al- 
though America’s foreign trade is only 
10 or 15 per cent of its total commerce, 
he pointed out that its importance can- 
not be measured by this ratio, saying 
that many of the most important things 
in financial and business life hang upon 
percentages of less than 10 or 15 per 
cent and the average reduction from 
normal business during the entire 
period of a depression may be under 
15 per cent. A change in foreign 
trade representing only 5 per cent of 
total commerce may mean a 20 to 40 
per cent loss to some of our important 
industries. In conclusion he said: 

“The welfare of other nations is so 
closely interwoven with that of the 
United States that if the question of our 
foreign trade is to be interpreted with 
any degree of breadth whatever, it should 
be considered in the light of the trade 
of these other nations. There can be 
no final recovery of the domestic trade 
in any nation until the normal interna- 
tional trade relations which alone sup- 
port the great international division of 
labor can be reestablished. 

“This conception of the real nature of 
both domestic and international trade 
in modern industrial society should 


The National 
Exchange Bank, 
at Roanoke, Va., 
in white Georgia 
Marble. 


A 


strength and durability. 


TANGIBLE, visible asset for any 
banking or investment house, is a 
beautiful building. 


Georgia Marble possesses in an un- 
usual degree the desirable characteristics 
of an ideal building material—beauty, 


It affords 


limitless opportunities in design, mak- 
ing it suitable for the finest type of 
bank work. 


The Georgia Marble Co. 


TATE, GEORGIA 


Georgia Marble 


prevent us from reverting to the fool- 
ishly selfish mereantile doctrines of the 
18th century. We should strive to obtain 
all of the trade of the world that in a 
fair field with free competition we may 
gain through our own efficiency. I 
have no sympathy, Rowever, with those 
who would wish America to grab more 
than her proportionate share of the 
world trade. 


“While the first fruits of such a 
policy might seem to suggest that we 
were the gainers in an economic sense, it 
is impossible for us to maintain such 
trade unless we are fitted to hold it in an 
open field. Moreover, to the extent that 
we should attempt to obtain a dispro- 
portionate share and to hold it, to that 


extent would we prevent the most ef- 
ficient working of the great world 
machine and to that extent must our 
actions finally redound to our own in- 
jury as well as to that of other peoples. 

“In the last analysis, therefore, I 
should rather view this question in its 
broadest aspect and answer the question 
as to why we should have international 
trade by recognizing why the world 
must have international trade.” 


Foundation has been laid for a $100,- 
000 banking home for the Merchants 
National Bank, Plattsburg, New York. 
The building will be one story high and 
occupy ground 42x97 feet when com- 
pleted. 
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ENGINEERS 


PEOPLES STATE BANK 
CROWN POINT, IND. 


BANK SPECIALISTS 


ARCHITECTS 
BANK BUILDINGS INTERIORS COMPLETE EQUIPMENT VAULTS 


Write for Our Beautifully Illustrated Portfolio on Bank Art Showing Our Work 


Announcement 


We have moved our offices to new and enlarged quarters on the second floor of the new 
Lake Shore Trust & Savings Bank Building at No. 605 North Michigan Avenue. 


K. M. VITZTHUM & CO., INc. 


VITZTHUM—BURNS, Architects 
605 North Michigan Avenue 
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The Architect is working on plans for 
a $500,000 addition to the building oe- 
cupied by the Provident Savings Bank 
& Trust Company, Cincinnati, Ohio. It 
will be of brick, steel, reinforced con- 
crete and stone construction. 


Plans are being drawn for a bank 
edifice to house the First National 
Bank, Alliance, Ohio. It will be of 
brick and stone construction and will 
occupy ground 50x70 feet. 


Bids have been taken on remodeling 
store space into banking rooms for the 
Easton Dollar Savings & Trust Com- 
pany, Easton, Pennsylvania. The new 


quarters will be of brick and terra cotta 
construction. 





A $50,000 banking home is to be 
erected for the First National Bank, 
Dolgeville, New York. It will be one 
story high with mezzanine floor. Ex- 
cavation work is under way. 


The Leesburg, Florida, State Bank 
has increased its capital from $30,000 
to $50,000. 


The Citizens Savings Bank, 58 Broad- 
way, New York, is having plans drawn 
for a new banking home. The structure 
will be three stories high. 








Store space will be remodeled into 
banking quarters for the Commercial 
National Bank, Sandusky, Ohio. Plans 
are now being prepared. 
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The Federal Bank & Trust Company, 
Dubuque, Iowa, has awarded contracts 
for the erection of a twelve-story bank 
and office building. Work will start 
an early date. 


Work will start at once remodelj 
the building occupied by the Bank of 
Genessee, Batavia, New York. The im. 
proved quarters will be three stories high, 








The Jefferson County National Bank, 
Watertown, New York, will erect 4 
six story rear addition to its present 
building. Plans have already been pre. 
pared. 





Plans are being drawn for additional 
quarters for the First National Bank, 
Conshocken, Pennsylvania. The new 
addition will be of brick construction. 





Remodeling the present quarters of 
the First National Bank, Wilkinsburg, 
Pennsylvania, will take place shortly. 
Contracts have been awarded for the 
work. 


Work is under way on remodeling and 
enlarging the building occupied by the 
Lafayette Trust Company, Easton, 
Pennsylvania. Work will be rushed to 
completion for early occupancy. 


Contracts have been awarded for re- 
modeling the present quarters of the 
Blair County National Bank, Tyrone, 
Pennsylvania. Alteration work will 
cost approximately $100,000. 


A $100,000 side addition is to be 
erected for the Broadway National 
Bank, Richmond, Virginia. Bids are 
being taken. 


Store space will be remodeled into 
banking rooms for the Union Trust 
Company, Petersburg, Virginia, at a 
cost of $50,000. Plans are now being 
prepared. 






Plans are being finished for a one- 
story new home for the Northern Sav- 
ings Bank Company, Columbus, Ohio. 
The building will be one story high 
with mezzanine floor and basement. 


Frederick S. Bale has joined the 
Bankers Trust Company, New York, as 
assistant to the president. 


The Farmers State Bank, Brecken- 
ridge, Michigan, has chosen John L 
Smith a director. Jesse E. Hodge has 
been elected to fill the post of director 
left by the resignation of B. L. Hodge. 


Anthony Elblein, Jr., teller at the 
Second Ward Savings Bank, Milwaukee, 
was recently elected president of the 
Milwaukee chapter of the American In- 
stitute of Banking. 
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CLASSIFIED ADVERTISEMENTS 


Advertisements will be accepted under this heading at FIVE CENTS per word, signatures, 


address, name and heading to be counted. Send cash with your order. 


eare of the BANKERS’ MONTHLY will be forwarded promptly. 


Answers addressed 








INCORPORATION: 


Incorporate Your Business; 
ships; protect private property from business 
ventures; information free. Phillip Lawrence, 
former Assistant Secretary State, Huron, South 
Dakota. 6*-12ti. 


Avoid Partner- 


BANKS FOR SALE 


Southern California Banks. Business and 
living conditions warrant investigation. Write 
the Thompson-Sanders Company, Suite 210 
Story Building, Los Angeles, Oalif. t.f. 





COLLECTIONS 


Ft. Wayne, Indiana, National Adjustment Oo., 
184 E. Berry, 2nd floor. W. J. ee 
-12ti 


Eugene, Oregon, L. M. Travis 
Agency. 


6*-12ti 


Kansas—Middlewest Mercantile Agency, Wi- 
chita. 6*-12ti 


FOR SALE 


Profitable Sales by mail circularizing high 
character lists one million investors-stockholders, 
any territory. Guaranteed 98 per cent accurate. 
Minimum order, 10,000, price $75.00 postpaid. 
Remittance with order. Offered by responsible 
reliable company. L. Martinek Company, 
Corona, N. Y. 4*-2ti. 





BANK ‘and INSTITUTIONS which have 
SAFETY DEPOSIT BOXES for rent must re- 
tain accurate record of customers. OUR CARD 
SYSTEM provides clear, complete record, pro- 
tects institution regarding liability and releases 
bank when customer checks out. Send for 
sample mentioning number of boxes in use. 
SAFETY DEPOSIT RECORD SERVICE, Box 
101, Chicago, Il. 5*-tf 


Safes—Burglar and fireproof, Secondhand, 
every size, style and make. Cheap. John 
Murray 126 E. Pearl St. Cincinnati, Ohio. 

1*-12ti. 


Addressograph: 


Commercial Graphophone. 
Holzapfel, 


Cleona, Pa. 5*-6ti. 





Will trade equity in 850 acre well improved 
stock and grain farm, $150 per acre, 
brance $48,500 at 5% per cent for stocks, 


bonds or mortgages. KOONTZ & PALMER, 
Fulton, Mo. 6*-1ti 


encum-~* 


FREE BOOK ON BANKING 





Tells how you can prepare to take the cashier's 
place by studying at home in spare time. Write 
American School of Finance, Edgar G. Alcorn, 
President, 107 McLene Blidg., Columbus, wae 

-9ti. 


PATENTS 


Bankers and Attorneys haviog clients who 
wish _to patent inventions are invited to write 
for particulars and % 


WATSON E. COLEMAN, Patent lawyer, 624 
F Street, N. W., Washington, dD. O. 6*-12ti. 


PRINTING 


Omaha Printing Company, 13th and Farnam 
Sts., Omaha, U. S. A. Lithographers, Embossers, 
Stationers, Office Furniture. 6*-12ti 








SALESMAN WANTED 


SALESMAN acquainted .with bankers and ~ 
who can obtain orders for bank deposit slips, 
can make favorable commission arrangements 
with leading Chicago concern in_ this line. 
CHICAGO SALES BOOK CO., 337 W. Madison 
St., Chicago. _ 12*-12ti. 
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Free Service For Our Readers 


So many of our readers have requested us to give them service 
on Equipment and Method machinery that we have opened this new 
SERVICE DEPARTMENT in which we offer our services without 
charge in rendering any assistance possible to our patrons. 


We will always be pleased to assist in choosing the right equip- 
ment and supplies and to see that THE BANKERS MONTHLY 
readers get the best and most prompt attention. 


We can secure for you without charge catalogs and literature 
describing any product that you may be interested in and it will 
be a pleasure to render the service, so do not hesitate to write us 
at any time. 


If you want material of any kind we can place before you any 


information you need—either now or later. We can help get right 
prices and prompt deliveries. 

To get this information look over the list of material equipment 
and service listed above, place a mark opposite the aiticle you are 
interested in, fill in the coupon below and mail it to us and your 
inquiry will be given prompt attention. 

There is no charge for this service. 
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SERVICE DEPT., THE BANKERS MONTHLY 
536 S. Clark St., Chicago 


Gentlemen: 


We are interested in the items checked in the above list, and would 


appreciate your putting us in touch with manufacturers whom you know are reliable and i 


will furnish these goods promptly and at best prices. 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our 
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Accountants 
Accounting Devices 


Accounting Typewriters 


Adding Machines 
Addressing Machines 


Addressing Machine Sup . 
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Check Writers 
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Coin Wrappers 
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Deposit Books 
Deposit Slips 

Desks 

Dictation Machines 
Display Signs 
Duplicators 


Electric Signs 
Elevators 


Expense Books 
Eye Shades 


Farm Mortgages 
Fasteners 

Filing Boxes 
Filing Cabinets 
Filing Supplies 
Filing Specialities 
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Glass Desk Pads 
Gold Pens 
Gummed Tape Sealers 
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